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Complete accessibility of each unit-built 
assembly provides maximum time-cost savings, as 
meter never has to be removed from the line for 
inspection, cleaning or servicing. Maintenance costs 
and down-time from actual operating records are 
absolutely minimal. Double-case steel construction 
prevents line pressure, or shock damage to self-con- 
tained measuring element. 

Standardize with Brodie BiRotor Meters, the stan- 
dard by every comparison. 


REPRESENTATIVES WITH 














STOCKS AND SERVICE FACILITIES IN ALL PRINCIPAL CITIES 





« How to assure faster, easier meter servicing: BROD/E BiRotors 


UNIT-BUILT ASSEMBLIES 
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Brodie-built in many varieties: 
Brodimatic, positive direct read- 
ing; Quantro/, automatic quantity 
control, ticket printing; MultiKey 
counter. 


Haste seuseeocoessense se = ae! ee oo = = = with Positive drive provides simple 
dry adiustment to increments of 


1/20 of 1%, while meter is under 
pressure — without loss of liquid 


all welded steel housing provides 
maximum strength and rigidity 
with minimum weight — absorbs 
normal line shocks, pressures, 
and piping strain without affecting 
metering accuracy. 


«= quickly and easily removed or re 
placed without disturbing existing 
line connections. 
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RALPH N. BRODIE COMPANY 


San Leandro, California, U.S.A. 
CABLE ADDRESS: “BRODICO” 


MT. VERNON, N.Y., 550 So. Columbus Ave. 

DALLAS 7, TEXAS, 167 Parkhouse St. 

SEATTLE 9, WASH., 221-9th Ave. N. 

CHICAGO OFFICE: 1227 Circle Ave., Forest Park, Ill. 
LOS ANGELES 22, CALIF., 5401 Sheila Street 
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IS new label...on every 
sundstrand rebuilt 


inits checked 
Sundstrand- 

ne will come 
laranteeing your 
rkmanship and 


elp you identify 


separate from 
not yet rebuilt 
80 Sundstrand 
ghout the coun 
rained fuel unit 
ols, knowhow, 
parts required to 


new condition 


Every Sunstrand fuel unit is a marvel of preci- 
sion engineering and workmanship. Its superior 
performance is the result of using carefully 
matched components built and assembled to 
very close tolerances. Replacement of these 
parts with inferior substitutes not only does 
not save you anything, but also can actually 
cost you time and money in expensive service 
call-backs. 

So make it a point to get acquainted with 
the people at the Sundstrand service station in 
your area. They are there to help you give your 
customers the fast, economical maintenance and 
increased satisfaction and reliability that they 

ct when they own a Sundstrand-equipped 
burner. 


SUNDSTRAND HYDRAULICS 


DIVISION OF 


Look for this sign Ave., Rockford 


— it's your gu 
of genuine ; 
certified serv 


SUNDSTRAND CORPORATION 


! Eastern Sales Office: 89 Summit Ave., Summit, N. J. Made in 
14 Strachan Ave., Toronto; in Sweden by Sundstrand Hydraulic AB 


by R. S. Stokvis et Fils, S. A., 20-22 Rue Des Petits-Hotels, Paris 
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OIL BURNERS-WATER HEATERS—-SUPPLY PUMPS 


famous the world over for Quality and Economy 


SUN-RAY =4-5 OIL BURNERS 
Approved for =4 and +5 Oil 
Capacities from 3 to 25 G. P. H 


LONG, LIBERAL 


PERATURE REST 
LINED on co 





SUN-RAY BURNER MANUFACTURING CORPORATION 
139-22 QUEENS BOULEVARD + JAMAICA 35, N. Y. 


THE SUN-RAY FAMILY OF QUALITY PRODUCTS FOR HOMES + FACTORIES +» WAREHOUSES 
APARTMENT BUILDINGS + CHURCHES + SCHOOLS 
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OR THE SPECIAL dollars and cents 
on of fueloil distributor op- 
erations published in this issue we 
had more than the usual number of 
companies participating this year. The 
average company size was smaller 
which is good because it comes closer 
to the industry pattern. The questions 
were answered more completely than 
has sometimes happened in the past 
even though there were 95 blanks to 
either check or fill in a figure from 
the books. 

This is a performance that never 
fails to amaze us. The only answer 
is that fueloil and oilheating is an 
industry with a high level of manage- 
ment savvy . . . peopled by men that 
want to find how they stack up, by 
being able to compare their results 
with others in similar situations. 

To those of you who helped, may 
you learn enough from the experi- 
ence of the others to well repay your 
time. Muchas Gracias! 


* NOFI NEWS, Volume 1, Number 1, 
came to life in August. It’s an attrac- 
tive eight page publication designed 
to tell the 5,000 members of the 
growing “one-roof’ organization 
what's being done with their invest- 
ment. It is also designed to stimulate 
their enthusiasm for the possibilities 
inherent in joint ventures for the 
growth of oilheating. 


An indication of the important job 
being done in bringing dealer groups 
together into a single unit is the point 
mentioned in this first issue—that of 
the 4,445 dealers financially support- 
ing the National Fueloil Council cam- 
paigns only 1,659 had been affiliated 
with the Oil Heat Institute Thus, the 
merger of the two into NOFI is a very 
real one in manpower, not simply a 
merger of functions. 
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The former NFC campaign organi 
zations are now becoming chapters of 
NoFI, with 22 of them already in and 
the others getting set to come. 

The new publication has pictures of 
the new offices, the officers and staff, 
the directors. If you haven't seen it, 
write Ralph Hartell, National Oil Fuel 
Institute, 60 East 42nd St., New York 
17, N. Y., and request a copy. He has 


some spares 


* FUELOIL DISTRIBUTORS over the 
country sold during the past heating 
season $128 million worth of heating 
and cooling equipment. Then they had 
a service department income of $107 
million. These are not the total oil- 
heating industry sales figures but just 
the portion done by the local oil com 
panies. 
Again, this is not the business 

it's just the key that unlocks the 
business. 


* THE LARGER SCOPE of Government 
financial insurance of homes and home 
improvements has confused some peo- 
ple. Now that modernization loans can 
be insured up to $10,000, the lenders 
seem reluctant to raise their sights 
Companies pushing the sale of re- 
placements and modernization are 
finding the banks still mighty con- 
servative. 

The Home Improvement Council 
in collaboration with Life magazine is 
sponsoring a September 8 conference 
in Washington to try and clear up 
some of the fog 


* OIL IS CHEAPER than gas to heat 
the Eastridge High School in Monroe 
County, New York . . . $2,048 cheap- 
er for a season, according to a feature 
story in the Rochester Times-Union 
of July 25. This was verified by a 
consulting engineer in an experiment 
sponsored jointly by the Rochester 
Gas & Electric Co. and the Oil Heat 
Institute of Rochester. The school 
building has two boilers, each equip- 
ped with dual-fuel burners, so com 
parisons were easy to make. 

‘The burners, as a result of the test 
are in extremely good adjustment on 
both oil and natural gas,” the report 
added. We'll bet they are! 


* INDEPENDENT FUEL OIL Marketers 





of America is the name of a new 
association of heavy fueloil sellers on 
the East Coast. They are concerned at 
the start with the question of import 
quotas and the liberalization of quota 
rulings for cargo buyers. 


* THE OIL DAILY is ten years old. It 
has grown consistently and served the 
industry well. When Keith Fanshier 
and Milburn Petty stepped off the 
deep end in launching this first at- 
tempt at a daily paper for oil men 
there were a lot of raised eyebrows 
and not a little anxiety among their 
many friends 

But that’s all forgotten long since. 
So to Mil and Keith and Jim Collins 
Skol! 


and the other masterminds . 


* YORK-SHIPLEY, Inc., has won _ the 
second round in its suit against Borg- 
Warner Corp. to prohibit its use of 
the name “York” in the sale of heating 
equipment. They won in the District 
Court and now in the Court of Ap 
peals. The damages awarded were over 
$2 million, plus costs and attorneys’ 


fees. There may be a higher appeal. 


* GASOLINE PRICES hit a ten year low 
in July on a net-back basis to the 
refiner as price wars blazed in many 
sections of the country. In spots where 
the station price was as low as 20¢, 
the tax took 10¢, the local sellers 5¢ 
or more to stay alive and the refiner 
got a nickel, less his transportation 
costs. Fortunately there were only a 
few such spots. Do we, in the fueloil 
business, always appreciate how lucky 
we are in having our tanks in the 
basement instead of running around 
on wheels to be cajoled and wheedled 
by anyone with a big board and a 


paint brush? 


* THE MONTHLY special study has 
some points about heated swimming 
pools, which brings to mind a true 
Florida story. A Palm Beach mansion 
owner ordered Belcher Oil Co. to in 
stall a SO horse boiler to heat the pool 
The wife didn’t like the warmer water, 
so the devoted husband had another 


pool built alongside, an exact match 


His and Hers! 
Lob Sas 
a, 
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From 
MONCRIEF 


the right 
combination 
for best = (UIE 


oil burning = + OpERATTO 


performance | i 


The Round Firebox 
Combustion 
Chamber 
l 


Tried, tested and true . . . this combina- 
tion has proven superior in hundreds of 
thousands of Moncrief Oil Furnace instal- 
lations . . . quiet and trouble-free. 








Today’s Moncrief Oil Furnaces are The Oil Horizontal Unit — now 





assembled at the factory . . . the heavy- completely assembled and 
' wired with Stack-Mounted 
gauge heat exchanger and refractory fire- Primary Control standard — 
16. -03 low, slender and compact — 
sis cals encanta ata box built-in. In addition, they have the 89,600 to 224,000 Btuh. 
Oil Basement Unit, showing preferred controls . . . combination fan- 
complete interior wiring wit limit and stack-mounted primary control. 
leads for Plenum-N ounted Far 
ot foe New Moncrief Oil Furnaces are compact 
84,000 to 140,000 Btuh and handsomely styled. And if you want 
to add summer air conditioning, the extra- 
capacity blower is standard . . . with 












quieter performance for heating. 


lf you want to sell better Oil Furnaces 
at competitive prices, call your Moncrief 
Wholesaler, now. 





The popular unassembled 
Basement Unit with vestibule 
enclosure and hinged door— 


assembled and wired Oil Upflow Unit, showing com- compactly packaged and read- 
plete ‘tector assembly and interior wiring with leads for ily assembled by one man — 
Stack-Mounted Primary Control — 78,400 to 112,000 Btuh 84,000 to 224,000 Btuh. 





THE HENRY FURNACE ) COMPANY - MEDINA, OHIO 
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Units Unit 
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Plenum Type Counterflow 
Evaporators Evaporat 
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By James M. Collins 
WASHINGTON — The oil imports 
pot is now boiling again — but de- 
cisions are not likely to be made at the 
White House for several weeks yet — 
on both residual and crude oil. 

The pressure is increasing on Presi- 
dent Kennedy to eliminate restrictions 
on the import of residual fuel oil and 
right now the chances appear to be 
about 50/50 that he will. The New 
England delegation and a variety of 
other groups representing the con- 
sumers and marketers in the Northeast 
are keeping the pressure on the White 
House and it is starting to have results. 

Significantly, a close personal friend 
of Kennedy, and his successor in the 
Senate, Senator Smith (D, Mass.), is 
now reported to be more confident 
than ever that Kennedy will toss out 
the residual import control program, 
perhaps trying to find some other way 
to help out the coal industry, which 
has been the only advocate of controls 
on residual imports. 


No Crude Import Cut Expected 

Meanwhile, a task force is at work 
on a new control program for imports 
of crude, unfinished oils and finished 
products (excluding residual fuel oil), 
with indications a proposal will be 
issued sometime in the next few weeks 
by the Interior Department. 

However, no matter what new prin- 
ciples are adopted, the net result is not 
expected to mean much—if any—re- 
duction in crude imports, from the 
current level, in the area East of the 
Rockies (Districts I-IV). 

The pressure against any large re- 
duction is already building up within 
the Department of State, where offici- 
als are worried over the effect any 
such action would have in Latin Amer- 
ica, particularly Venezuela. The De- 
fense Department, too, is expected to 
be against any large cutback in the 
level for crude-unfinished imports. 


However, the feeling persists here 
that the White House will go along 
with a change in the method for con- 
trolling the total level of crude-un- 
finished imports into the District I-IV 


area. 


Crude Production is the Key 


It is expected now that the new 


program will relate crude-unfinished 
imports to demand for or production 
of domestic crude oil. Now, the total 
is based on the demand for petroleum 
products (9%). The result during the 
past two years has been that imports 
of oil have increased, somewhat, while 


domestic crude output has dropped. 


Ratio Will Be Important 

But, even if the program is switched 
over to relating imports to domestic 
production of crude, the ratio between 
the two may be set in such a way that 
no cutback in imports will result 

One top official recently commented 
that no matter what new system is 
picked to control crude imports, “there 
is not likely to be any reduction in the 
current level of crude imports—but if 
one is made, it will just be a token 
cut, maybe 25,000 or 50,000 barrels 
daily.” 

Oil Probe is Launched 

Just as the Interior Department 
readies its new crude import proposal, 
the House Small Business subcommit- 
tee headed by Rep. Tom Steed (D, 
Okla.) will launch hearings on the oil 
import control program. Steed has 
just sent out an 18-page questionnaire 
to several hundred oil and coal com- 
panies, calling for submission—under 
oath—of a mass of detailed figures 
on their operations 


Steed wants to know, among other 


things, just how the crude import 
exchange deals have worked and 
whether any money, or other con- 


sideration, was passed in “finalizing” 


any exchange agreements. This is 


banned under the government's oil 


import rules. 
FPC Turnover Is Slated 
Meanwhile, the Senate has confirmed 


the nomination of Lawrence J. O’Con- 


nor, Oil Imports Administrator, to 
membership on the Federal Power 
Commission. The vote came after a 


28-hour marathon attack on him and 


the oil industry by Senator Proxmire 
(D., Wisconsin). O'Connor is Presi- 
dent Kennedy's third man now on 
FPC. Joseph Swidler and Howard Mor- 
gan were confirmed and are now tak- 
ing charge at FPC. Swidler moves up 
to chairman on Sept. 1. Chairman 
Kuykendall says he will leave before 
his term is up next June. Another 
two appointments to FPC, therefore, 
will be made by Kennedy to replace 
Kuykendall and fill the vacancy caused 
by the recent death of Commissioner 
Stueck. Both will have to be republi- 
cans or independents—but they will be 
“consumer-minded,” coming from the 
Midwest or East. 


Tight FPC Price Control 
Dominated by consumer-minded 
members, the new Kennedy FPC is 
expected to try to drive down—or at 
least hold down—prices for natural 
gas all the way from the well to the 
burner tip. 

It would not be surprising if a broad 
investigation of gas prices in the field, 
and gas pipeline rates, is ordered by 
FPC, after Swidler takes charge. 


Attitude Shown in First Case 


Swidler and Morgan has just acted 
in their first important case involving 
price of gas to more than 50 producers 
on sales to the pipeline system which 
The 


commissioners flatly refused to set a 


delivers gas into Florida. two 
floor” for the producers’ prices, when 
they conditioned their sales certificates 
The two permitted producers to collect 
their contract prices—but they will be 
required to refund all the excess above 
the final rate set by FPC. This is an 
“open-end” ruling, and was very 
strongly protected by Kuykendall and 
Commissioner Kline (whose term is 
up but who is staying on until he is 
replaced). They pointed out that in 
every Case so far, pre ducers were given 
a “floor”, when their certificates were 
issued—in every case where standards 


existed (such as going field prices) 


Price Changes Are Expected 

Result of tight controls on crude 
imports and gas prices may reverse 
price trends of recent years. With oil 
prices up and gas prices down, Oil's 
troubles will intensify. 
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Backed by 
the bond that’s 


6060 AS GOLD 


$500 Coleman Warranty 
Bond is guaranteed by 
one of America’s foremost 
insurance underwriters. 


Creates customer confi- 
dence, clinches sales. 


# 


~ 


Coleman builds the most co 
eloil 


mplete and only bonded line of heating and air conditioning. Investigate! 
9 













Q. What do you mean, Ray; by 
“Waste Heat’? 

A. A “Waste Heat” system is a 
non-zone system — one thermo- 
stat controlling heat for the en- 
tire house. 


Q. Why do you call it a “Waste 
Heat” system? 

A. Simply because so much heat 
is wasted. As we all know, in 
order to keep the living-room 
warm, all the rest of the house 
must be heated to the same de- 
gree or hotter. 

Q. That's typical of most of to- 
day’s homes. What's the solution? 


A. The solution is Edwards Zone 
Control using Edwards Motor- 
ized Valves which automatically 
regulate the hydronic heat in in- 
dividual zones. The home owner 
will save money on fuel bills—as 
much as 30%. 

Q. I’ve heard that some contrac- 
tors have experienced trouble 
with motorized valves. What 
about that? 

A. Edwards uses sealed mercury 
switches which are superior to 
mechanical switches. Mercury 
switches assure trouble-free 
function of the valves. Thou- 
sands of our valves have been 
working perfectly over the na- 
tion for a number of years. 


Q. What do they look like? 


A. The next column shows an 
illustration of four Edwards 
Zone Valves mounted on an 
Edwards boiler. As an alternate, 
they can be mounted in each 
zone in the baseboard. 

Q. Is your system good for build- 
ings other than residences? 

A. Of course — apartments, mo- 
tels, commercial buildings—you 
can install Edwards Zone Control 








EDWARDS 
ENGINEERING 
CORP. 


Pompton Plains, N. J. 
TEmple 5-2808 


PACKAGED HYDRONICS 
THROUGH YOUR DISTRIBUTOR 
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YES, 


SEND ME A COPY 





Ray Edwards answers some questions on: 


THE DIFFERENCE cn powtars anp cENTs To You) 
BETWEEN HYDRONIC ZONE CONTROL 
AND “WASTE HEAT’ SYSTEMS 





in them all at a fine profit to 
ou and complete satisfaction to 
your custome} 
() What « ea? eHeyr ou 
au {OU7 bs ) Contre isten 
can meand ( s and centsto me? 
A. A Zone Control stem, in 
itself, IS a ] ity system on 
which you make more profit. In 
addition, if y sell a two-zone 
system, for instance, your cus- 
tomer will € S pleased the 
Chances are g d he will come 
back to y ater for additional 
ynes 
Q. What other fit opportuni- 
eS are / / ft ? 
A. Use half-inch baseboard tul 
ing instead 1”. Because the 
Edwards packaged hydroni: 
heating system has a circulato1 
designed fo1 modern baseboards, 
you Can use ig baseboard tub- 
ing instead of the usual °4” 
I.B.R. ratings show that the 
element has a slightly highe 
output per lineal foot than the 
get 2 This means less cost t 
ou for tubing and fittings and 
n addition, much less labor costs 


} 


Half-inch t bing can be ea 


bent wherea needs con- 


siderably more fittings. You can 
save as much as $36. per house. 
With this savings, you can sell 
vour customer on Zone Control 
for his house two zones at 
ast. By the way, we have just 
reduced the cost of 14” by 9¢ 


a foot. 


Q. What about baseboard radia- 


; 


tion do you make that as 


Ai “7 
ve as ywour hoile ad and rairve ¢ ? 


A. Yes, as I indicated, Edwards 
offers a packaged system everv- 


manufacturer. 


from one 


thing 





Here’s an illustration of Ed- 
wards baseboard radiation fea- 


turing our unique box-fin ele- 


ment. It is widely imitated in 
the industry. It is available in 
these colors: white (which can 
be repainted any color), copper- 


one and wood-grain. We offer 


ig-length baseboard up to 


20 teet. 


Long-length baseboard 
adiation covers go in fast. 

(). What kind of help do you 
have available for contractors? 
A. Our 210 page handbook-cat- 


alog contains complete details 
and specifications on Edwards: 
powers, zone valves, baseboard, 
and packaged silent cooling. It 
so shows you the ad mats we 
have available for your own 
advertising, as well as merchan- 
dising aids, signs and mailing 
folders. Use the co ipon below 


+ 


Oo send for your copy. 





NAME _ 


COMPANY 


OF YOUR FREE 
210 PAGE 
HANDBOOK-CATALOG CITY 


ADDRESS 





STATE 





! 
1 
1 
i 
! 
1 
| 
| 
| 
' 
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' 
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Monthly oilheating Trends 


ULY INSTALLATIONS of domestic 


J 


oilheating units and separate burn- 


ers are esti 1 at 38,727, which is 
5% above the revised figure of 36,722 
in the same nth last year. It now 
looks like istaliations have moved 
ito the p n as factory ship- 
rents had n the spring 

The July in ions W divided 
New Hor Replac ents of 
ld oilheating 027. Conversions 
trom other fuels 16,18 I} is some 
hing of \ conversions since 
hey had beer ing considerably 
ider replac 

For tl f n s of the 

the i i ns I SO 

5, only 4 below iS € Ss re 

ed fig I YYYO The seven 
onths vided: New homes 
H45600, ¥ b \ Sst Vy 90.155 
nthe { d; Replacements 
27. j compare ; tr 96 O06 Con- 
versions fr her fuels 944 as 
against 5.55 last year 

During July lheating dealers sold 
an estimated 4 central aircondi- 
ioning un hey als« 11,4343 
pow r burs neaters tlecting 
slow ids activity 


July Minimum Retail Prices 
Key Dealers 
July A June Avg 
Separate Burners $314 $313 
Boiler Burne 747 746 


Furnace B 611 


Price Index: Separate Burners 
1947-49 is 100%, 


WHOLESALI 


July 97 Six months ago 97.1 


RETAII 


July 913 Six 


month ago 





94.9 


91.6 


The factory shipment table through 
May, the latest available data, has a 
four percent gain over 1960 for do- 
mestic heating equipment. Manufac- 
turers’ comments point to the total 
year being above last from the present 
outlook 

It is worth noting a point in the 
factory shipment table that is often 
misunderstood. The boiler-burners 
shown in the table are only those ship- 
ped from factories whose principal 
business is the oilburner and thus are 
classified by the Washington Agencies 
The 
figures do not include the complete 


as “oilburner manufacturers.” 











may 


boiler unit where a burner is bought 
by a general boiler manufacturer and 
then shipped as a complete unit. Thus, 
the actual wet heat equipment for 
burning oil is considerably more im- 
portant in numbers than the table 
shows. 

This situation does not apply to 
furnace burners . . . here the figure is 
complete. 

Oilheating stocks. At the end of 
July dealers were holding approxi- 
mately 38,944 domestic burners and 
units compared with 42,901 a month 
earlier and with 58,643 on the same 
date last year. Tank stocks were 36,341 
where they had been 33,644 the previ- 
ous month and 41,816 a year back. 
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Shipments of Oilburners and Units 
INCLUDING EXPorRTS) 
Adjusted to include manufacturers other than those reporting to 


Census Bureau, FUELOIL & on 

MAY 

1961 1960 
Separate Burners 25,534 24,797 
Boiler Burners $355 2,461 
Furnace Burners 7,694 8,785 
All Domestic 36,583 36,043 
Commercial 3,566 3,060 
Total 40,149 39,103 








HEAT’s estimates of shipments are: 


FIVE MONTHS — — 


Percent Percent 
Change 1961 1960 Change 
+ 3.0 120,161 129,418 — 72 
136.3 13,588 13,668 — 0.6 
me 52,094 35,339 +47.4 
15 185,843 178,425 4+ 42 
116.5 13,928 14,368 —_ $3 
1. 2.7 199,771 192,793 + 3.6 





be reprinted in any form without permission. 




































































Special Study ] THIS MONTH 


What are Other Uses for Fueloil 
apart from Heating Homes or Buildings? 


A NYONE VISITING various  sec- 
tions of the fueloil and oilheat- 
ing market is sure to notice here and 
there that a fueloil distributor is get- 
ting some interesting business in appli- 
cations other than the conventional 
heating jobs. This month we have ex- 
plored what some of these are and 
measured their relative weight as 
sources of new business. 

First we asked the group what per- 
cent of their total volume of No. 2 
oil they believe is sold for nonheating 
purposes. The composite answer is 
1.9% which seems almost insignificance 
although it does bring to mind quite 
a number of possibilities that might 
be developed into something larger. 

Heading the list is commercial water 
heating, as might have been expected, 
and just under-one-fourth of the deal- 
ers are getting some of that business. 

Next is industrial process applica- 
tions with 23% of dealers sharing in 
that type of sale. 

The first of what might be consid- 
ered the “exotic” type of sale is of 
course the heating of swimming pools 
and while this is still small business, 
15% of the reporting dealers have at 
least one such account. The rest of the 
list in order shows: 

8% sell some oil for crop drying. 

6% tie in with road oiling. 

5% get a little business from the 

boating or fishing industry. 

4% get business from incinerators 

3% do some livestock heating. 

Smaller percentages of the dealers 
report quite a number of interesting 
applications, including: 


12 


Launderettes Mushroom growing 


Potato storage Car wash 
Tobacco curing Lumber kiln drying 
Paving Junk melting 
Bulldozers Cement block curing 
Leather treating Sewage disposal 
Dog kennels 

( Wash-dry ) 


Nurseries 


Canning 
Paper making 
Drum cleaning 
Dairies 

Where the dealers had made instal- 
lations to heat swimming pools a few 
gave particulars as to sizes and capaci- 
ties, such as... 

A 440,000 Bru unit for a pool with 
35,000 gallons of water 

324,000 Bru for a 10 x 76 ft pool, 
ico 8 ft deep 

800 sq. ft. hot water boiler for a 
pool 20 x 30 ft 

1,800 sq. ft. boiler for a pool with 
30,000 gallons capacity. 

There were quite a number of good 
comments on the whole subject of 
“extra-curricular” oil business. These 
were typical 

“We are talking now with a con- 
tractor who will be selling pools next 
season; we would do all of the piping 
as well as the heating” . The two 
that interest me most are swimming 
pools and snow melters; forget the de 
tails—find out how to sell them” 
“Most swimming pools in our area 
are going to gas because of chimney 
requirements; lumber treating and 
road oiling provide good summer vol- 
“We have 
installed three big mushroom plants 


ume of residual oils” 


. “We sell five florist greenhouses 


30,000 gallons a year” . “If we are 


looking for volume sales, the con- 
sumption of fueloil for other than 
heating is hardly worth our efforts” 

. “Three asphalt oilheating plants 
account for 10% of our volume” . . . 
“One jobber here set up a diesel fuel- 
ing dock for shrimp boats” . . . “Laun- 
derettes are excellent users, average 
consumption 150 gallons a week all 
year”... “Cooling systems will be the 
ideal, when the units are finally devel- 
oped” .. . “Swimming pool heating is 
highly specialized; I suggest that any- 
one interested be very careful of what 
he sells and what he promises” 
“The leather factories in our area use 
No. 2 oil for hot water to treat the 
skins and also for drying skins.” 


Construction Spending 

hits new High in July 
SPENDING on new construction in July 
was up nearly 2% from June figures 
and 5% above the July, 1960, rate, 
establishing a new high, the Commerce 
Department reports. 

Private construction expenditures 
in July were the same as in June, but 
were 4% above July, 1960, although 
residential building, the largest single 
factor in the private construction sec- 
tor, was down slightly from June rates. 
Public construction in July was up 4% 
from July, 1960, with 


highway construction accounting for 


from June, 8% 


much of the gain 


Philadelphia home Survey 
shows interesting Ratios 


AT THE PHILADELPHIA Home Show 
a short time back the Oil Heat Coun 
cil not only had quite an elaborate 
display but the members also got more 
than a quarter million visitors to fill 
out questionnaires in a Home Pre- 
ference Survey. 

In all there were 60 items to vote 
on, each in some way related to pre- 
ferences of the individual in connec- 
tion with facilities in a modern 
home. Of the 60 impressions, seven 
had to do with heating or aircondi 
tioning in some phase. These are the 
findings as tabulated on a Univac com- 
puter. 

67% want provision for future air 
conditioning in the system; 


September 


76% say the family garage should 
be kept above freezing temperature; 


‘ 


14% say the choice of a heating 
system should be based on the cost of 
the heating equipment, but 82% say 
the choice should be based on the cost 
of the fuel to be used; 

63% would prefer to have hot wa- 
ter heat; 

44 prefer warm air systems; 

28% want a separate unit for 


domestic hot water supply. 


Oilburner Permits* 


July Seven Months 
1961 1960 1961 
1 Albany, N. Y. 7 9 
11 Baltimore, Md. 144 77 
39 Bridgeport, Conn. 297 215 
2 Columbus, Ohio 8 16 
17 Detroit, Mich. 153 197 
39 Elizabeth, N.J. 163 174 
10 Freeport, N.Y. 87 52 
21 Hartford, Conn 277 276 
14 Irvington, N.J 68 69 
16 Meriden, Conn. 136 123 
18 Milwaukee, Wis 98 77 
7 Minneapolis, Minn 81 61 
10 Montclair, N.J 43 60 
| Morristown, N.J 10 9 
11 Mt. Vernon, N.Y. 170 132 
19 Newark, N.J 317 253 
20 New Bedford, Mass. 352 233 
New Haven, Conn 88 
4 New Rochelle, N.Y 68 16 
14 Norfolk, Va 174 370 
Omaha, Neb 19 
5 Orange, N.! 31 27 
8 Passaic, N.J 29 27 
20 Paterson, N.J 88 105 
17 Philadelphia, Pa.** 592 350 
45 Portland, Me. 224 235 
Portland, Ore 523 
7 Poughkeepsie, N.Y 72 30 
19 Providence, R.I 202 230 
55 Richmond, Va 336 337 
31 Roanoke, Va 232 187 
36 Rochester, N.Y 231 177 
4 Rockville Centre, N.Y 17 21 
18 Salem, Mass 210 156 
14 St. Louis, Mo 254 127 
7 St. Paul, Minn 35 29 
1 Schenectady, N.Y. 34 24 
39 Spokane, Wash 180 165 
45 Springfield, Mass. 349 381 
5 Stamford, Conn 58 45 
27 Washington, D.C. 252 181 
6 White Plains, N.Y 40 49 
6 Wilmington, Dela 106 62 
39 Worcester, Mass 325 289 
41 Yonkers, N.Y 
Matched Totals 6,550 5,653 
Percent Change —13.7 


*Permits are not total sales in each mar- 
ket since none are reported from sub- 
urban areas, which normally account 
for 20% to 60% of total sales in each 
market; nor are they an accurate index 
where enforcement is lax. Rightly used, 
however, they are a useful working 
index. 


**Courtesy of “Philadelphia Inquirer.” 


NOFI nominates 
minority Advisors 


MEMBERSHIP on the Advisory Coun- 
cils of the three Divisions of the Na- 
tional Oil Fuel Institute have been 
established. 

This means that the minority mem- 
bers—those from other Divisions— 
have been added to the majority or 
regular members of each Division. The 
Advisory Councils will work with 


Where is the 


New Home Market? 


No. of Permits Issued 


ay 
1961 5S months 


Alabama 1,236 4,690 
Arizona 1,963 8,178 
Arkansas 381 1,468 
California 19,652 83,641 
Colorado 1,729 8,414 
Connecticut 1,390 5,705 
Delaware 156 696 
Dist. of Columbia 44 638 
Florida 5,923 25,817 
Georgia 2,029 8,400 
Idaho 156 542 

Illinois 4,895 20,754 
Indiana 1,591 5,549 

lowa 626 2,265 

Kansas 743 2,646 
Kentucky 738 2,756 
Louisiana 1,014 3,966 
Maine 207 463 
Maryland 2,652 9,948 
Massachusetts 2,709 7,857 
Michigan 2,794 10,181 
Minnesota 1,423 5,001 
Mississippi 597 1,940 
Missouri 1,890 7,517 
Montana 166 746 
Nebraska 561 3,188 
Nevada 473 2,538 

New Hampshire 157 579 
New Jersey 3,746 11,649 
New Mexico 358 1,806 
New York 9,866 33,960 
North Carolina 1,362 5,483 
North Dakota 341 646 
Ohio 4,606 14,875 
Oklahoma 706 3,564 
Oregon 757 3,502 
Pennsylvania 3,449 10,830 
Rhode Island 323 1,137 
South Carolina 868 1,618 
South Dakota 164 633 
Tennessee 1,417 5,784 
Texas 5,068 25,090 

Utah 946 2,791 
Vermont 36 104 
Virginia 3,450 11,734 
Washington 1,398 6,458 
West Virginia 138 508 
Wisconsin 1,655 5,115 
Wyoming 98 400 
41,943 153,992 


These figures are collected by the Census 
Bureau from selected areas. They repre- 
sent approximately 77% of all dwelling 
construction in the United States. 





Board Chairman Everett Elliott; 
Vice-chairman G. M. Marin; President 
Glenn L. Werly and the NoFi staff to 
complete programs and plan ahead. 

Minority members join the majority 
members in the three NOFI Divisions 
to constitute Advisory Councils. 

The following individuals or com- 
panies have been named minority 
members of the specified Advisory 


Councils: 


Marketing-Distributing Division 
From the Equipment-Technical Div.; 

Lewis Cox, Iron Fireman Mfg. Co.; 

Verne Resek, Industrial Combustion; 

Kentner Wilson, Minneapolis-Honey- 

well; 

Gilmore Hiett, Gorman-Rupp Co.; 
From Promotion-Communications Div.; 

Atlantic Refining Co. 

Esso Standard Division 

Mobil Oil Co.; 

Shell Oil Co.; 

Standard Oil Div. (American Oil) . 
Promotion-Communications Division 
From the Equipment-Technical Div.; 

Walter Blake, Stewart-Warner; 

Stanley Czarnecki, Eddington Metal; 

C. W. Lang, Sundstrand Div. 

L. G. Shenk, American-Standard. 


From Marketing-Distribution Div.; 

Richard Gardner, Boston; 

Albert Woosnam, Southampton, Pa.; 

W. E. Stearns, Richmond, Va.; 

R. Moffat, Orlando, Fla.; 

Edgar S. Joseph, Indianapolis. 
Equipment-Technical Division 
From Promotion-Communications Div.: 

Cities Service Co.; 

Esso Standard Division; 

Gulf Oil Co.; 

Leonard Refineries; 

Ohio Oil Co.; 

Pure Oil Co.; 

Shell Oil Co.; 

Sinclair Refining Co.; 

Standard Oil Div. (American Oil) ; 

Sun Oil Co. 

From Marketing-Distribution Div.; 

Joseph Berry, Greensboro, N.C.; 

F. Schuster, Indianapolis; 

F. Heaney, New York; 

J. Clemens, St. Joseph, Mich.; 

W. F. Kenny, New York; 

Hollis Albert, Baltimore; 

E. L. Fentress, Norfolk, Va.; 

I. Scott, Boston; 

I. R. Loizeaux, Plainfield, N.J. 

Out of Oregon. 


State Breakdown shows 
gas central Heating 


ESTIMATED distribution by states of 
centrally-installed gas heating has been 
compiled by GAS HEAT magazine. 

It shows that on January 1, 1961 
there were an estimated 12,942,600 
gas central heating systems installed, 
an increase of about 11% over the 
11,906,300 in use on January 1, 1960. 

The increase resulted from sales 
of 1,189,520 in 1960, even though 
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they dropped 10% from the 1959 coral 
of 1,320,440. Sales by categories in 
1960 were: Gas furnaces, 913,830; a 
12% decrease from 1959; gas boilers, 
144,730, up 10% from 1959 and gas 
conversion burners 130,960, a decline 
of 14%. 

Gas-fired 
January 1, 1961 were divided: Gas 
furnaces, 8,633,300, up 10% from 
1959 total of 7,828,400; gas boilers 
totalled 1,236,000 an increase of 12° 
from 1,111,400 and gas conversion 
burners, 3,073,300, a 
from a January |, 
2,966,500. 


units im Operation on 


4% 


1960 


increase 
total of 


CENTRAL GAS HEATING 





Units 
Retail Sales Operating 
1960 Jan. 1, ’61 
Alabama 18,375 144,500 
Arizona 24,980 169,560 
Arkansas 6,190 63,695 
California 95,980 1,378,340 
Colorado 19,240 262,905 
Connecticut 8,395 60,730 
Delaware 3,790 22,025 
Dist. of Columbia 4,165 100,670 
Florida 19,205 88,460 
Georgia 20,445 183,975 
Idaho 3,050 18,860 
Illinois 107,140 1,080,525 
Indiana 40,415 402,205 
Iowa 22,105 320,900 
Kansas 13,635 209,350 
Kentucky 17,665 189,420 
Louisiana 21,495 162,345 
Maine 260 5,380 
Maryland 19.990 227.755 
Massachusetts 24,575 184,240 
Michigan 59,305 729,930 
Minnesota 27,025 368,310 
Mississippi 4,850 51,035 
Missouri 56,785 516,840 
Montana 3,450 57,880 
Nebraska 15,100 195,590 
Nevada 2,005 13,195 
New Hampshire 480 8,915 
New Jersey 44,240 424,245 
New Mexico 5,695 65,890 
New York 93,560 1,021,560 
North Carolina 8,320 55,660 
North Dakota 2,060 27,800 
Ohio 96,630 1,325,255 
Oklahoma 12,745 159,260 
Oregon 5,480 43,740 
Pennsylvania 73,280 968,450 
Rhode Island 2,865 22,070 
South Carolina 3,070 18,520 
South Dakota 3,905 44,240 
Tennessee 12,715 126,630 
Texas 80,945 653,100 
Utah 13,380 141,920 
Vermont 155 2,215 
Virginia 16,205 132,660 
Washington 8,140 58,795 
West Virginia 6,670 92,815 
Wisconsin 37,660 311,460 
Wyoming 1,705 28,780 


1,189,520 12,942,600 
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IN GENERAI fueloil 


prices of No. 2 
were up in August over July, but it’s 
not possible to publish an all-company 
some 


price table suppliers allowed 


voluntary summer discounts to con- 


sumers; others limited them to re 


sellers. With September the season 
opens and prices should be more de 
pendable. 


Distillate Fueloils 


PRIMARY STOCKS* 
Thousands of Barrels 
Fast of Rockies 
dug. 18 dug. 19 
196] 1 O¢ 
Fast Coast 50,610 55,222 
Midwest 16,152 16,0853 
Gulf Coast 26,555 25,9053 
Total 123,277 126,858 


American Petroleum Institute 


No. 2 Heating Oil 
(Including No. 3 & PS200) 


Price per gallon as of August 10, 1961 


Tank Tank 
Car Wagon 
Portland, Me. 11.04 16.3 
Boston 10.94 16.2 
Providence 10.94 15.4 
Hartford 11.154 16.3 
New Haven 10.84 15.9 
Syracuse 11.64 15.5 
Albany 11.04 15.5 
New York 10.84 15.2 
Newark 10.84 15.2 
Philadelphia 10.844 15.2 
Baltimore 10.84 15.4 
Wilmington, N.C. 11.24 14.9 
Washington 10.84 15.7 
Richmond 11.154 14.8 
Charleston, S.C. 11.24 14.9 
Chicago 9.25* 14.1 
Detroit 10.00* 15.1 
Cleveland 11.00* 15.5 
Minneapolis 9.679 14.2 
St. Louis 4110.10* 14.8 
Indianapolis 9.64* 14.7 
Milwaukee 9.41* 14.6 
Des Moines 9.40* 15.3 
San Francisco 12.05 14.8 
Portland, Ore. 10.825 15.1 
Seattle 10.6 15.2 
Spokane 12.2 16.8 
Los Angeles 11.55 14.3 


Tank wagon prices shown are for 
maximum one-time delivery discounts. 

Tank car prices are typically those 
paid by fueloil distributors as a purchase 
price. On the West Coast this term more 
often indicates a retail sale to a large 
commercial account. This usually is a 
half cent below tank wagon price. 

* delivered 

\ Price subject to TVA of 50¢ gal. 

\A Price subject to TVA of 1.00¢ gal. 
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SPIN AND WIN... 

















When you spin the phone dial to the number of your HARTOL representa- 

tive you come up with a pay-off 3 ways. Winning products . . . winning 
rvice winning experience. Yes, Hartol puts at your service all the 

experience of three decades of petroleum marketing, plus the go-getting 

enthusiasm of the fastest expanding organization on the Eastern sea- 

board. If you‘re hunting for a team you can win with, let your HARTOL 

how you the best connection you can make for profits. Pick up the 

phone and call him now. 

® Leading marketer of gasoline and fuel oil on the Eastern seaboard. 
18 modern terminals. 

® First in experience . . . cooperation with independent jobbers and 
dealers ability to serve. 


HEATING OILS , GASOLINE , KEROSENE 


AN°eeeyM reETROLEUM CORPORATION 
50 ROCKEFELLER PLAZA © NEW YORK 20, N. Y 















DONGAN 
Oil Burner 
Transformers 


Séeeeveee Custom Built 
to your Specifications 





Dongan ignition transformers are 
standard on leading oil burners; 
approved by U.L. and C.S.A.; avail- 
able in many sizes, domestic and 
industrial. Features include high 
voltage windings; cool centers; no 
interference; custom design. Just 
send us a blueprint of the type of 
mounting you need! 


Get this New Portable 
Transformer Tester! 





You'll like the con- 
venience of Don- 
gan's new test unit. 
Included: high volt- 
> age potential trans- 
former; voltmeter; 
pair of high tension 
test leads; pair of 
primary leads. For 
bench or field work, 
easily portable — 


weighs just 15 
pounds. Write for 
prices. 


In your pocket... 
complete data for 
replacement trans- 
formers: pictures, 
cross-index tables 
that give specific 
Dongan replace- 
ments, dimensions, 
mounting drawings 
and instructions. 
Ask for your com- 
plimentary copy to- 
day. 








SEND FOR YOUR FREE 
TRANSFORMER CATALOG 
TODAY 


The Dongan Line Since 1909 


DONGAN ELECTRIC 


MANUFACTURING CO. 
2981 Franklin St., 
Detroit 7, Mich. 

















Names in the News 


William N. Farlie 
coordinator of advertising and sales 
New 
ters, a newly-created position, Esso 
Standard Region, Humble Oil & Re- 


Farlie 


has been named 


promotion at York headquar- 


fining Co. Houston, Tex. 


joined Esso in 1929, serving most re- 


cently as assistant manager of the 


Farlie Gray 


company’s sales and promotion divi 
sion. At the Robert M 
Gra) 


vertising and sales promotion, is mov 


Same time, 


who had been manager of ad- 
ing from Esso Standard headquarters 
to Houston. There he will occupy the 
marketing 


Hum 


same post with the new 


department of the nationwide 


ble Oil & Refining Co 


Sidney Goldin has been named 
head office market 


New York, Mi ¥. 


responsible for the 


general manager, 
ing, Shell Oil Co., 
Goldin 


company s head office product sales, 


will be 


marketing engineering and marketing 
The 
Louis R 


has been named general 


distribution departments com 


pany also announced that 


Goldsmith 
economics 


manager of marketing 


Formerly general manager of the 
technical departments in Shell's 
manufacturing organization, Gold 


smith will now be responsible for 


cost and other economic determina 


tions for marketing activities 


James O. Sanders has been ap 


pointed executive vice-president, Par 








agon Oil Co., Inc., a subsidiary of 
Texaco, Inc. Sanders has been gen- 


eral sales manager in the domestic 
sales department of Texaco since 
1960. 


James L. Neall has been appointed 
Mueller 


W isconsin. 


hydronic sales supervisor, 


Climatrol, Milwaukee, 
Neall previously had been associated 
with the hydronic product groups ot 
National-U. S. Radiator and Crane Co. 


Richard H. 


promoted to 


been 


advertising 


Danielson has 
assistant 
manager, American Oil Co., Chicago, 
Ill. Danielson joined the company in 
1946, serving most recently as district 
manager at Joliet, Ill. 


Seth M. has been 
Pittsburgh district sales manager, 
Babcock & Wilcox, New York, N. Y., 
succeeding W. I. Collins, retiring. Al- 


Snyder named 


so named as district sales manager is 
|. W. Thompson who will replace 
Snyder at Charlotte, N. C. J. E. Rob 
erson will move from the Atlanta, 
Ga., sales office to replace Thompson 


as sales engineer in Cincinnati, O 


Hugh Calahan, vice-president, in 
charge of Cooling Research, The Wil- 
Co., 


recently. He was 58. 


liamson Cincinnati, Ohio, died 


Dr. E. B 


director of research and development, 


Gunyou has been named 


Neptune Meter 
Co., New York, 
N. Y. Gunyou 
has been associ 


Alco 


Products, Curtiss 


ated with 


Wright Corp. and 
Vitro Corp. of 
America in tech- 
nical capacities. 


]. Howard Corry has been named 
bulk 


Eastern Seaboard, American Oil Co., 


manager, fueloil sales on the 


Chicago, Ill. Corry has been associ- 
bulk 


since 1946, when he joined the com 


ated with sales for American 
pany as assistant superintendent of its 


ocean terminal at Jacksonville. 


Robert F. Paling has been appointed 
manager, heating control sales, Gen 


September 
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B&G primary AND 
SECONDARY 

PUMPING METHOD 
IDEAL FOR 

GARDEN APARTMENTS 





Architect: Offices of Irwin S. Chanin, New York City 
Mechanical Engineer: Cosentini Associates, New York City 
Mechanical Contractor: Murphy and Ryder, New York City 
Builders: Dyker Building Co., Inc., New York City 


BaG UNIVERSAL PUMP 





Battery of B&G Universal primary circulating pumps 


At Green Acres Garden Apartments, Valley Stream, N.Y., 
61 two-story units containing 294 apartments are heated 
by a B&G Hydro-Flo forced hot water baseboard system. 
The system is designed for primary and secondary pump- 
ing, a method conceived and developed by B&G engineers. 

Where multiple buildings or multiple zones are to be 
heated with circulated water this pumping method reduces 
the pump horsepower required, improves heat control and 
saves fuel 

A typical system consists of a primary main, contin- 
uously circulated by a B&G Universal Pump, with smaller 
B&G Pumps drawing on the primary main to supply sep- 
arate heating zones. Each zone pump is under individual 
thermostatic control, so that each zone can be supplied 





with exactly the amount of heat required by its function 






Photo shows secondary 
heating pump, domestic 
water secondary pump and 
domestic water recirculat- 
ing pump. 


or exposure. 
The Green Acres installation has six secondary heating 
zones and six domestic water zones. 


BaG 
BOOSTER PUMP 


Send for booklet on B&G 
Primary and Secondary Pumping 


BELL & GOSSETT 


P a aoe 


“> om Morton Grove, Illinois 
~” ® Canadian Licensee: §. A. Armstrong, Ltd., 1400 O'Connor Drive, Toronto 16, Ontario 





B&G SERIES 1522 PUMP 
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Rheem announces the Commando...an 
economical oil-fired steel boiler built to 
standards of the highest quality. It is com- 
pletely packaged...ready for immediate 
installation with oil and with or with- 
out a tankless heater, The Commando 
is a compact, highly styled unit designed 
to provide fuel economy and dependability. 
The Commando is rated by the Steel 
Boiler Institute. 





the Rheem Steel Boiler 


is available now for 
distribution and 


immediate orders 


WHOLESALERS call your nearest 
Rheem sales office today! 


DEALERS call for name of 
your nearest Rheem Commando 
steel boiler wholesaler 


RHEEM REGIONAL OFFICES 


Atlanta, Georgia 

1132 West Peachtree St., N.W. 
Manager: L. W. Stitt 

Trinity 6-3793 


Brighton 35, Massachusetts 
80 Holton Street 

Manager: J. W. Shea 
Algonquin 4-2812 


Chicago 52, Illinois 
7600 S. Kedzie Avenue 
Manager: E. F. Malarkey 
Hemlock 4-7500 


Dallas 35, Texas 
2130 Lofland St. 
Manager: E. D. Beason 
Lakeside 6-0441 


Detroit 35, Michigan 
14300 W. McNichols Road 
Manager: J. R. Torongo 
University 4-0695 


Kansas City, Missouri 
7711 State Line Road 
Manager: R. G. Noesen 
Delmar 3-2400 


New York 17, New York 
370 Lexington Avenue 

Manager: J. R. Halpin 

Murray Hill 3-6871 


Philadelphia 32, Penna. 
17th & Lehigh Avenue 
Manager: W. G. Watt 
Baldwin 9-1704 


Pittsburgh, Penna. 
2711 Penn Avenue 
Manager: H. S. Leech 
Grant 1-6688 


South Gate, California 
4361 Firestone Blvd. 
Manager: D. R. Strong 
Lorain 7-1155 








eral Electric Appliance Control De- 
partment, Morrison, Ill. In his new 
position, Paling is responsible for 
sales of the department's line of con- 
trols for domestic warm air, hot wa- 
ter and steam heating systems. 


James W. Johnstone, Jr. has been 
named assistant to the president, The 
Atlantic Refining Co., Philadelphia, 
Pa., succeeding Leslie A. Webb, who 
was recently appointed manager of the 
firm's corporate planning services. 
year, Johnstone has 
headed both mechanical and electrical 
engineering research for the company. 


For the past 


Joseph Dunworth has been named 
general sales manager, Steel Products 
Division, Burn- 
ham Corp., Irv- 
ington, N. Y. 
Dunworth was 
formerly —associ- 
ated with the Cy- 
clotherm division 
of the Crane Co. 
and, most recent- 
district 
manager of sales for the metropolitan 
area at Orr & Sembower 


ly, was 


Gabe Marin has been elected vice 
chairman of both the Board of Direc- 
tors and the Ex- 
ecutive Commit- 
tee of National 
Oil Fuel Institute, 
Inc., New York, 
N.Y. Marin, pres- 
ident of Sun-Ray 
Burner Manufac- 
turing Corp., New 
York, was an ac- 
tive leader in the former Oil Heat In- 
stitute and has long championed the 
promotion of oilheat among the vital 
equipment manufacturing segment of 
the industry. 


S. R. Hill has been appointed cen- 
tral region sales manager, air condi- 
tioning division, Westinghouse Elec- 
tric Corp., Pittsburgh, Pa. In his new 
position, Hill will be responsible for 
sales of the complete line of Westing- 
house airconditioning and heating 
products for residential, commercial 
and industrial applications. 
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Frank C. LeGere has been promoted 
Regional Sales Manager, New York 
State, Motorola Communications and 
Electronics, Inc., Chicago, Ill., succeed- 
ing John Fussell. LeGere will super- 
vise the sale of two-way radio systems 
and associated communications equip- 
ment. 


Henry E. Rossell, Jr. has been ap- 
pointed vice president, Sales, Interna- 
tional Heater Co., Utica, N.Y., suc- 
ceeding Albert I. Whiteley, who has 
taken on other managerial responsibil- 
ities. For the past eight years, Rossell 
has been general sales manager of 
American-Standard Air Conditioning 
Division. Murray Wheeler, a great- 
grandson of the company’s founder, 
will become new Chief Executive O&- 
ficer at International. 





Jess L. Moore, Jr. has been elected 
a vice president of The Coleman Co., 
Wichita, Kan. Moore joined Coleman 
fourteen years ago as a salesman, be- 
coming general manager of their Heat- 
ing and Air Conditioning Division in 
1958, a post he will continue to fill. 


Francis J. Dunleavy has been named 
general manager, Communications and 
Controls Division, Radio Corporation 
of America, New York, N.Y. Dun- 
leavy, formerly general manager, In- 
dustrial Controls, joined RCA in 1959. 


Nicholas Dykstra has been named 
president, chief executive officer and 
director, Mack Trucks, Inc., Plainfield, 
N.J. Dykstra was most recently vice 
president of finance and director of 
McDonnell Aircraft Corp., St. Louis, 
where he was responsible for formu- 
lating financial policies and overall 
corporate policies and executing fi- 
nancial programs. 





NEW! Just a few Honeywell 
truck can handle up to 


A 


- egies 


Now just a few controls instead of hundreds. Honeywell engineers selected and re- 
engineered 170 basic controls that do the job of 18,000 or more! Just a handful of TRADELINE Controls on 
your truck normally take care of up to 93% of all your service needs. 


September 
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TRADELINE controls on your 
937 of your service needs 


Eliminates extra trips for 


right controls...means more N EW, TOUGH 


money for you... better 


service to your customers STYROFOAM 
Now Honeywell introduces a revolutionary new ap- | 
proach to eliminate the confusion in controls stocking. ° 


It’s TRADELINE—the new way to streamline your 
control stock. 

Honeywell engineers selected and re-engineered 170 
controls that will do the job of 18,000. And do the job 
right! Since TRADELINE Controls will handle up to 
93% of all common control installations, you just 
carry a few controls instead of hundreds. 

With TRADELINE Controls you can now afford to 
carry the right controls on your truck and eliminate 
extra trips and wholesaler pickups for controls. 

And, you can always depend on your wholesaler to 
have the right control if he stocks TRADELINE. 

The savings in time alone, by eliminating unneces- 
sary extra trips for the right control, will help put you 
in business with your initial stock of TRADELINE 
Controls. From there on, you’re making money, plus 
giving your customers faster, more efficient service. 


PROVED IN TWO-YEAR TEST! 
The TRADELINE idea of a few controls replacing 
hundreds has been tested for two years in the South- 
west with hundreds of dealers. It’s a proved way to 
increase your business. 


New idea in packaging. The Honeywell 
FIND THE RIGHT CONTROL IN Round, V80 and V81 gas valves, pilotburners, 

POCKET GUIDE thermocouples and the Y400 Powerpile pack- 
age are among the first TRADELINE Controls 
to be nestled in handsome Styrofoam con- 
Control is needed. It’s available from tainers. Handy, neat, controls can’t be dam- 
your wholesaler. aged on truck. 


A new, pocket-sized cross reference guide 
tells you instantly which basic TRADELINE 











Call your wholesaler today and get him to assemble 
the proper TRADELINE Controls for your needs. 


* TRADEMARK ) TR eR 


THE NEW WAY TO 
STREAMLINE WHOLESALERS’ 


HONEYWELL 


AND DEALERS’ CONTROL STOCK \_ oe 9 CRM CONTROL. 


HONEYWELL INTERNATIONAL —Sales and service offices in all 
principal cities of the free world. Manufacturing in the United States, 
United Kingdom, Canada, Netherlands, Germany, France, Japan. 
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PROVEN PERFORMANCE 
MAKES THE DIFFERENCE 


No Combustion Chamber 


Compares with 


INSTANT-GLO 





Do the Job RIGHT with INSTANT-GLO 


Short cuts are not fair to the customer nor do they do 
justice to the reputation of oil heating. 





ROUND “A” TYPE 


Specially designed for 
steel furnaces. Can be 
used on any job where a 





STANDARD ROUND 


TYPE — chamber is desir- “NARROWBOY” 
for tang and cast iron Sizes up to 1.75 GPH for narrow boilers and 
furnaces. Sizes up to 2.0 furnaces. Sizes up to 5.0 
GPH. y ON GPH 


WITH INSTANT-GLO YOU CAN BE SURE OF—— 


%& TOP PERFORMANCE. INSTANT-GLO glows cherry-red in 5 
seconds from starting of burner. Cannot lose shape or fall 
in. Its thick insulating brick wall gives maximum sound 
absorption. It's rugged . . 
of inferior materials. 


% EASY TO INSTALL. Cuts, handles, assembles easily. Rigid 
when installed. 


. outlasts combustion chambers 


%e EASY TO CLEAN. Rugged INSTANT-GLO resists vacuum 
cleaner suction. No vulnerable parts of heater will become 
exposed to excessive heat. (On old replacement jobs the 
old chamber should be removed to make sure that no air 
leaks exist.) 


STOCKED BY LEADING DISTRIBUTORS 


Send for FREE complete chart showing the correct type of chamber to be 
installed in standard popular brand boilers. Write for details to 


BOSTON MACHINE 
WoORKS COMPANY 
















Oil Heating Supplies Div. 


7-17 WILLOW STREET 
LYNN, MASSACHUSETTS 


Residential Building 
gains 4% in June 


THE CONSTRUCTION outlook bright 
ened further in June, with notable 
gains registered in contracts for both 
non-residential and residential build 
ings, F. W. Dedge reports. Total con 
tracts for future construction rose to 
$3,602,176,000 in June, 4% higher 
than the same month last year, show 
ing a more than seasonal increase 
Contracts for non-residential build 
ings in June were up 10% over June, 
1960; June _ residential 
amounted to $1,558,129,000, up 5% 


contracts 


over last year. Contracts for apartment 
buildings continued to show impres- 
sive gains (up 28%) while single 
family houses were just slightly below 
last year. 

According to Dodge, construction 
contracts are headed for their fifteenth 
consecutive record-breaking year in 
1961. The corporation’s economists 
point out that by mid-1961 all three 
major construction categories were 
running ahead of year-earlier levels 
Total construction contracts in the 
first half of 1961 showed a gain of 
i over the comparable period last 
year and construction as a whole is 
expected to maintain its current bull- 


ish performance for the rest of 1961 


Four-Year Scholarship 
Awarded by Meenan Oil 


WILLIAM F, KENNY, JR., president of 
Meenan Oil Co., Inc., Levittown, Pa., 
announced that the third in a series 
of four year Meenan Oil Company 
Scholarships to Temple University 
was awarded this year to June Eileen 
Bente of Feasterville, Pa 

The scholarships, instituted in 
1959, are open to eligible graduates 
from six high schools in the immedi 
ate trading area of the Meenan Co 
in Pennsylvania. The funds for the 
scholarships, which include tuition 
and all university fees, emanate from 
the firm’s Pennsylvania operation 
Next year, with the awarding of the 
fourth scholarship, the program will 
be in full operation and each year 
thereafter there will be four students 
enrolled at Temple University undes 


Meenan sponsorship. 


22 September 





DON’T BE STUCK THIS WINTER... 
4 





Make more deliveries faster 
with A. O. Smith meters 


After bucking snow, sleet and cold, you want a meter 
that can “deliver the good when you finally reach 
your customer. That’s why you should insist now on A. O. 
Smith truck tank meters for your busy months ahead. 
Rugged A. O. Smith meters employ the Rotary Posi- 
Displacement principle for trouble-free performance 
and sustained accuracy. Because the mechanismis simple, A 
the meter will operate in all nds of weather conditions. METER AND SERVICE STATION 
Fluid flow is so smooth you are seldom aware of the EQUIPMENT DIVISION 


precision measurement taking place. The low pressure Factory: 1602 Wagner Ave., Erie, Pa 
hagas Offices: Atlanta 24, Ga.; Chicago 3, 1! 

| t ‘ ? 1 slong er > > 1 . : Chicago | 

lrop saves power, prolong rvice life, speeds cold Meusten®, Veuns; tae Aomsten’l. Getll., 

weather deliveris New York 17, Newark, Calif.; 


Tulsa, Okla.; A Smith INTERNA- 
TIONAL S.A., Milwaukee 1, Wis., U.S.A. 


Specify A. O. Smith truck meters now — either as new 
equipment or for replacement. Stocks are available 
across country or from truck tank manufacturers. 
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Rebuilt Heating Equipment 
EXCHANGE SERVICE 
National Representatives 


Gl hi 8 ite 








Though Paco Industries, Inc., has 
been servicing accounts nationally for 
many years — additional representa- 
tives, in key territories, have now 
been added to create a local climate 
to even the far distant territorial sec- 
tions of the country. This is another 
progressive step by Paco, to further 
extend its service. 


Whether your requirements are large 
or small, the same unequalled atten- 
tion and service awaits you. Contact 
the Paco representative nearest you 
today. One Call does it All! 





HS HOUSE 
26613 Midland Road 
“Cleveland, Ohio 

Covering Ohio & Western Pa. 


C. B. WILSON 
7300 N. Bell Avenue 


Chicago 45, Illinois 
BR 4-6543 
Covering Ill. and Eastern Wisc. 


BURT VICKERY 
1220 East 4th Street 

* Charlotte 4, North Carolina 
Covering No. Car., So. Car. 
and Va. 


CLYDE MALONE 
3545 Lindell Boulevard 
St. Lovis 3, Missouri 
OL 2-5756 
Covering Mo., Kans., Ark. 
and Southern Ill. 

AL GREULICH 

7676 Evergreen Road 


We invite your inquiry on any phase 
of Pacos Heating Equipment Exchange 
Service. Write direct to home office for 
names of representatives covering areas 
not listed. 


aco 


INPQUSTRIES INC. 


461 SOUTH DEAN ST. ENGLEWOOD, NEW JERSEY 
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Prepaid Service Contracts 
Taxable in current Year-IRS 


Edit note Last fall we ran an item 


disclosing that the Internal Revenue 


Service is insisting that the full income 


from service contracts be taxable as 
- Current income im the year collected, 
ind not a ed ver the month f, 
We had on 1 fer complaints on this 
it may be limited to the interpreta 
tion of specific auditors or district di 
rectors. In any event, here is a sum 
mary from an Eastern fueloil distrib 


Seis Ree Ms 

utor that had just “been through the 
ji? ? 

mill” unsuccessfully. 


de tails 





He passes along 
prejers to 
However, if you have had 


experiences or have 


the but remain 
anonymou 
more favorable 
been thi a test on this point and 


came your comments would 


Out WHOLE, 
Z a Is. J Ri A } 
De helpful and wll be passed along to 


lhis gentieman 


EK VERY FUELOIL DEALER who sells 
‘Service Contracts” may be affected 
adv ersely by recent decisions of the 


Internal Revenue Service and _ the 


Courts with respect to the tax treat 


ment of “Prepaid Income.” 

Three recent cases and an Internal 
Revenue Service ruling raise the ques- 
tion; how to report the payment re- 
ceived for a service contract where the 
taxpayer involved must render services 
in the future year? Good business ac- 
counting dictates the allocation of the 
payment over the term of the contract 
The Internal Revenue Service demands 
that for tax accounting, accrued basis 
taxpayers as well as cash basis taxpayers 
into income 


take the whole payment 


in the year of receipt. Furthermore, 
where the taxpayer reports such pay- 
ments as income in full when received 
the Service denies a deduction for esti 
mated future expenses of performing 
the contracts 

There have been four Circuit Court 


led 


of Appeals cases which have si 
with taxpayers either by allowing the 


deferral of prepaid income, or by al 


lowing the deduction of anticipated ex 
penses. The AFTR 2d 1530, reversing 
28 T.C. 378. This case involved a 
service company on the accrual basis, 


selling one year TV service contracts, 


which was held by the said Court not 


subject to the “claim of right” rule. 
While this case was favorable to tax- 
payers, nevertheless, the Commissioner 
of Internal Revenue has announced 
the Service would not follow the Bress- 
ner case. 

There have been a number of cases 
in recent years holding to the Internal 
Revenue Commissioner's view that 
“Prepaid income received without re- 
striction as tO use of enjoyment is 
taxable in the year received even 
though there is a liability for the per- 
formance of some services under the 
contract.” 

The Supreme Court in Automobile 
Club of Michigan vs. Comm. (1957), 
353 US. 180; 50 AFTR 1967 
firmed the IRS treatment of prepaid 


con- 


income but rested its case on the weak- 
ness of the taxpayer’s proof. This case 
has been heavily relied upon by the 
Courts. For instance, the Tax Court of 
the US. in deciding Automobile Club 
of New York, 32 T.C. 906 (No. 79) 
said that, as a matter of law, prepay- 
ments must be brought into income in 
the year received. It said that IRs can 
require accrual basis taxpayers to re- 
port as income payments actually re- 
ceived that are at taxpayers’ unrestrict- 
ed disposal, regardless of when the 
payments will be earned through per- 
formances of services. 

Other recent cases adopting the view 
of the IRs are American Automobile 
Association vs. U.S.; New Jersey Auto- 
mobile Club vs. U.S.; Automobile Club 
of Southern California vs. U.S.; Steight 
Radio and Television, Inc. 33 T.C. No 
15 and Mark E. Schlude, 32 T.C. No. 
124. 

There appears to be no specific case 
in public records involving a fueloil 
dealer. However, there are several re- 
cent instances which have come to our 
attention where the revenue agents 
have challenged the deferment of “Pre- 
paid income on service Contracts,” and 
they either have taken or will take 
steps to include such amounts in tax- 
able income in the year received 

We would appreciate advice from 
any fueloil dealers who have been chal- 
lenged by the Internal Revenue Service 
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REBUILT HEATING EQUIPMENT 


EXCHANGE SERVICE FOR 160,000 UNITS STOCKED 
WHOLESALERS ONLY IMMEDIATE DELIVERY 


PREMIUM QUALITY —Guaranteed same as new 
PROMPT DELIVERY—-Shipped from stock 

huge inventory maintained at all times 
ECONOMICAL, PROFITABLE—Low unit cost 

higher profit 

REPRESENTED NATIONALLY Qualified represent- 

a atives located in key cities, available for as- 

to fill their requirements. sistance with your heating equipment needs 


Now, more and more wholesalers are switch- 
ing to Paco, because they have realized the 
advantages derived from this single DE- 
PENDABLE SOURCE, for all makes and 


models, of Rebuilt Heating Equipment 


ENGLEWOOD, NEW JERSEY PLANT 
cally located to facilitate delivery service. » 










awn ee 


DISMANTLING AND PARTS CHECKING 
4 Exchange units are disassembled and only reusable 
components, that meet set specifications, retained. 













SAND BLASTING AND DEGREASING > 


fe mre niletely cleaned and restored like new 


ASSEMBLY AND TESTING CONTROLS 
Section of production asse mbly de pt. where re- 
built units, when finished, are comparable to new. 


ASSEMBLY AND TESTING HYDRAULIC UNITS 
ves rigid testing to 


high qual ty steele ae 






Unit by unit, the Paco line offers greater opportunity for profit. Whether 
your requirements are for controls, gas valves, fuel units, water feeders, 
circulators, transformers, et« . don’t be satisfied with “just as good 
as the rest” Specify P: and get the Best! 
Vew catalog, listing approw. 12,000 units, available to wholesalers. 


/ f 


Get the complete story .... call your Paco representative today! 
Daco or write direct: 


465 SOUTH DEAN STREET e ENGLEWOOD, NEW JERSEY 
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The Commander tere is a completely 
versatile family of steel boilers. Install them 
in large or small residences. In small-to- 
medium commercial buildings and industrial 
plants. The Commander line—always popular 
—is now factory-assembled. Yet lower in 
price to you. Wiring is complete and there's 
a full set of safety controls. Can be used with 
oil, gas or combination gas/oil firing. 
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New features! 


Check these two new National 











The Cormmander meets the need for a com- 
pact, hi-performance packaged unit. It is 
ideal for both new and modernization work. 
And Crane takes full responsibility for all 
parts; one guarantee covers everything. 


Compare these Commander features: 


1. Special uptake baffle and tube turbulators 
provide 80% efficiency with any fuel. 








oOo ao fF» WW ND 


2. Combination gas-oil unit. Change fuel at 
the flip of a switch. 3. Forced-draft burner, 
specially engineered for these units, elimi- 
nates costly chimneys. 4. Sealed boiler is 
pressure tight when shipped — no joints to 
be sealed. 5. Steel mill type dry refractory 
is factory installed. 6. Skid-type base means 
no foundation to build, no base to erect. 
Saves headroom. 
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New low prices! 


-U.S. steel boilers 








The Sentinel thousands of insta 


ntir *¢ r f P nd 
YT: ‘ ¢ NOW ana 


ranch homes. Large choice of models 
capacities for oil or gas firing. 
New Sentinel features include: 
water heater (optional) — either storage or 


1. Built-in 


pletely fact i; one guarantee tankless type. 2. Horizontal firetube design 
with arched crown sheet for greatest effi- 

ency, longest life. 3. Molded-fibre combus- 
tion chamber heats faster, weighs less, lasts 


longer. 4. Child-proof access door can’t open 


covers all parts. 


+a + wit nf 


mall chimney vents are needed 


jraft | 


THE 
HEART 
HOME AND 


INDUSTRY 


a CRANE > 
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accidentally. 5. Factory-assembled base is 
attached with combustion chamber and in- 
sulation fully installed. 6. Smartly styled 
jacket in special smooth enamel. Harmonizes 
with game and utility room decor. 

For more details and spec sheets on both the 
Sentinel and Commander see your wholesaler. 
Or write Crane Co., Box 780, Johnstown, 
Pennsylvania. 
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a) Ynlt 
improve delivery service and speed 
on your trucks with ROPER PUMPS 





Roper pulsation-free truck pumps run quietly and efficiently, providing 
fast, safe deliveries of both thick and thin liquids. You can make more 
delivery calls per day, year in and year out, with Roper Series 3600 
truck pumps on your unit. These trouble-free units will cut down on 
your operating and maintenance costs, also. Easily installed, they can 
be side frame or cradle mounted on right or left side, and they operate 
equally well in clockwise or counter-clockwise rotation. Enjoy the profit 
advantages of better delivery speed and service you get with Roper pumps. 





e BEARINGS: high-lead bronze bearings, 
lubricated and cooled through oil grooves 
by flow of liquid through pump. 


* RELIEF VALVES: relief-valve equipped 
pumps allow operators to close discharge 
without stopping the pumps. 


ca GEARS: two equal-sized, hardened alloy 
iron, helical-type gears have accurately ma- 
chined special tooth forms which reduce 
friction and eliminate vibration. 








For specific information 
contact your Roper dealer 





Dependable pumps 
HYDRAULICS, INC. since 1857 


GUN) <©PNERCE, EORCIA 





and what the present status of the 
matter is. Also advise us if you have 
been recently examined by IRs and 
your method of deferring income has 
not been disturbed. 

Some industries have found it neces- 
sary to pursue legislation in their be- 
half. An example of this is the news- 
paper and publishing business. Under 
Section 28(c) of the Technical Amend- 
ments Act of 1958, a publisher is per 
mitted to elect to include prepaid 
subscription income in gross income 
for the taxable years during which the 
liability exists to furnish or deliver a 
newspaper, magazine or other periodi- 
cal. This election which could be made 
for taxable years beginning after De- 
cember 31, 1957 has the effect of pro- 
rating gross income over the subscrip 
tion period 

Also on June 29, 1960, the Ways 
and Means Committee approved H.R. 
11266. This bill permits certain accrual 
basis “membership organizations” to 
defer reporting of their prepaid dues 
income. A “membership organization” 
would be a corporation or other organ- 
ization without capital stock, no part of 
whose earnings go to any member, for 
example, an auto club. Under the law, 
the membership organization could 
elect to take the “prepaid dues income” 
into income only for the period to 


which the dues relate. 


H.R. 8688, which would specifically 
allow deferral of prepaid income was 
before the House Ways and Means 
Committee this year but apparently 
has not been reported. 


To those fueloil dealers who have 
felt the sting of the Tax Collector, this 
is a serious matter, but it is one that 
they can hardly battle alone. Others 
having examinations by representatives 
of the IRs should report the circum- 
stance whether favorable or unfavor- 
able. It may be necessary to pursue 
special legislation in view of the sup- 
port given by the courts to the IRs 


position. 


J. W. Seigel has been named sales 
manager, New York Burner Sales & 
Service, Inc., New York, N.Y., install- 
ers of heavy oil and air conditioning 
systems. Seigel formerly served as dis- 
trict manager of L. & P. Electric Co. 


28 September 
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Heating experts acclaim 


Henry Wymbs demonstrates the HEV-E-OIL BURNER to 


o = 
a school of service men, dealers, architects and engi- | n a Cc t 4 °o n! 


neers in Washington, D. C. 


‘ 






Wymbs Demo Trailer takes the show on the road... 





Industrial Combustion’s New York office Wymbs Distributors — “took 
the show on the road” to demonstrate the HEV-E-OIL BURNER in action. 
Mechanics, architects, engineers, service men and dealers saw these 
demonstrations at meetings held in a variety of cities on the east coast... . 





and here’s what was proved! 








Demonstration Trailer ee ray om 
Highlights: 
Daeg Gs sonemine WYMBS 
¢ HEV-E-OIL BURNERS start ¥ PQ ae ee 
smoothly and safely with a cunwapaibad° ane tintne* 
low hre. 
7 ~ . " July 11, 196 
e FLAME CONTROL: Burner wre P.  Sordan ia 
: Pe ¢ modulates from low to high a6. ine 
In Richmond, Virginia, Ray Packer, engineering contact Gre for eficient combustion. Pilwaubee 11, Wisconsin 
man for Wymbs proves the top-quality performance of e SIMPLICITY OF OPERA. 3 . 


HEV-E-OIL BURNERS to trad hool students. on ‘ > 
ee re oo TION: Each burner is com- 


pletely assembled, mounted, ors 
wired, tested and factory fired on 
. ready to use. 





e EASY MAINTENANCE: pode penyte Rap etl deny tied topes rey age 
HEV-E-OIL BURNERS have a ee a ee 
proved dependable in  institu- You can be gure that we plan to continue to wee thie field 
tional, industrial and commer- that your other Distributors do likewise 


Very truly yours, 


cial buildings. 
See what this New York dis- 7 -_ 
tributor says: Gatuk Mt hms 
. . Prank ©. Wynbe, 
"We believe that this has been the most help=_ rrsisn 
ful merchandising tool we have used in many wm,,. 
years to show people what fine equipment « 


Industrial Combustion burners are." 
The HEV-E-OIL Burner engineered to use inexpensive | 


MEV-£-OTL RURWER DISTRIBUTORS 





—-— od me ee 





No. 4, 5 and 6 heavy oils is shown here. Available 
from 5 to 150 gph. 








Meets all code standards; Underwriters Laboratory 
approved. Sizes range from 720,000 to 21,000,000 
BTU’s. For complete information, write Dept. C-91. 


INDUSTRIAL COMBUSTION, INC. 


4447 N. Oakland Ave., Milwaukee 11, Wisconsis 





29 











Readers’ Forum 
AMERICAN PETROLEUM INSTITUTI 
i | Ow hee New York 20, N. Y. 
Editor: 


Before many of your readers jump 


to off the deep end on this 100,000 mile 


oil drain, non-detergent oil idea, ad- 

ll vanced by the “Truck Talk” article in 

Sse your April issue, they would do well 
to consider the following facts 


Y Ol iT First, the clay type filter and other 


types have been on the market since 
} 


| pre-1930, several years before deter- 
prospec S ” gent type oils were first used. So far, 


it has never been shown generally 





that any filter would take the place 
or do the work of oils of this type. 
Second, the automotive manufact 


urers are just as much interested in 


Lo-hi boy warm air unit. Oil 
or gas fired. Completely factory 


the satisfactory performance, economy 


assembied and wired for simpli- and long life of their engines as are 
fied installation. Easily adapted One of your very best sources of fleet operators. They compete on that 
to air conditioning service. new business is your prospect list. _< .. 

basis. It is more than 25 years since a 


You will be in top position to sell 


these prospects if you are handling detergent type oil was first developed 


the extensive line of Thatcher home-comfort-conditioning units. to solve the ring sticking, clogging 
Because Thatcher units can be selected for oil or gas—whichever and deposit formation problems of a 
is best suited for your prospect; because Thatcher units come diesel engine. Today, try to find a 
in enough output capacities to assure a unit neither too big nor manufacturer of trucks, or tractors 


too small for each job; because Thatcher units are available in 
steam, hot water or warm air—and because Thatcher units are 
built to quality standards, you can offer your prospects perfect 
assurance of a home-comfort-conditioning unit that will meet their 
needs at minimum investment with economical operating cost. has gone up so has the demand for 

more, and more potent, detergent ad 


(road, farm, industrial) or of passen 
ger cars that doesn’t recommend 


them. And, as engine performance 


ditives 
Lo-boy Boiler. Steam or Central Air Conditioners Dual Purpose oil fired Isn't it strange, after all these years 
hot water, oil or gas fired, Packaged or split systems warm air unit, use as hori ; hict f fil 
cast iron or steel. Factory for residential and light zontal or counterflow aduring which every type oF filter has 
packaged units. commercial use. Models Other units for gas been tried by equipment manufac 
from 22,000 to 82,000 Z , 
Btu/Hour turers and users and filters generally 






adopted, that they wouldn't have 
found by this time that the by-pass 
type, clay filter was an effective and 
money-saving substitute for detergent 
type oils? 

Third, as to user acceptance of 
these oils, Fleet Owner magazine last 
September published the results of a 
survey of lubrication practice by fleet 
operators large and small. Among 


many things, this showed that 91% 





of common carrier fleets and 84 of 


private fleets were using detergent 





4 oils. Considering that their first fleet 


use started in 1941, the trend is ob 


Write today for 
franchise details 





vious as stated in the above Survey 





report 
THATCHER FURNACE COMPANY __ 2 #2# today is toward full-flow 
DEPT. B, GARWOOD, NEW JERSEY filters, rather than the by-pass type 
BOILERS, FURNACES, AIR CONDITIONERS \ major reason is that a much larger 
Branch offices and warehouses: Boston e Chicago percentage of the oil in circulation is 
September 
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4 REASONS WHY DELAVAN NOZZLES MAKE BETTER FIRES! 


1, Delavan’s orifice insert is made sepa- 
rately and pressed into the nozzle 
body. Since this insert forms the 
two most important parts of the 
nozzle, the orifice and the swirl 
chamber, it is very important that 
it be precision made, in a separate 
manufacturing step 


2. The Delavan distributor automatically 
centers itself when it is tightened up 
against the orifice insert. The dis- 
tributor is separate from the screw 
pin, crimped in loosely so it won’t 


Canadian Representative—Ontor, Ltd., 12 Leswyn Road, P.O. Box 608, Station T, Toronto 10, Ontario, Canada 


ak 


coilh 


fall out. When tightened it is free to 
center itself in the swirl chamber 
perfectly. This accurate method of 
aligning the internal parts of your 
nozzle assures better, more uniform 
performance from Delavan nozzles. 


3. Delavan manufactures the only Bi- 
Metal nozzle in the industry. Stain- 
less steel where it’s needed, in the 
orifice and distributor and brass for 
the body. The perfect combination 
for better performing, longer lasting 
nozzles. 





4. Delavan’s sintered filter does a more 
uniform filtering job, because of its 
domed shape. The layers of filtering 
powders are the same thickness all 
over the dome. This also helps the 
nozzle live longer. 


In addition to these four exclusive 
features, Delavan nozzles are 100% 
flow tested at the factory. They are 
individually checked for capacity, 
spray angle and quality of spray. 
That’s why more servicemen every 
day are insisting on Delavan. 


 DELAVAN 
A lanufacta ung G ompany 


WEST DES MOINES, IOWA 
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Whitney, GULF Distributor says: 
e of the greatest invest- 


normally being filtered all the time. 
An abrasive particle can circulate 
through the bearings many times be- 
fore it is caught by a by-pass filter. 
At least, that is the viewpoint of en- 
gine manufacturers and the chief en- 
gineer of one of the largest engine 
bearing manufacturers with whom I 
discussed the “Truck Talk” article. 

It is also a fact that clay-type filters 
remove the additives from modern 
motor oils. Apparently the equipment 
manufacturers feel that engines will 
run better and last longer using these 
oils and other types of filters. 

As to crankcase drain periods, the 
Fleet Owner survey showed that the 
median for common carriers was 2000 
to 3000 miles or every two weeks. 
The mileage median for private fleets 
was the same but on a time basis it 
was four weeks. Only a very small 
percentage reported drain periods of 
over 10,000 miles or 12 weeks. 

While any fleet owner is free to 
do a “Steve Brodie” and try “Truck 
Talk's” suggestion, it could prove ex- 
pensive to disregard mass user ex- 


perience and manufacturer advice 


CONNECTICUT OIL DEALER Johnson accuracy Fleet Owner's survey of course could 
IMPRESSED BY UNIT'S makes the profitable not include the fact of military Naval 
° d railway use of detergent oil 
DEPENDABLE OPERATION difference ee ee eee eee 
AND ACCURACY ae ae ae 
Wayland Whitney now knows that: Mean Technical Consultant 
a a a temperatures are no longer enough for API Lubrication Committee 
: ‘ figuring oil consumption, especially in mild 
working flawlessly since ; Piaiietaolial an 
at es it rod enely weather. The Johnson uses a// weather fac- HART HEAT, INC. 
1958,” reports Wayland tors—sun, wind, snow, rain—to give you an Peoria, Ill. 
Whitney Whitney Bros electronically accurate fuel demand for each Editor: 
Oil Co., Norwalk, Conn. customer. Saves office work, improves load In the April issue of FUELOIL & OIL 


handling, usually saves at least one drop per 


“It is one of the great- : 
customer per year. Get literature today. 


est investments we ever 
made...has done its job 
all these years with ab- 
solutely no attention. I 
would recommend it 
highly to every fuel oil 
dealer.” 

“It saves the cost of 
unnecessary drops while 
preventing run-outs.” 


HEAT appears a letter from my old 
friend and “brother in the oilburner 
NEW DESK lodge,” Dave Bottrill. It starts out: 
model for both “Where is Smitty?” with regard to 
heat and my not attending the Oil Combustion 
hot water Conference held in Chicago. 

Now, it is with a touch of sorrow 
that I must set the record straight. 
Old friend Dave made a few mistakes 
in writing his letter. He said he was 


quoting my words, but this attributed 





me statements and implications 


8 oe ee ee RT Pe ee eee to 
[ JOHNSON DEGREE DAY SYSTEM 329 S. Pitcher, Kalamazoo, Mich. | that I never did make. He must have 














Please send me “20 NEW WAYS TO PROFIT BY DEGREE j - : 

done this by mistake al because 
DAYS” with information about your Fuel Demand Meters | Se Re iene nage 
; as I said, Dave is an old friend and 

| Name— | ‘brother in the oilheating lodge.” 
| Address. | Brother Dave sets the mood in his 
is 5 ( . published letter by starting out with 
oa these words: “Smitty says there ain't 
89 such an animal as an oilburner better 
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NEW 60 G.P.M. CAPACITY 


Model 685-TP Tank Truck 
Meter. Includes meter and 
horizontal counter, strainer, 
air release, back pressure 
valve and Pre-set Flow Con- 
trol. Ticket Printer is optional. 


OTHER 600 
METER USES 


Improve tank truck 


operation @Sateguard your protits! 


Giving honest measure is good policy, but giving over-measure is a good 
way to go broke! In these new Series 600 Meters Tokheim has set up 
safeguards that prevent over-measure— enable you to protect your profits 
effectively. First of these is the inherent accuracy of the Tokheim positive 
piston displacement-type meter. Then, precision construction, involving 
the use of stainless steel, Rulon, and other long-wearing materials, permits 
speeds up to 60 g.p.m. without sacrifice of accuracy. A self-lapping valve 
insures a continuous positive seal to maintain accuracy; and finally, a 
simple calibration adjustment provides instant control. 





The Tokheim Series 600 Meters are unsurpassed, either as single or dual 
installations, for tank trucks requiring up to 60 g.p.m. They are equipped 
with horizontal counter, totalizer, and back pressure valve, and are 
available also as illustrated with air release, strainer, Pre-set Flow Control 
(predeterminer ) and ticket printer. Investigate these new meters today. 





-.+.-In liquid fertilizing 


SYMBOL OF EXCELLENCE 


General Products Division 


Sarr" TOKHEIM CORPORATION 


1690 WABASH AVE., FORT WAYNE, INDIANA 









OKHEIM ° 


—— GASOLINE PUMPS 
AND ACCESSORIES 





Subsidiaries: GenPro Inc., Shelbyville, Indiana; Tokheim of Canada, Ltd., 
Toronto, Ontario; Tokheim International, A. G., Lucerne, Switzerland 
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@ A size to meet every re- 
quirement. Uses pressure burner, 
number 2 oil and sells at popular 
prices. Has every feature for vol- 
ume sales. 

Made in large commercial sizes 
for schools, hotels, hospitals and 
public buildings. Approved for 
180 degree outlet water. 

Details on request. 








34 


N10 S$. DICKINSON ST., MADISON 4, WIS. 


than a pressure atomizing job 

That certainly is a big mistake on 
Dave's part for never did I say any 
thing like that, and besides I never 
use the word, “ain't.” Please check 
see my letter in March FUELOIL & OI 
HEAT. I did say that no one can deny 
that the high pressure burner with 
its simplicity and economy of produc 
tion is the one burner that puts all 
others to rout 

I say this again now, and I reiterate 
with increased emphasis, it does when 
measured by—sales in unit volume, 
dollar value volume, number in us¢ 
and by public acceptance of oil heat 
gained through the performance of 
pressure burners. Granted that the 
pressure burner is not the only concept 
f an oilburner, but everyone must 
agree that certain models of this type 
have reached “the excellent stage 
Never did I say that the pressure 


burner is the ultimate, the perfect, the 


ideal, the only concept. Never did I 
use any other superlative unqualified 
designation for this type. Surely it 1s 
sorry | am when an old kindred soul 
like Dave made the mistake of indi- 
cating in his published letter that I 
said these things. 

After all, Dave and I both have 
this in common: For many years his 
income and mine have stemmed from 
the design, manufacture, sales, service 
ind performance of oil heat in general 
ind pressure burners in particular, and 
in all types of furnaces or boilers fired 
by such burners. 

Kindred souls, Dave and I, also 
have this in common. He has been 
striving to develop a new kind of 
burner; I am striving too—as recently 
as 1957, I was granted two patents 
in connection with gun type burners 
and at the drop of a spoonful of 


No. 2 oil I can make a burner using 


three pounds of air that does a swell 
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The poster shown above has won third 
place in the Ninth Annual Outdoor Ad- 
vertising contest, running in a field of 
370 entries. It was submitted by the Twin 
Ports Oil Men’s Club of Duluth, Minn., 
and Superior, Wisc., and was prepared by 
the |. F. |. Advertising Agency of Duluth. 


SERVICE OR 


Pa ePS. 
( a, gi _ 
LE enna 
A tli 


DEPENDABLE 


SAFER T00 


PRODUCT 


Shown in the photo, left to right, are: 
Don Bellows, General Outdoor Advertis- 
ing; Miles Hall, Como Oil Co., Duluth; 
John Bero, John Bero Oil Co., Duluth; 
Doug Berg, I|.F.1. Advertising Agency. 
This same agency tied for first prize in a 
contest to select an industry symbol. 
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fur safe, economical transfer of petroleum products specify 





COUPLINGS —~PERMANENT or REATTACHABLE 


From Scovill you can now get the indus- 
try’s most complete line of permanent and 
reattachable couplings for fuel oil and gas 
pump hose. Ruggedly made in a wide range 
of sizes to both commercial and military 
specifications, all Scovill Couplings give 
long, safe, trouble-free service. 

Besides petroleum products, Scovill Coup- 


FUEL OIL COUPLINGS 


wr. 











Super-Grip Reattachable. 1” to 4” 


Main offices: 99 Mill Street, Waterbury, Connecticut. 
Cleveland, Ohio: 4635 West 160th Street. 
San Francisco, California: 434 Brannan Street. 
Jacksonville, Florida: P.O. Box 8366. 
Houston, Texas: 2323 University Boulevard. 
Toronto, Canada: 334 King Street, East. 


2SH61 AR » 
Mi tety 


GAS PUMP COUPLINGS 


’ ul AAS 
ET. s 


perenend 


570-H Permanent. 56”, 34”, 1” 





DublI-Grip Reattachable. 34” and 1” 


lings can be used in the transfer of many 
other types of liquids and on rubber, syn- 
thetic, and reinforced hose. If you have any 
applications for which you are in doubt 
about correct coupling usage, write us—our 
engineers will be glad to assist you. Scovill 
Manufacturing Company, Industrial Coup- 
lings, Waterbury 20, Connecticut. 


External Guard for Fuel Oil Coupling. %” to 3” 


ead TTT TTT TTTTTT 
re heehee 


Internal (illustrated) and External Guards for 
Gas Pump Couplings. %” and 1” 














Complete equipment for attaching by machine or hand is available 


Hose Couplings by 


SCOVILL 
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NOW ANOTHER FIRST 
BY 


OLSON THROTTLE CONTROL, INC. 


First to use the principle of oil flow and engine vacuum to increase engine speed, 
first to introduce a PRACTICAL automatic throttle control, first to introduce a prac- 
ical ELECTRIC throttle control, retaining the same principle of oil flow and engine vac- 
uum. First to make it possible to save 20% to 50% on fuel delivery truck operating costs... 


Olson is now first with a new SPEED SELECTOR, Pat. Pend., to be used in conjunction 
with its now famous Throttle Controls. 


Thousands of Olson Throttle Controls have been sold over a period of more than six 
years. The first are still doing the job they were soundly designed to do, returning their in- 
vestment many times over to enthusiastic users. 


Made in two models, the magnet type B, and the electric model E, the Olson Throttle 
Control automatically increases engine speed to YOUR OWN PREDETERMINED SETTING 
when the nozzle is opened. The engine returns to idle when the nozzle is closed or meter 
valve trips, with the pump still engaged. The engine runs at advanced throttle ONLY 
WHILE OIL IS FLOWING. 


This control gives two pumping speeds options—top adjusted speed and idling speed 
when the control is turned off. Many users are more than satisfied with this. But others, 
pumping at speeds from 50 to over 100 gallons per minute, expressed a desire for one or 
more intermediate speeds. 


There were some problems. It had to be fundamentally simple, in accord with Olson 
policy. It had to be low in cost. It must not be integrated with the throttle control, so that 
it could be optional with new installations of the throttle control, and also be hooked up 
with controls already in use. 


The Olson Speed Selector is the answer. It enables the driver, knowing the fill’s limita- 
tions, to dial a pumping speed within the limits of safety for fastest delivery. He does this 
on the dash before leaving the cab. When oil starts to flow the engine increases only to 
this setting, then drops to idle when nozzle is closed. For the majority of fills, of course, 
the Speed Selector is left wide open and the engine increases to the top adjusted speed 
of the throttle control. 


Priced at only $8.64 F.0.B. Raynham, Mass., the Speed Selector is easy to install. 

Censult your Jobber or 

For further information write Olson Throttle Control, Inc., Broadway, Raynham, Mas- 
sachusetts, or call VAndyke 2-0382. 
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EARL K. SMITH 3217 North Pulaski Road 
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BIGGEST VALUE 
IN THE INDUSTRY 


KORTH 


OIL POWERED 


WATER HEATER 








KORTH offers the biggest value 

in the industry for oil powered 

water heaters . . . check these out- 

standing features: 

do Glass lined tanks with 10 year 
warranty 

dW Copper tanks with 15 year 
warranty 

df Sizes 30, 45, 50, 65, & 70 
gallon 

do Recovery rates from 120 io 
180 gph 

dv Equipped with KORTH SHELL 
HEAD BURNERS. 


High volume water supply 
generators also available 
‘Sir from 300 to 3000 gph. 


KORTH WRITE TODAY FOR COM- 
ot HEY, PLETE INFORMATION ON 
THE QUALITY LINE OF 
KORTH EQUIPMENT. 


ECKHART MFG. CO., INC. 


UNION, NEW JERSEY 
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John J. Isherwood (left), a plumbing and 
heating contractor from Delavan, Wis- 
consin, is the 2000th graduate of Bell & 
Gossett’s School of Living Comfort. Pre- 
senting the diploma is A. Meeg, sales vice 
president of Bell and Gossett Company, 
Morton Grove, Ill., which operates the 
school. 





The school, begun in 1954, instructs 
wholesalers, contractors, engineers and 
architects in the design of hydronic heat- 
ing and cooling systems. 


Vaporizing space heater 


Sales listed by States 


THE INSTITUTE of Appliance Man 
ufacturers, Washington, D.C. has com 
piled the following state breakdown 


of manufacturer shipments of vapor 


izing pot-type oil burning — space 
neaters 

Eight companies contributed to this 
report, and they made approximately 
59 Of vaporizing space heater sales 
during 1960. However, the report cor 
ers only 41 of total industry ship 
ments since private brand sales gen 
erally were not reported by states 
Total shipments were approximately 
221.000 


List of Contributors 


The Coleman Company, Inc 
Wichita, Kansas 

Heil-Quaker Corporation 
Nashville, Tennessee 

Kresky Manufacturing Co., Inc 
Petaluma, California 


Motor Wheel Corporation 
Consumer Products Division 
LaGrange, Indiana 

The Siegler Heater Company 
Centralia, Illinois 

Silent Sioux Corporation 
Orange City, lowa 


Southern Steel & Stove Co., Inc. 
Richmond, Virginia 


Wonder Warm Company 
Nashville, Tennessee 


Distribution of Manufacturers Sales 
Vaporizing Pot-Type Oilburning 
Space Heaters 


By States 
1960 *Compar- 
Percent ative Per- 
of U.S. centages in 
Total 1959 
Maine 1.02% 
New Hampshire 05 
Vermont 44 
Massachusetts 56 
Rhode Island 05 
Connecticut RY f 
New ENGLAND 2.49% 2.11% 
New York 2.46 
New Jersey 36 
Pennsylvania 2.34 
MIDDLE 
ATLANTIC 5.16 5.94 
Delaware 44 
Maryland 2.41 
Dist. of Columbia 22 
Virginia 10.89 
West Virginia 64 
North Carolina 22.54 
South Carolina 6.33 
Georgia 1.27 
Florida 9.49 
SOUTH 
ATLANTIC 54.23 $1.40 
Ohio 3.86 
Indiana 5.08 
Illinois 4.12 
Michigan 4.68 
Wisconsin 1.61 
East NorTu 
CENTRAI 19.35 33.95 
Kentucky 1.94 
Tennessee 1.29 
Alabama 21 
Mississippi 03 
FAst SOUTH 
CENTRAL 3.47 2.71 
Minnesota 2.29 
lowa 1.28 
Missouri 1.50 
North Dakota 1.05 
South Dakota 59 
Nebraska 41 
Kansas 24 
West Norru 
CENTRAI 7.36 8G 
Arkansas 15 
Louisiana 01 
Oklahoma 
Texas 32 
West SouTH 
CENTRAI 48 36 
Montana 42 
Idaho 83 
Wyoming 04 
Colorado .06 
New Mexico 19 
Arizona 
Utah 18 
Nevada 09 
MOUNTAIN 1.81 1.11 
Washington 3.16 
Oregon 1.90 
California 39 
PACIFIC 5.45 1.56 
ALASKA .20 


Unirep States 100.00% 100.00 % 


*Not on an identical reporting sample. 
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DIRECT-READING 

NO CHANGE-GEARS 

NO SHEAR PINS OR WASHERS 
REQUIRES NO LUBRICATION 
UNAFFECTED BY TEMPERATURE 
INFINITE ADJUSTMENT SELECTION 





No other meter even 

















Direct Adjustment Read-— 
ing—in 1/50 of 1% 











Locking Clamp 





Finger Grip for 
Adjustment Rotation 





Driving Shaft 


comes close 


to LC ADJUSTMENT SIMPLICITY 


All meters have slippage. So, each must include a 
means of adjustment to compensate for differing fluid 
viscosities. Users of LC Meters make such adjust- 
ments with predetermined accuracy merely by turning 
the Accuracy Adjuster to the exact needed percentage 
of faster or slower counter drive shaft rotation. 

This ingenious and convenient Adjuster provides 
up to 5% compensation for initial meter calibration, 
is visibly calibrated in 1/50 of 1% over the full range, 
and can be set at any fraction thereof. Instead of the 
usual step-up drive, the LC has a 4:1 step-down drive 
for less load on mechanism, and—should the counter 


jam—the Adjuster instantly protects itself, resuming 
operation automatically when the obstruction is re- 
moved. There is nothing to replace, nothing to reset, 
yet torque transmitted exceeds that possible with 
conventional shear pins or washers. 

The LC Adjuster is typical of the many unique and 
superior features that make this new kind of meter 
so compact, accurate, dependable, and durable. Ask 
your LC Distributor for full information and a proof-of- 
performance demonstration, or write us and we'll 
follow through. Sales have more than doubled in each 
of the past three years. This Adjuster is one reason. 








ONLY THREE MOVING METERING PARTS 
LC brings new simplicity to every phase of meter 
design, and combines short total seal length with 
Ow pressure loss (only 2 psi, max.) for sustained 
accuracy down to 5% of rating. True rotary type. 
Positive displacement. No oscillating or recipro- 
Cating parts. N etal-to-metal contact. 





CONTROLS 


® 


LIQUID 


SHIPPED FROM STOCK 
—100 gpm, 200 gpm, 350 gpm, and 600 gpm sizes 


See how really good meters can be— 
“if you can pump it, we'll meter it" 


LIQUID CONTROLS CORPORATION 
Commonwealth Avenue, North Chicago, Illinois 
Phone: DExter 6-8070 





39 








QUALITY is our business 
.. without any —_— 


— ONLY 
IVES YOU ALL THREE— 


1. FLEXIBLE COUPLINGS 






Regular Set Screw 
Splined 
Jaw 


ONLY GUARDIAN GIVES YOU THESE FEATURES— 


@ ROLL SPINNING—Exclusive process joins all 
three components at one time—while in final 
operating alignment. 


@ BRAIDED RUBBER—Ground to absolute true con 
centricity. Furnished in BUNA-N-TUBE and NEO 
PRENE COVER. Lateral and angular alignment 
requirements fully met. 


@ ONE-PIECE DESIGN—Minimizes assembly and 
handling costs. Made to exact lengths required 


Over 5,000,000 Guardian couplings are on orig- 
inal equipment. This is your assurance of highesh 
quality and universal acceptance in the field. 







2. OIL TANK VALVES 


Ce | ieee 
No. 1910 B I seas ; 


CHECK THESE SUPERIOR 

GUARDIAN FEATURES— 

@ Metal-to-metal seating. 

@ Highest quality machined bar 
stock. 


@ Greater wall and body strength. 
@ Fusible linkage available in all designs. 
@ Valve designs for every type of installation 


3. QUIK JOINT 


Steel compression 
fittings for con- 
necting steel pipe 


Patent No 
2,685,460 





@ Eliminates threading of pipe. 

@ Decreases cathodic corrosion and electrolysis 
G d up to 2000 P.S.!. 

@ Allows 7° ennties deflection. 

@ U.L. approved for oil and gas. 












WRITE 
FOR FREE 
DESCRIPTIVE 
LITERATURE. 





PRODUCTS CORP. 


COUPLING DIVISION 


Dept. F-91 1215 East Second Street 
MICHIGAN CITY, INDIANA 
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City Fuel Oil Company, St. Petersburg, Fla., 





reminds motorists and residents that the 


city’s oldest and largest fueloil dealer can keep them comfortable all year. 

The first billboard, used in the winter months, exploits the use of oil heat. The 
summer program, using the same basic illustrated theme, emphasizes airconditioning. 
The company reports that, with the institution of this promotion, business increases 


were much greater than could be expected from normal growth 


J. S. Hoppock has been named man 
ager, Northeast Division, Shell Oil Co., 
N.Y., N.Y., succeeding R. F 
who is retiring. C. J. Towers, Jr., will 
Kizer, 


manager of the 


Carey, 
replace R. D. also retiring, as 
company’s Atlanta 
Division. E. J. Cowing will take over 
former 
Rico The 
nounced that P. G. Drew has succeeded 


H. S. Haight 


Division, and that A. P 


Towers responsibilities in 


Puerto company also an 
as manager of the San 
Francisco 

Hynes will 
Los Angeles division. 


become manager of the 


Willian J. Corcoran, manager, Des 


in population. 


him in recognition of his fifty years 
of service with the company. Corcoran 
joined McDonald in 1911, as an office 
boy, becoming manager of the com- 
pany’s Des Moines branch in 1922 
Thomas E. 


financial vice president and treasurer, 


Morris has been elected 
Iron Fireman Manufacturing Co., 
Cleveland, Ohio. 
financial vice president and treasurer 
of Harvest Queen Mill & Elevator Co. 
and Metallurgical Resources, Inc 


Morris was formerly 


Norman Skier has been appointed 
advertising and merchandising man 


Fedders Corp., Maspeth, N.Y. 


ager, 


Moines, Ia., branch, A. Y. McDonald In his new position, Skier will direct 
Mfg. Co., Dubuque, Ia., was honored the firm’s advertising, promotional and 
recently at a testimonial dinner given merchandising activities. 
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2-WAY RADIO 


GIVES YOU 


AN EXTRA HOUR A DAY 








The Gonset FM Business Communicator makes 


2-way radio communication a practical, economical 
tool within the means of every business and indus- 
try. Gonset 2-way radio saves time and money, 
makes for greater productivity every business day! 

For instant contact between office and cars or 
trucks, for inter-unit communication, for expediting 
materials handling Gonset 2-way radio is the 
modern answ er 

Gonset system design, featuring matched compo- 
nents, antennae, co-axial cables and antenna sup- 
ports, makes it possible to tailor a communication 
system to fit your exact needs at moderate cost. 

Gonset combines a quarter of a century of experi- 





/.% 





ence with creative engineering and superlative 
workmanship to bring you the best in communica- 
tions equipment. Test procedures unique in the 
industry permit constant quality control. 

An authorized Gonset distributor will install, 
service and maintain the FM Business Communi- 
cator system for you to assure years of trouble-free 
performance. Write for the facts today. 


@BSconseEeyT 


DIVISION OF YOUNG SPRING & WIRE CORPORATION 
801 SOUTH MAIN STREET, BURBANK, CALIFORNIA 











EP com: yaaa BEER i eres 
| COUPON: Picase send me, without obligation, full infor- | 
| mation on the Gonset FM Business Communicator and the | 
| name of the authorized Gonset distributor nearest me. | 
| | 
Eo eee | 
ee 
ADDRESS _ x2 
| citvy__ ZONE __STATE 
: GONSET, Dept. FH-9, 801 So. Main St., Burbank, Calif. 
a 
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MAGNETIC MOVEMENT 


provides positive reading 





New Chicago Headquarters 
eliminates all leaks for Ralph N. Brodie Co. 


RALPH N. BRODIE CO., San Leandro, 
Calif., has completed construction of 


a new modern headquarters and meter 


and valve service center for the Mid- 
west. Located at Forest Park, IIl., the 
6,350 square foot structure is now fully 


occupied by all departments. 

The new building will contain mor¢ 
than twice the area of the former 
Forest Park plant, and will provide 
greatly increased facilities for engi- 
neering services, warehousing and sales 
and services. W. B. Kerr is Midwest 
Division Manager for Brodie 


Rheem Meetings feature 
Steel heating Boilers 

AT REGIONAL sales meetings of the 
home products group of the Rheem 
Manufacturing Co., Chicago, IIl., held 
throughout the country, the basic 
theme was the company’s enlarged line 


of products, which includes residential 





and commercial water heaters, warm 
air furnaces and hydronic boile:s 
Featured were Rheem's entry into 
the steel heating boiler residential field 
with the new Commando line of four 


oil-fired models of fire-tube design 




















with hourly inputs 100,000, 125,000, 
150,000 and 175,000 Bru. 

The float arm of the Rochester oil tank gage for basement fuel ni ; 
Truck fleet maintenance 


storage rotates a powerful permanent magnet which in turn . ee 
Plan developed by Gulf 


moves the liquid level indicator. No shaft penetrates the sealed 
off dial chamber and oil fumes and seepage cannot reach and THE MOUNTING COSTS of truck fleet 


. . ‘ operations are the target of a com- 
discolor the dial or window. sei <9 
prehensive new Trouble-Free Mainte 


nance Plan being offered by Gulf Oil 
Corp., Houston, Tex. It has been de- 


The plastic head is hermetically sealed making the gage 
weatherproof for outdoor installation. Flange sizes are 1%" and 


2” and the gage fits standard tanks of 22, 24, 27, 42, 44 or veloped primarily for the operators 
47” depths. Write American-Standard Controls Division, 5900 of small and medium-sized fleets, who 
Trumbull, Detroit 8, Michigan, for complete information today. frequently overlook the importance of 


systematized maintenance and cost 





control 
9896 


American-Standard 


CONTROLS DIVISION 


Major elements of the Gulf TFM 
Plan include a 72-page manual which 
describes the benefits to be obtained 
from systematic preventive mainte 


nance and the way to establish a 
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We don’t say you'll sell a tankerful a week... 


aly Val, lemme] iS 





But we do say that when 
you pick up a Sunoco Heating Oil 
distributorship . . . 


You'll have your own territory to 
develop and profit from. 


You'll get day-to-day support from 
Sun and a liberal co-op plan. 


You'll be handling a competitively 
priced, quality-blended product. 


You’ll get oil when you need it. 


You'll have no trouble with an un- 
known brand name. 


Sunoco’s already a household word 
that means quality...to millions of 
people in Sun’s marketing area, in- 
cluding your heating oil prospects. 


Want to dig further into details on 
a Sunoco Heating Oil distributor- 
ship? 


In the U.S. write to A. L. Ander- 
son, Fuel Oil Department, Sun Oil 
Company, Philadelphia 3, Pa. 
In Canada: Write to C. B. Pitt, 
Sun Oil Company Limited, 85 
Bloor St. E., Toronto. 


PIONEERING PETROLEUM PROGRESS FOR 75 YEARS 
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Your customers will 


—/ 


: 


r 
¢ 
j 
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NEW... Miracle Burner...TWO STAGE. OPER- 
ATION . famous Tripl-ife iron and stainless 
steel ribbons . outstanding economy 
whisper-quiet. 











Famous Seal-Tite® cabinets in Hi-Boy, Lo-Boy 
and Counter-flow styles. Two-tone Frost green 





TWO thermostats... outdc 





thermostat adjusts burne . = P 
flame size to meet changing Not just another furnace . . . new distinctive, 


temperatures exclusive features make the Gasaver different 

. . set it apart from all other furnaces. Cus- 
tomers recognize, want and will buy the difference 
that is Gasaver. The Gasaver represents an en- 
gineering achievement, a positive contribution 
to modern home comfort. 


BE A WILLIAMSON DEALER... 

HAVE exclusive Gasaver...a tremendous ad- 
vantage over your competition 

PLUS exclusive Oilsaver in Hi-Boy, Lo-Boy 
and Counter-flow models 

Pius SUPER Series... a competitive line of 

Air Conditioning a quality units 

Gasaver is designed for summer cooling “Tita . mae 

SENIOA bioustlllatihy where required PLUS famous Seal-Tite® Duct, Pipe & Fittings 

PLUS the complete line of Williamson Air 

Conditioning units for residential or 
commercial installations 

PLUS a complete line of free literature, engin- 
eering aids, and selling plans... all 
dealer designed and tested 


COPYRIGHT, 1960 — THE WILLIAMSON CO. 


sano 
atl 





THE WILLIAMSON COMPANY 
3312 x 21 Madison Road, Cincinnati 9, Ohio 





I'd like more information on: 
WILLIAMSON Furnaces ([] Gasaver ([j Oilsaver (—] Super Series 
) Williamson Air Conditioning 
( Williamson Seal-Tite® Duct, Pipe and Fittings 


























Name. Title. 

Firm 

Address. 

City i ie 


Lo-Boy Model with Air Conditioning 








HI-RECOVERY 


()UNet auromAl( 


OIL FIRED WATER HEATER 


HAS 
TYPES 


OF 


HI-RECOVERY® 


rn ly, 








OIL | 
FIRED 
HOT 
WATER 


HEATERS | 

ea 
Glass Lined — 6 sizes 
30 gal. with 120 gal. hr. rec. 
50 gol. with 150 gal. hr. rec. 
70 gal. with 200 gal. hr. rec. 


Available with A.S.M.E. constructed tanks 
135-210 & 270 Gals. an hour recovery 


Copper Lined — 3 sizes 
30 gal. with 120 gal. hr. rec. 
50 gal. with 180 gal. hr. rec. 
65 gal. with 215 gal. hr. rec. 


Hi-Test Galv. — 4 sizes 


A.S.M.E. constructed 135 to 
300 gallon an hour recovery 


Twin Coil Jobs 


Up to 6,000 gal. an hr. rec. 


Swimming Pool Heaters 


Help prolong the 
swimming season 














Coast to Coast Distribution 


o 


QUIET AUTOMATIC 
BURNER CORP. 


33-35 Bloomfield Avenue 


U 





Newark 4, N. J. 





















. . « Manufacturers’ Activities 


maintenance program, lubrication 


charts and a set of maintenance re- 


cord forms Copies of the guide may 
be obtained by writing on company 
letterhead to Gulf Oil Corp., Dept 


DM, Gulf Building, Houston 2, Tex. 


New York 
showroom opens 
New York. has 


International Panorama of 


Crane 
CRANE COMPANY, 
opened an 
Products” showroom in New York at 
320 Park Avenue. Spotlighted will be 
the company’s line of heating, air 
conditioning, and plumbing products. 


Though Crane products will nor be 


sold at the showroom, architeccural 
engineering and other consulting serv 
ices will be available as will informa 


tion on local and world distributors 


Plans are now underway to open 


similar Crane showrooms in Chicago 


in the year 


and Los Angeles later 


Amprobe makes available 
instrument Demonstrator 


A NEW LIVE-ACTION demonstrator, 
featuring working models of the Am 


RS > a 


Amp obe 


volt-amp-ohmmeter, 
r cable 
been developed by the Amprobe In 


Lynbrook, L. I. 


probe 


and the tracer, has 


strument Ci 


The models, which have transpar 
ent bodies to reveal their working 
parts, are used to show how to test 
and trace typical circuits with thes« 


instruments 





McCullough is named GE 
Product Section Manager 
FORMATION of a General 
Electric Product Section, the Central 


THE new 
Air Conditioner Section, comprised of 
GE's Tyler, Tex., central aircondition- 
er plant and their Trenton, N. J., fur- 
nace plant, has been announced. 
Heading up the new Section is W. 
J. McCullough, who will have respon- 
sibility for both the Tyler and Tren- 
ton operations, and report directly to 
CW 
GE's Airconditioning Department 


Moeller, General Manager of 


New Catalog describes 
Rockwell Rotocycle Meters 


ROCKWELL ROTOCYCLE Meters for 
liquid metering applications are illus- 
trated and described in a catalog now 
Petroleum and In 


Rockwell 
Manufacturing Co., Pittsburgh, Pa 


available from the 
dustrial Meter Division, 

The catalog, P-100, may be obtained 
by writing the company at 390 North 


Lexington Avenue, Pittsburgh 8, Pa 


Hydronic home builder 
Promotion is Developed 
A NEW PROMOTION program to help 
builders merchandise hydronic homes 
has just been put into action by Bell 
& Gossett Co., Morton Grove, Ill. 


Materials available to builders in- 


terested in the promotion include 


ad copy and lay-outs; pub 


new Spape r 





From left to right, Bob Walshin, Flame- 
master Oilburners; Bob Schrieber, Bell & 
Gossett; and Ed Flickenger, Macdonald 
Miller, congratulating each other on their 


political successes. Schrieber and Flicken- 
ger have just been elected mayor and 
Trustee of Morton Grove, Ill., respectively. 
Walshin worked hard for their success. 
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Find Us Fast 
In The 


——7 7 G 


This emblem wants to work for you 


Whenever people see this famous emblem, 
they’re reminded to ‘find it fast’ in the Yellow 
Pages. And when you associate your business 
... your name... with this emblem, you’re 
reminding prospects to find you in the Yellow 
Pages when they’re ready to buy. So—if you’re 
advertising in the Yellow Pages now, it’s just 


dol 


good sense to display this emblem in your 
other advertising, on your business vehicles, 
at your place of business. And if you aren’t 
advertising in the Yellow Pages yet, it’s high 
time you did. Call the Yellow Pages man at 
your Bell Telephone Business Office for details 
on how you can put this emblem to work. 
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New, improved measuring chamber design plus © 

greater versatility in mounting and installation 
make GRANCO truck meters the 

Outstanding answer to fast flow operations for today’s 


ve fuel-oil industry. 
Borie dplcemen rotary principle, free from 
and reciprocating parts, provides 


re non-pulsating flow. Low pressure drop 
eliminates friction, minimizes wear, saves 
maintenance costs. Self purging meter chamber and 
dual-centered 5 blade action, perfectly balanced 
on a center shaft, assures uniform accuracy, 
— free performance. 
Sizes: 114” to 4” for iowe of 40 GPM to 500 GPM. 


GAANCO TRUCK PUMPS 

Rotary Type, Positive Displacement 

Here is the outstanding line that provides Jow 

tnitial cost, low operating cost, and low maintenance 

with high volumetric efficiency that enables a 
Granco pump to do the job of a much 


larger ordinary one. 
‘Get all the facts on Granco Truck Meters and Pumps 
— write to 


2017 MAIN. STREET, BUFFALO 14, NEW YORK 


OAKLAND 8, CALIFORNIA 

















indoor and outdoor 
signs; display pieces for specific loca- 
tions around the model house; a color- 
fully illustrated 20-page booklet, and 
give-away folders and brochures. 


licity releases; 


The company also offers the “Hy- 
dronic Team” plan, a technique for 
coordinating the plans of the home 
builder, heating installer, wholesaler, 
boiler representative and B&G repre 
sentative. 


New sales Aid announced 
by Mueller Climatrol 
MUELLER CLIMATROL, Milwaukee, 
Wis., has announced the avaiiabiliry 
of a slide presentation program for 
use by its dealer organization to sell 
prospects. Included in the program is 
a special slide viewer and a series of 
slide programs, complete with a pres- 
entation outline. 

Dealers are also offered the oppor- 
tunity to purchase any item needed to 
prepare slides for this program. Two 
different camera outfits and various 
slide films are offered as optional 
items. 


Neptune opens Office, 
Warehouse in Chicago 
A NEW DISTRICT sales office and 
warehouse to serve customers in Illin- 
ois, Michigan, Minnesota, the Dakotas, 
Wisconsin and Northern Indiana has 
recently been completed by Neptune 
Meter Company's Liquid Meter Div 
Located at 65 Scott Street, Elk Grove 
Village, Ill., the new one story building 
will also contain complete equipment 
for the testing and reconditioning of 
all sizes and types of the company’s 
meters. 


General Electric publishes 
two-way radio Bulletin 
GENERAL ELECTRIC'S Communication 
Products Department, Lynchburg, Va., 
has published a new bulletin, explain 
ing the use of two-way radio in busi- 
nesses where quick deliveries and 
speedy service is important. 
“Operation Profit” describes speed- 
dispatching with radio and shows how 
instant communications can reduce 
operating costs and . build business. 
The booklet is available without 
charge from Section P, General Elec- 
tric Communication Products Depart- 
ment, P. O. Box 4197, Lynchburg, Va 
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NEW BUCKEYE NOZZLE...SWIVEL. 


No. 125 FUEL OIL NOZZLE 

Available with either 1%” or 142” IPT inlet — with or 

without tube and with or without integral check valve 

@ Less than 10 lb. drop at 100 gpm.* 

@ Higher lift, seat diameter larger than outlet tube. 

@ Designed for 125 gpm flow rate. 

e@ Easy to open, easy to close because of hydrau- 
lically balanced design. No hammer or chatter. 


@ 4-notch replaceable guard permits easy control. 
*Tested on nozzle without internal check 


No. 126 SWIVEL. Available in 2 sizes—1%” and 112” 


@ Fully repairable: remove plug and ball bearings. 
Bearings and quad-ring seal easily replaced. 


@ Teflon and ball bearings for easy operation. 


Full pipe size opening at both ends. Female 
portion of swivel (hose end) is larger than hose 
coupling—easy to attach and detach. 


@ Increases hose life. Prevents kinks, twists and 
damaging tension. Allows hose and valve to turn 
independently. 


4, 
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. for low pressure-drop at high capacity 


@ Permanent lubrication of bearings; grease-sealed 
at factory. 


To you, time is money — and increased delivery 
capacity of your equipment adds to the number 
of stops your trucks can make per day. This new 
Buckeye combination is the only such system 
designed to give you low pressure drop at flow 
rates up to 125 gpm—-virtually an “open pipe” 
system. Write for more information or contact your 
Buckeye distributor. 


PRESSURE DROP 
AT INCREASING FLOW 
CAPACITIES 
Typical 142” 
fuel oil nozzie* 


nN 





New No. 125* (14%” and 
142” sizes—no difference) 


*Both less check valve 


INLET PRESSURE PSIG. 
Ww 





GALLONS PER MINUTE 


é.. BUCKEYE IRON & BRASS WORKS 
Box 883 ¢ Dayton, Ohio 
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SHAFT PROTECTION—new gun- 
metal-like treatment of shaft 
resists rust so the blower is al- 
ways easy to remove. 


FAST ROTATION CHANGE cuts 
your inventory in half. Simply 
reverse leads (A” to “B’’). 


AIR-SHIELD DESIGN 
heat swiftly, greatly reducing 
“trip-outs” that result in time 
consuming service calls 


transmits 


4-YEAR LUBRICATION at fact 
practically eliminates  reoilir 
Motor has doubled oil supply 


1} 


OLD STYLE . G-E FORM 6 
MOTOR MOTOR 


It’s that simple when you use 
General Electric oil burner motors 


General Electric oil burner motors will give years of re 
liable service on the oil burners you install, service, or build. 
These long-life motors help eliminate many call-backs and 
emergency service calls increase your customers’ satis- 
faction in you 


Here are five reasons why General Electric oil burner 
motors give long life: 1) four-year lubrication at the factory; 
2) special air-shield design; 3) rust-resistant shaft; 4) wear- 
resistant switch; and 5) moisture-resistant Mylar* polyester 
film insulation. 


All these extra-value features are yours when you specify 
E motors” on the oil burners you buy. They’re also ideal 
for replacement purposes. For more information, write Section 
722-09, General Electric Company, Schenectady 5, N. Y. 
ont Co 


Progress /s Our Most /mportant Product 


GENERAL @@ ELECTRIC 


* Registered Trade-mark of Du 
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JIM MURPHY, PRESIDENT of 
the Jim Murphy Oil Company. 


. 
oe! 


“Our Galional Desk Model Bookkeeping System 


Po Was fe 22-55 


fas $ 
re s 
\ 9 eee 
ee ee  . 
pays for itself every 8 months! —Jim Murphy Oil Company 
Aurora, Ill 
We never realized how beneficial National System, we have current in- Model Bookkeeping System saves us a 
mechanized bookkeeping could be for formation on all customer accounts total of $2,160 a year. This means that 
our business until we installed our both for delivery and service charges. it pays for itself every 8 months!” 
National System. With the National we As a result, we have reduced accounts 
save 100 hours a month in bookkeeping receivable by 12%. Recently we 
time and have better internal control changed our source of oil supply with- aa 
than we ever thought possible out disturbing customer accounts. This 
Previously we were dependent upon would have been impossible under our 
the bulk supplier for customer billing previous method President 
and accounts receivable. With our “We estimate that our National Desk Jim Murphy Oil Company 
time- and money-saving features of a National 
} r ( National Branch Office or Dealer or mail coupon. 
THE NATIONAL CASH REGISTER COMPANY, a cae eae Gee 
, Dayton 9, Chio 
Name 
pee ACCOUNTING MACHINES 
en ADDING MACHINES + CASH REGISTERS 
City Zone State ELECTRONIC DATA PROCESSING 
. 1039 OFFICES IN 121 COUNTRIES * 77 YEARS OF HELPING BUSINESS SAVE MONEY wer paper (No Carson Reauineo) 


51 


THIS NATIONAL SYSTEM pays for itself in less than one year. 



























OPULAR PENNYPINCHER 
POLLS 400,000th VOTE 


That’s the 400,000th Jobmaster 6, recently dropped into a Chevrolet Series 60 truck—and it’s also 
the 400,000th vote of confidence in a tough, tightfisted engine design that’s won high praise from 
truckers everywhere. Like its 399,999 predecessors, this Jobmaster 6 was built because there’s a 
tough job to do somewhere, with a tight-budgeted schedule demanding the utmost in stamina 
and economy to keep the books in the black. Under a program of continuing refinement since 
its introduction in 1954, the Jobmaster’s paid off big on its promise—this outstanding sales 
record proves it, and the record isn’t complete yet. As long as there are tough jobs to be done, 
or until a better way is found to do them, there’ll be Jobmasters powering Chevy’s lean-muscled 
middleweights wherever saving money matters most! 








@ Saving money on tough truck jobs demands top fuel 
economy for sure, and the Jobmaster’s free-breathing 
valve-in-head design and 8 to 1 compression add up to JOBMASTER 6 PERFORMANCE DATA 
261 of the busiest, most efficient cubic inches of displace- 
ment going. But that’s only the beginning—even more , So 
important on many jobs is the ability to take a beating, Displacement 261 cubic inches 
to keep on delivering the goods while holding downtime Bore & Stroke 3%” x 3'He" 
and upkeep at an absolute minimum. The Jobmaster’s Compression Ratio 80:1 
saving ways sae ranma eengne, oe a tightly Gross Horsepower 150 @ 4000 rpm 
coordinated combination of long-life, low-cost features. 

Valving, for example, is specially designed to stand Net Horsepower 130 @ 3800 rpm 
up under continuous high power output. Also, extra- Max. Gress Torque 235 |b-ft @ 2000 rpm 


duty-alloy bearings and full-flow-filtered lubrication help Max. Net Torque 218 Ib-ft @ 2000 rpm 
keep the wheels turning under the heaviest loads and in . 


the toughest treatment a truck can be expected to take. 
And there are many more money-saving features... 
why not get the details from your Chevrolet dealer soon? 


... Chevrolet Division of General Motors, Detroit 2, Mich. MODEL APPLICATIONS 
TRUCK SERIE 





Conventional Cab: 
C60 133, 145, 157, 175, 197” 19500 Ibs. 
C60-H 133, 145, 157, 175, 197” 22000 Ibs. 


Low Cab Forward: 
L60 121, 133, 145, 169, 175, 197” 19500 Ibs. 
L60-H 121, 133, 145, 175, 197" 22000 Ibs. 


Tilt Cab: 
T60 97, 109, 133, 145” 19500 Ibs. 
T60-H 97, 109, 133, 145” 22000 Ibs. 











1961 CHEVROLET STURDI-BILT TRUCKS <zZigprca 








heres your ANSWER 





To Buried Fuel Oil Tank Problems 


repairs rusted, 
GLASS corroded and 
leaking tanks 
ARMOR 


of all sizes. 


Private homes — factories — hotels— apartment houses— EFFICIENTLY...No messy excavating jobs needed to 

office buildings — bulk storage tanks, ete. remove old tank. 
QUICKLY. .. no interruption of heat service (a temporary ECONOMICALLY... lowest cost repair method known. 
hook-up can be quickly installed). ar 
PERMANENTLY ...Every GLASS ARMOR repair is 


SAFELY... no dangerous sparks or fumes. guaranteed for 20 years. 








3:00 P.M, GLASS ARMOR Resin and Fiber 
Glass applied to tank bottom and heads. 


rs 
1:00 P.M. Tank cleaned, bottom and 
heads ground down to bare metal with 
power grinder. 





10:30 A.M. Cutting out top plate with 
electric saw. 





C he You 
all You, 





? op 
Proble m 
, 





° ‘ ‘ 
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4:00 P.M. Dirt and sod replaced. Job 


3:30 P.M. Special hatch cover installed. 
completed. 20 YEAR GUARANTEE ISSUED. 
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MAKE 
MONEY 
IN OIL! 


HA-OB 
84,000 to 252,000 BTUH 


L-08 CF-OB8 
84,000 to 140,000 BTUH 84,000 to 140,000 BTUH 





One way —the risky way —is to buy a wildcat stock. But the sure way to make money in oil is to sell the only 
complete and completely new line of oil-burning furnaces ... all factory-assembled by American-Standard Air 
Conditioning Division with all these modern features: New Sectional Heat Exchanger— Makes the compact size 
possible. Air-pressure test and minimum-draft-loss design for maximum efficiency. ACD Oil Burner —Dealers tell 
us its service and performance records are unmatched. Combustion Chamber — All stainless steel, with all seams 
spot-welded. American-Standard Blower— Powerful, quiet, with capacity for add-on summer air conditioning. New 
De Luxe American-Standard Mercury Thermostat — Comes as standard equipment on all units. Every furnace is 
shipped factory pre-wired, pre-assembled and pre-tested, including burner. You just connect oil and electrical 
lines. As a result, every American-Standard oil furnace has ATTEN Sorter bent ee etal we snoennnn tees tana A Sans San Coe 
Underwriter listing not only on its components, but also as a / lm: 

complete unit. Get the data sheets and price lists from your a AMERICAN -Standard 
American-Standard Air Conditioning Division Distributor today. a> AIR CONDITIONING DIVISION 
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OIL UNITS 


HAVE THE CONTROLS YOU WANT... 
LOCATED WHERE THEY WORK BEST! 


New Luxaire Oil Fired Units have the Pri- 
mary Control furnished for installation on 
the flue stack — where you like it for easy 
access and service! 

For factory assembled and wired models, 
all internal wiring is completed and wiring 
leads are furnished to the Primary Control. 
In basement models, leads are provided for 
mounting of the Combination Fan & Limit 
Control on the plenum chamber! 

The combination of a Cylindrical Heavy 

ANOTHER 





New Series OW Assem- 
bled and Wired Base- 
ment units — 84,000 
through 140,000 Btuh 
— showing interior 
construction with fac- 
tory-installed wir- 
ing, refractory firebox 
and large-capacity air 
handling. 


Series 0 Unassembied 
Basement Units — 
84,000 through 
224,000 Btuh — de- 
luxe winter air con- 
ditioners, handsomely 
styled with vestibule 
and hinged door — 
easily handled and 
assembled. 








Gauge Heat Exchanger and Refractory Fire- 
box Liner—installed in most models at the fac- 
tory—provides quiet, dependable operation! 

The Standard Equipment Blower is big — 
sized for quieter heating performance 
and for the addition of air conditioning at 
minimum expense! 


If you want Oil Fired Units with the 
competitive qualities and prices that really 
satisfy your customers, see your Luxaire 
Distributor, today! 


New Series HO Assem- 
bled and Wired Upflow 
Units — 78,400 through 
112,000 Btuh — showing 
interior construction with 
factory-installed wiring, 
refractory firebox and 
sturdy, compact 
construction. 








Series OY-E Assembled and Wired Oil Horizontal 
Units — 89,600 through 224,000 Btuh — low, 
slender and compact with extra air handling capac- 
ity for air conditioning. 








2, 3, 4, 5 and 74% Ton 2 and 3 Ton Air 2, 3, 4 and 5 Ton 
Air Cooled Condensing Cooled Self-Contained Combination Year 
Units — Companion Plenum, Summer Air "Round Air Condi- 





Duct, and Counterflow 
Coils — Air Handling 
Blower-Coil Units. 


Conditioners — available 
with or without 
Evaporator Blower 


tioners — Oi! Heating 
— Air or Water 
Cooled Condensing 


THE C. A. OLSEN MFG. CO. 
ELYRIA, OHIO 
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The 1960-61 heating Season was a Scramble, 


but Who lost Money on Fueloil? 


Sales, Margins, Profits, 


all were High 


By Robert Gray 


HE SOMEWHAT unsettled sup- 

ply-and-demand picture in the 
oil industry today has been working 
to the advantage of the fueloil mark- 
eter. His margins and profits are the 
best that the industry has seen and his 
volume is holding a little better than 
even. 

This in essence is the highpoint 
coming out of the annual survey ot 
fueloil management economics pub- 
lished by FUEBLOIL & OIL HEAT 
through the past several years. The 
fueloil 


cooperation of the nation’s 


distributors in this effort is always 
very highly appreciated because they 
each have to get into their financial 
records of the past season, and this 
time they have answered more than 


a hundred questions on a confidential 


basis 


TABLE | 
The Sample Matches the Market 
BY NUMBER 
OF CUSTOMERS 


Total Their Actual 
Co.’s Share Market 
New ENGLAND 21% 17% 17% 
Mip-ATLANTI¢ 40 44 40 
SouTH ATLANTIC 11 13 6 
MIpWESs! 22 20 28 
PaciFic N.W 6 6 6 


This Percent 
of Companies 
Sells No. 2 Fueloil 100% 
Kerosene, No.1 76 
Sells No. 4 or No. 5 Residual 25 
Sells No. 6 Residual 11 
Sells Gasoline 38 
Coal 19 
Sells Oilheating Equipment 61 


Size of Companies 


Number of Percent Percent of 
Customers of Co.'s Total Volume 
Under 500 29% 8% 
500 to 999 32 18 

1000 to 1999 24 29 

2000 to 3999 11 27 

4000 & Over { 18 


The participating companies re- 
present quite a good cross section of 
the fueloil market as shown in TABLE 
|. Notice for example that while 
New England represents 17% of the 
country's oilburners in use it also ac- 
counted for 17% of all customers 
supplied by the reporting fueloil dis- 
tributors. Other areas do not tally 
the general 
matching is good. The last column 
100% because it 
of the market lo- 


cated in mountain and southwestern 


quite so closely but 
does not total 
omits some 3% 


states where oilheating distribution is 
so thin that it is impossible to get 
dependable coverage. 

The second portion of this table 
shows how fueloil distribution is 
blended with that of other products 
marketer's total 


in the activity. 


TABLE 2 
Seasonal Sales Volume Up 4.2% 


Seasonal Increased 
Fueloil Sales 
Volume Adjusted 
Increase for D.D. 
NEW ENGLAND 
Large Cities 9.7% 4.7% 
Medium Cities 16.0 10.7 
Small Cities 8.9 3.6 
All Cities 12.4 7.3 
MID-ATLANTIC 
Metropolitan N.Y. 6.1 2.3 
Other Large Cities 8.9 5.0 
Medium Cities 8.0 4.1 
Small Cities 9.1 52 
All Cities 75 3.7 
SOUTH ATLANTIC 
Large-Medium Cities $3.2 5.9 
Small Cities 98 12.7 
All Cities 1.9 7.6 
MIIDWESI 
Large Cities 0.9 2.8 
Medium Cities 9.7 6.3 
Small Cities 2.3 6.1 
All Cities $3.2 0.9 
PACIFIC NORTHWEST 
Large-Medium Cities 29 +53 
Small Cities 5.9 ! 
All Cities 3.1 +4.3 
All Sections 4.2% 3.8% 





There is still a remnant, for example, 
selling coal, and we find more than 
a third sell gasoline, particularly in 
the small cities and in the Midwest. 
Full detail on this appears near the 
end of the analysis in TABLE 26. 

This past heating season brought 
an increase of 4.2% in sales volume 
to the country’s fueloil distributors, 
and after this is adjusted for degree- 
days the net increase was 3.8%. 
TABLE 2 shows the score by sections 
of the country and by sizes of cities 
in each section. The largest gain was 
in New England and again, we found 
it was greatest in medium sized cities 
of that region. 

In the Midwest, there was a drop 
in business, but when adjusted to last 
season's degree-days there was a 
slight increase. The Pacific area 
showed better than a 3% drop in 
sales, but when the very mild winter 
was taken into account this changes to 
a better than 4% gain. 

Oil men were reasonably satisfied 
with their margins this past season as 
we see in TABLE 3. They were asked 
to indicate whether they thought 
margins were about right under com- 
petitive market conditions or too high 
or too low. There was quite a change 
from last year in the first two col- 


umns. The number thinking they 


TABLE 3 
Margins Are Good 
About Too Too 
Right High Low 


NEW ENGLAND 
Large Cities 83% 13% 4% 


Medium Cities 77 15 8 
Small Cities 72 28 
All Cities 78 10 12 
MID-ATLANTIC 
Metro New York 68 21 11 
Large Cities 79 11 10 
Medium Cities 64 32 4 
Small Cities 71 29 
All Cities 71 17 12 
SOUTH ATLANTIC 
Large-Med. Cities 7 22 
Small Cities 60 40 
All Cities 64 46 
MIDWESI 
Large Cities 70 13 17 
Medium Cities 80 4 16 
Small Cities 61 17 22 
All Cities 71 1 18 
PACIFIC NORTHWEST 
Large-Med. Cities 82 18 
Small Cities 34 17 49 
All Cities 70 4 26 
All Sections 1961 72% 12% 16% 
All Sections 1960 78 4 18 
All Sections 1959 68 4 28 
All Sections 1958 69 2 29 
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are about right dropped from 78 to 
72%, the number thinking they are 
too low went down two points to 
16%, but the number thinking they 
are too high went up prominently 
from four to 12%. 

When an oil man thinks his mar- 
gins are too high it can be for one of 
two principal reasons: (1) It allows 
too much leaway for discounts; (2) 
It encourages refiners to take more 
direct business. 

In studying the worksheets on this 
analysis there was not much difference 
in the margins of the three grades 
of opinion just explained. 

The ratio of new oilheating instal- 
lations to competitive fuels, gas and 
electricity, shows very little differ- 
ence from last year. Oilheating ap- 
pears to have gained 1%. The de- 
tail is in TABLE 4 and it indicates 
that New England is still our strong- 
hold for oilheating popularity with 


the South Atlantic states in second 


place. The third column showing 
electric heat has a figure for the whole 
country representing 4% of total 


automatic heating installations. This 
is not directly comparable with the 
previous year because last year we did 
not include electric heat in the ques- 
tioning, so the 1% represented vol- 
untary write-ins. 

Noticing that this table, as well 
as the two prior ones, divide each 
region into three sizes of cities it 
should be explained what they mean. 


TABLE 4 


New England strongly favors Oil 


RATIO OF NEW INSTALLATIONS 
Oil Gas E lec 
NEW ENGLAND 
Large Cities 56% 42% 2 
Medium Cities 65 34 l 
Small Cities 92 7 1 
All Cities 68 31 l 
MID-ATLANTIC 
Metro New York 24 75 | 
Other Large Cities 22 77 l 
Medium Cities 1] 57 2 
Small Cities 58 38 1 
All Cities 31 67 2 
SOUTH ATLANTIC 
Large-Med. Cities 50 33 17 
Small Cities 66 26 8 
All Cities 54 $1 15 
MIDWEST 
Large Cities 14 84 2 
Medium Cities 15 83 rs 
Small Cities 24 73 3 
All Cities 17 81 2 
PACIFIC NORTHWEST 
Large-Med. Cities 33 50 17 
Small Cities 25 51 24 
All Cities 31 50 19 
1961 All Sections 35% 61% 4‘ 
1960 All Sections 34 65 l 
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All through this 
study, a large city 
will be one con 
sidered as having 
250,000 popula- 


tion 


We gained from other Fuels 
We lost to other Fuels 


Atlantic 


oast 


Midwest 
Northwest 


or more: a New England 
‘ Mid- : i 
medium city has fid-Atlantic 
South 
25,000 up to Total East ¢ 
250,000 — inhabi a 
Pacific 
tants, while the All Sect 


small city is any- 


thing below that 





10ons 


10 Years Losses to all Fuels 


TABLE 5 

141,191 

133,572 
Total 
SOOT 10 commen [060-61 
Gas Coal Electric Season 
5,191 55 497 5,743 
24,066 694 602 25,362 
4.451 $2 2,668 7,151 
33,708 781 3,767 38.256 
76,960 566 1.819 79,345 
9,424 99 6,448 15,971 
120,092 1,446 12,034 133,572 








; i $3,572 or 14% of total operating 1961! 
The fine showing 129,267 or 1.4% of total operating 1960 
‘ 109,262 or 12 of total operating 1959 
made by New 98,023 or 1.1 of total operating 1958 
England in this 133,352 or 1.5 of total operating 1957 
i 90,137 or 1.1 of total operating 1956 
TABLE 4 can be 76,067 or 1.0 of total operating 1955 
, 55,604 or 0.8 of total operating 1954 
a é ne : 
ttributed to a lot 16,065 or 0.7 of total operating 1953 
of reasons. It has 32,734 or 0.6 — of total operating 1952 
2 10 > ,0ree 
the highest degree Losses to Other Fuels 
of oil heat satura Shown as Percent of Total Oil Users 
tion. This in turn 1959 1960 1961 
New England 0.45° 0.35% 0.39" 
has brought the Mid-Atlantic 0.60 0.53 0.63 
° a 
development of South Atlantic 0.92 0.66 1.04 
, All East Coast 0.59° 0.50% 0.58 
many large fuel- 
. Midwest 2.41 3.20 9R5 
oil distributors Pacific Northwest 1.49 1.77 2.11 
smart enough to All Sections 1.18 1.37% 1.36 
know that the fin 
est Customer sery 
ice is mandatory at every point. New In TABLE 5 this situation is out- 
England has the highest average mar- lined by fuels and by sections. Then 


gins, partly because these strong com 
panies are in position to negotiate. It 
has the highest volume of advertising 
investment in the cooperative advertis 
} 


It is farthest remove: 


ot 


ing campaigns 


from the gas fields any Eastern 


market so gas heating rates are higher 
This in itself is not too much of a fac- 
tor because 


price 1S unimportant 


within modest differences if the 


customer is not happy with oil heat 


The South Atlantic showing is in- 


fluenced this year more than usual 
ly by a considerable number of 
Florida marketers that came along 


to help in the study. They are quite 


a vigorous lot 


and have consider 
able bearing Southeast figures 
Our 


to other 


f oilhe ating customers 


loss ( 


fuels was just slightly lar 
the 


other, 


last heating season than 


of 


ger in 


in any but not in percent 
total customers being served by the 
Gas 


trouble in 


industry heating gives us the 


most that direction, re- 


presenting about ten times our losses 


to electric heat 


there is a roundup of the past ten 
years showing the trend. 
Of course, we gained more from 


other fuels than we lost, but our 


principal gain was from coal. We did 
pick an estimated 10,185 


up cus- 


tomers by replacing gas heat. This 
is not shown in detail this time be 
cause it was published in our Jan- 


1961 


ties of the calendar year 1960, while 


uary issue and covers activi- 


this present study is aimed at the 
summer-to-summer heating season of 
1960-61 

It is odd still lose a few 


that we 


customers to coal, mostly to anthra- 


cite in the general Pennsylvania 
area. 

In the lower section of TABLE 5 is 
a three year record of losses to other 
fuels by regions, designed to high- 
with the dif- 


Midwest 


a general rule because 


light the areas most 


ficulty. In the the losses 


are high as 
gas is cheap and much of the fuel- 


by full-line 


jobbers who do not sell or service 


oil is sold petroleum 
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burners. The problem in the Pacific 
TABLE 6 
Fueloil Has Stronger Margins 


WITH BULKPLANT —_— WITHOUT BULKPLANT — 


Northwest is accentuated by the 
need of the gas pipelines coming a 


] 








great distance an being forced to Large Medium Small Large Medium Small 
k ; et a ia Cities Cities Cities Cities Cities Cities 
a tee ly Wee eee New England 5.19¢ 4.47¢ 4.77¢ 5.01¢ 5.01¢ 4.59¢ 
to justify the pipeline investment Metro. New York 4.66 4.45 
: Other Mid-Atl. 4.56 3.95 4.13 4.08 3.87 4.40 
The margin levels for the past sea South Atlantic 4.54 4.02 3.47 
son on No. 2 fueloil are substan Midwest 4.87 4.90 4.51 
Pacific N.W. 5.67 5.47 5.70 
tially higher than the year before 
TABLE 6 shows what we found out TABLE 7 


} 


fueloil dis 
tributors on the higher margin rates 


mentioned 


from several undred 


Margins vs Costs 
1. By Geographic Regions 
New Metro Other South Mid. Pac. All 
Cents per Gallon Eng. N.Y. Mid. Atl. Atl. West N.W. Sec. 


previously 


It shows margins for the typical 


. , Bulkplant Cost A2¢ 25¢ 24¢ 32¢ 38¢ 20¢ .29¢ 

companies having their own bulk Delivery Cost 1.20 1.37 1.20 1.10 1.35 1.61 1.29 
plants, and in three regions for those Selling Cost 58 55 59 AA 57 A$ 51 
: es General Overhead 1.20 23 1.00 51 4 1.32 1.01 

that operate without bulkplants. The Fotal Cost 3.40 3.40 3.03 2.37 3.14 3.56 3.10 
high and low spots are naturally un Margin with Bulkplant 1.87 1.66 27 3.88 4.81 5.53 4.60 
Profit 147¢  1.26¢ 1.24¢ L.5l¢ 1.67¢ 1.97¢ 1.50¢ 


derstandable to those operating in 
Margin without 
Bulkplant 1.9] 1.45 4.10 4.45 


Profit 1.93¢ 1.30¢ 1.3l¢ 1.49¢ 


the particular markets where they 


prevail. There were quite a few re 


ports which showed margins above 














5¢ and some above 6¢. The 2. By Three Sizes of Cities 
weighted average level of 4.60¢ is an Large Cities Medium Cities Small Cities 
3 Bulkplant Cost .28¢ 33¢ 27¢ 
all time high for the industry as a Delivery Cost 1.31 1.13 1.43 
whole and compares with 4.13¢ a Selling Cost 55 42 53 
s General Overhead 1.17 87 89 
year eariier Total Cost 3.31 2.75 3.12 
¥ i : P 9 . 
One explanation for this is that Margin with Bulkplant 4.82 4.45 4.47 
, f lar] Profit L5l¢ 1.70¢ 1.35¢ 
€ reriners are particularly anx Margin without 
ious to hold their 20K rd accounts and Bulkplant 4.44 4.21 4.46 
Profit 1.41¢ 1.76¢ L.6l¢ 
get new ones in view of the fact 
that fueloil net-back is more favor 
ble than that of gasoline in many 3. By Five Sizes of Companies 
silat Re, ies Bee mite ——_______ NUMBER OF OIL CUSTOMERS 
lark S AIS CI Ss é COLT , 
Under 500 1,000 2,000 4,000 
ion that fuel growth is slower 500 to 999 to 1.999 to 3.999 and Over 
, Cee ct al Bulkplant Cost t1¢ 35¢ 26¢ 36¢ .26¢ 
I NS We \ nis ow - € 
) : - : Delivery Cost 1.22 1.17 1.28 1.21 1.26 
rin strong desire to get as iny Selling Cost 39 44 48 67 61 
ss bl. f _— ve General Overhead 98 90 1.02 1.01 1.05 
a a Votal Cost 3.00 2.86 3.04 3.25 3.18 
books Margin 4.57 4.39 4.36 4.62 4.86 
a ca a ae Profit L.57¢ 1.53¢ 1.52¢ 1.37¢ 1 .68¢ 
f n candidly 
’ f on a , 4. By Five Years’ Comparison 
, 1957 1958 1959 1960 1961 
$ to sup} em in a period Bulkplant Cost 27¢ 2R¢ 20¢ Si¢ 29¢ 
: ine | en Delivery Cost 1.10 1.21 1.24 1.23 1.29 
\ Selling Cost 39 39 A4 A5 51 
, Ip ItaDi¢ General Overhead 88 6 96 97 1.01 
I — os rotal Cost 2.64 2.84 2.98 2.96 3.10 
Margin 3.79 4.11 4.25 4.13 4.60 
‘ I Profit 1.15¢ 1.27¢ 1.30¢ 1.17¢ 1.50¢ 
if p ed 
t al In 
he f by ge company without a bulkplant is usual- into the three sizes of cities in which 
£10! prot w Ut ly operating in a tidewater community they operate. This provides some in- 
where land values are very high and teresting detail and lets the individ- 
f 1 we it is found more economical to load ual marketer make better compar- 
nus industry pattern prevalen at another company’s terminal. Some isons with his own experience. This 
in New England and often explained of these companies without their own is carried one step further in the 
in other years in this annual round plants run as high as two dozen trucks third section of this table where we 
up. Th verage operator here or more and their volume lets them separate all the companies by their 


without bulkplant has a larger mar 


gin than those with bulkplants 





buy under most favorable conditions. 


Next we break down the group 


relative size based on their number 
of No. 2 fueloil customers. 
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An individual marketer by re- 
ferring to the spots that apply to 
him in the first three portions of 
TABLE 7 can check his own results 
quite effectively. For example, if he 
is in a medium sized city with 800 
furnace oil customers and located in 
the Midwest, he would find in the 
tables delivery costs of 1.13¢, then 
1.17¢ and 1.35¢. The average is 
1.22¢ and if his own experience is 
fairly close to that, he is in step with 
other companies in a similar situation. 

In the fourth portion of TABLE 
7 we show a five year history of 
costs and profits, based again on No. 
2 heating oil. It should be men- 
tioned that all figures representing 
profit mean profit before income 
tax. Sometimes the point is raised as 
to what adjustment is made for the 


salaries of the proprietors in the 
profit calculation, the answer is, of 
course, none. We do know that 
some oil men try to get most of 
their profits in their salaries where 
the ownership is in very few hands 
We do not consider that situation in 
this annual study, because there are 
sO many companies represented that 
the general industry practice would 
pretty well level out between the 
seasons. 

A prominent item in fueloil dis 
tribution costs is the driver wage. 
This is shown in TABLE 8 by city 
sizes and by regions. Notice that 
we show for each group “best men’ 
and “lowest”. This needs explana 
tion. We asked each company to give 
us his rate for his best man and his 


lowest cost driver. The figures then 








TABLE 8 
Driver Wages Level Out 

— LARGE CITIES ————— MEDIUM CITIES ————SMALL CITIFS — 

Best Men Lowest Best Men Lowest Best Men Lowest 
New England $2.20 $2.01 $2.05 $1.73 $1.95 $1.74 

Metropolitan N.Y. 2.53 2.24 

Other Mid-Atlantic 2.17 2.03 2.11 1.84 1.88 1.75 
South Atlantic 1.79 1.37 1.66 1.25 1.59 1.39 
Midwest 2.72 2.46 2.22 2.07 1.98 1.70 
Pacific Northwest 2.87 2.62 2.56 2.51 2.39 2.24 
1961 All Sections $2.43 $2.20 $2.14 $1.91 $1.95 $1.76 
1960 All Sections 2.41 2.19 2.14 1.92 1.88 1.74 
1959 All Sections 2.42 2.20 2.09 1.86 2.00 1.85 
1958 All Sections 2.28 2.18 1.98 1.79 1.82 1.67 
1957 All Sections 2.21 2.05 1.90 1.68 1.73 1.56 
1956 All Sections 2.14 1.98 1.93 1.68 1.75 1.56 
1955 All Sections 1.91 1.72 1.70 1.49 1.65 1.36 
1954 All Sections 1.97 1.80 1.75 1.65 1.77 1.62 
1953 All Sections 1.78 1.47 53 1.37 1.58 1.49 
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represent the averages of all report- 
ing companies at these two levels. The 
ear table also shows an eight year pro- 
« 20 gression of wage rates with not very 
5 > much change in this year compared 
7 2.50 to last. 
= 2 Of course, going back seven years 
A 2.30 there has been an increase of 37% 
< 2.20 in large cities for best men and 50% 
2 2.10 for lowest men in those cities. These 
a cee are typical of the long range cost 
. al increases in the several categories. 
Ws 70 TABLE 9 shows the seasonal na- 
= 160 ture of this work with only half of 
Ww 1.50 drivers being employed throughout 
= 1.40 the year. This is considerably better 
= seer —e sz than it was at one time. The record 
ar ae i. ee I RR I SR SS. in small cities for full year employ- 
TOTAL COSTS IN CENTS PER GALLON ment is the best, the principal reason 


being that fueloil marketers in these 
communities are often in the gaso- 
line business where the peak season 
is in the summer. 

Among the larger cities, the 
Pacific Northwest has the best rec- 
ord in being able to hold men through 
the warm months. 


TABLE 9 


Half of Drivers Work All Year 
Me- 
Large dium Small All 
Cities Cities Cities Cities 
New Eng. 53% 46% 82% 58% 


Metro. N.Y. 41 41 
Other Mid-Atl. 54 36 70 53 
South Atl. 37 37 R4 49 
Midwest 48 °% 67 45 
Pacific N.W. 61 61 77 65 


All Sections 49% 37% 73% 51° 
Only about a fifth of the industry's 
fueloil drivers are members of unions. 
One reason is that the average com- 
pany has only a few such men and 
drives for organizing are difficult out- 
side of the large centers. On the other 
hand, fueloil drivers are relatively well 
paid and because of their frequent 


contact with the customers they are 


TABLE 10 
Driver Incentives 


Percent 
of Companies Percent 
Using Union 
Incentives Drivers 
New England 14% 52 
Metro. N.Y 9 36 
Other Mid-Atl 18 7 
South Atl. 41 3 
Midwest 31 23 
Pacific N.W 29 5 
All Sections 25% 20% 
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pretty well selected for personauty 
traits, which means that they have 
harmonious relationships with em- 
ployers. The detail is in TABLE 10 
which also shows the percent of 
companies that have some type of 
incentive income plan for their driv 
ers 

In asking this question, we made 
clear that this did not relate to typi 
cal overtime pay arrangements, but 
rather to extra pay for high efficiency 
in delivering oil. There is a lot of 
interest among the dealers for plans 
for incentives as indicated by the in 
quiries made on this subject, so the 
outlooks is that more will be 
adopted 

Fueloil distributors are strong in 
the oilheating service business as will 
be shown later in TABLE 27. We 
see, however, in TABLE I11,_ the 
amount that oil customers actually 
spent with the companies for me- 
chanical service during the past heat 
ing season. It is true that the aver 
age service contract sold for $25 as 
outlined in the May issue of FUEI 
OIL & OIL HEAT, but on the other 
hand many customers without con- 
tracts spent less 

They obviously got less service 
than the contract customers, but be 
that as it may, their-out-of pocket 
cost was under $18 and this included 
parts. This figure comes from divid- 
ing the total service department in 
come of several oil companies by 
the number of customers on their 
service lists. You'll notice it was a 
little lower in the past season than 
the year before. Apparently this was 
due to the pressure of competitive 
fuels which require less service than 
oilheating 

An interesting activity in the past 
few years has been the cooperative 


advertising for oil heat sponsored by 


TABLE 11 


Customers Spent $17.86 for Service 
Cash Outlay 
for Service 
per Customer 


New England $16.21 
Mid-Atlantic 20.96 
South Atlantic 17.54 
Midwest 14.57 

Pacific Northwest 17.68 
1960-61 Season $17.86 
1959-60 Season 19.54 





groups in which 
the dollars they 
raise were 
matched by re- 
finers on an equal 
basis. This activ- 
ity, formerly NFC 
but since June 1 


New England 
Metro. N.Y. 
Other Mid-Atl 
South Atlantic 
Midwest 
Pacific N.W. 
1961 All Sec. 
1960 All Sec. 


under the Nation- 
al Oil Fuel Insti- 
tute, is now in its 
seventh year with 





Companies Advertise More 


COMPANY ADVERTISING — COOPERATIVE ADVERTISING - 
Avg. Spent 

By Them per 
Customer 


TABLE 12 


Percent of Avg. Spent 
companies By Them per 
Participating Customer 


$2.34 63 % $0.36 
1.68 77 0.34 
1.74 51 0.39 
1.71 77 0.28 
2.04 51 0.33 
2.52 77 0.66 
$2.02 61% $0.38 
1.87 57 0.37 








more than 80 
campaigns East of the Rockies. 

At the same time there is a sep- 
arate large campaign in the Pacific 
Northwest which is now in its eighth 
year. TABLE 12 brings some -in- 
teresting measurements of these ac- 
tivities. In the first column, we see 
the average amount spent by the re- 
porting fueloil distributors on ad- 
vertising during the past heating 
season related to the individual 
customer being served. The overall 
average of $2.02 is a good increase 
from $1.87 of the year before. 

The other two columns of this 
table relate to the cooperative ven- 
tures to advertise and promote oil 
heat. First we see that 61% of all 
reporting companies are sharing in 
the cost of these campaigns, and 
while this study naturally did not 
cover all companies it is well repre- 
sentative of the good operating level 
of the industry. 

In the last column, we see that 
supporting these 
campaigns invested an average of 38¢ 
for each customer on their books — 
a slight rise from the previous sea- 


the companies 


son. The regional figures are inter- 
esting. Most of the NOFI areas made 
fairly similar investments per cus- 
tomer, but in the Pacific North- 
west they put im twice as much 
at the dealer level. All of this was 
equally matched by refiners in all 
sections, but in the Northwest the 
contributed 
gallon to the 
Equipment Allowance Program. 


refiners in addition 


1/10th cent per 


We get so many stories about ma- 
jor oil companies buying local fuel- 
oil distributors that we always ex- 
pect to see their share of the total 
retail market take quite a jump. 
Strangely it does not. We don’t know 


enough of the reasons to offer a 
good explanation, but during the 
past ten years the share of the No. 
2 oil market sold direct to consum- 
ers by majors and their subsidiaries 
has ranged between 22% and 25% 

. this year it is 24%. 

TABLE 13 shows this by areas and 
it also points up the portion of deal- 
ers and distributors that show major 
brands on their trucks. This year's 
figure of 64% is the highest we 
have encountered and demonstrates 
that this practice may be gaining. 

On the other hand, the average 
size of the companies participating 
this year is 12% smaller than the 


TABLE 13 
Market Influence of Majors 
Percent 
Of Total 
No. 2 
Fueloil Dealers 
Sold at Show 
Retail by Major 


Majors Brands 

New Eng. 19% 52% 
Metro. N.Y. 12 50 
Other Mid-Atl. 17 74 
South Atl. 18 68 
Midwest 43 71 
Pacific N.W. 15 62 

All Sections 24% 64% 
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average company last year, so that 
could account for some shifting in 
the brand emphasis. 

In TABLE 
new calculation this year. 
see the regular listing of the per- 
cent of companies that operate their 
own bulkplants and this changes 
little from year to year. The new 
measurement the fourth 
umn where we have divided 
bulkplant capacity by the number of 
customers and find 
age distributors has bulk capacity 
of 114 gallons for each No. 2 fuel- 
oil customer. This that 
turns over his shell capacity in sales 
about 14 times a year. 


14, we have another 
First we 


is in col- 


the 
the 


that aver- 


means he 


There are very real differences by 
sections of the country. The Pacific 
Northwest is inclined to have small 
storage which might be considered 
relay tanks. Transports fill them 
every night from tidewater terminal 
storage. The winters are fairly open. 
Also, the principal population is in 
tidewater cities so that this overnight 
practice has become well established. 


The South Atlantic region has 
small storage per customer for 
somewhat similar reasons. The sea- 


sons are mild and the roads usually 
open for frequent transport deliver- 
ies from water terminals or pipe- 
lines. 

The traditional TABLE 15 
the customers of all types per dealer 
in this study and then in the lower 
portion shows the gallons sold per 
customer of the various oils. Notice 
that No. 2 oil shows 1,444 gallons 
per residential but when 
we take account of the small com- 
mercial and apartment user of that 
same fuel it the combined 
average for last season to 1,575 gal- 
lons. 


shows 


customer 


raises 
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TABLE 15 
1,402 Customers Per Average Dealer, No. 2 Oil 
Neu Metro Other South Mid- Pac. All 
Eng N.Y Mid-Atl. Atl West N.W. Sec. 
No. 2 Residential ] 234 1,702 1.248 1.488 1,086 1,638 1,331 
No. 2 Com’l. Apt. 114 54 65 96 65 45 71 
Kero. No. | 204 106 151 820 2°64 338 241 
No. 4-5 Resid. 87 18 1] 26 24 74 35 
No. 6 Residual 72 18 13 17 17 20 25 
1,575 Gallons per Customer No. 2 Oil 
New Metro Other South Mid- Pac. Sec 
Eng. VY Vid-Atl {t/ West NW. All 
No. 2 Residential 1,628 1,886 1501 1,048 1,217 1,042 1,444 
No. 2 Com’l. Apt 5,060 6,005 4,516 2,997 1.279 §=2,167 4,508 
Comb l'ypes 
No. 2 1,918 1,837 1,651 1,161 1,390 1,073 1,575 
Kero. No. | 724 794 1,024 658 779 785 820 
No. 4-5 Oil 14,150 
TABLE 16 
6!/2 Trucks Per Typical Distributor 
Trucks Operated Large Medium Small All 
Per Distributor Cities Cities Cities Cities 
No. 2 Oil +.9 4.9  & | 4.4 
Kero. No. 1 Oil 2.0 2.1 1.7 2.0 
Residual Oil be 2.5 1.9 2.4 
Over-The-Road Transports 2.8 3.6 1.6 | 
All Types 7.0 78 3.8 6.5 
AVERAGE GALLONS PER DROP 
Neu Vid South Mid Pacific All 
England Atlantic {tlantic West N.W. Sections 
No. 2 Oil 188 198 192 19] 2138 195 
No. 1 Oil 67 117 88 132 78 107 
No. 4-5 Residual 3068 3465 1833 1594 1260 3417 
No. 6 Residual 1482 1965 1001 5125 1610 1568 
England was highest, but Metro of the reporting companies had No. 2 
politan New York a close second oil trucks not all had the other types 
Its climate is warmer than the aver For example, where we show 24 re- 


New 
New York dealers supply No. 
blocks of 


abov e 


in England, but a k 


age 


to small stores and 


ments them which call 
more gallons than 
while they represent the same 
eral type of business. 


The South Atlantic figures on 


t oF 


? oil 


apart 


for 


a typical home, 


gen 


fur 


nace oil are lower than in previous 


seasons and this has been influenced 


Florida 


that 


the 


by 


mentioned, 


group, 

is cooperating 

year on a stronger basis 
TABLES 16 som 


and 17 list 


previc yusly 


this 


e of 


the characteristics of the industry's 








In this total No. 2 usage, New fueloil trucks. In Number 16, we 
see that the re- 
mene $4 porting company 
Bulk Storage 114 Gal. per Cust. has an average of 
Bulk S ; P 
- PERCENT HAVING BULKPLANT - Gallons 6.5 trucks. Of 
No. 2 these 4.4 trucks 
yy oy — — were used for No. 
t 1 ua us ; o 

New England 58% 53% 5% 155 2 oil. The others 

Mid-Atlantic 74 55 5 137 were used for N 
South Atlantic 97 93 17 57 : ‘ 
Midwest 85 84 4 92 1 or residual or 
Pac. Northwest 88 76 25 38 over-the-road 

i 57 % % : 

es rake _ nis se transportation. All 
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sidual trucks that was the average of 
only those companies engaged in that 
activity. 

The lower part of TABLE 16 shows 
the average gallons per drop of the 
several varieties of fueloil. The key 
195 gallons, 
all 


of the country. This would be high 


figure there is repre- 


? 


senting No. 2 fueloil in sections 


if we were thinking only of 275 
gal. tanks. Actually, the average 
tank size in the nation is 361 gal- 


lons as you will see in TABLE 18. So 
the true average drop was just 54% 
of 
variations by 


total tank capacity. There are 


sections if you will 
compare all of the drop sizes in this 


table with the average tank sizes in 


TABLE 18 
Coming back to TABLE 17, we 
show the popular truck sizes by 


all regions and city sizes. The final 


column showing average - regular 
truck size does not include the semi- 
trailers. There is a continuing an- 


This 


year’s average for all cities and all 


ber 


nual increase in truck sizes. 




















— 
TABLE 17 
Industry's Average Fueloil Truck, 1,774 Gallons 
Average 
City Siz Under 1,000- 1,500- 2,000- 2,500 Semi- Regular 
1,000 1,499 1,999 2499 & Up Trailer Truck 
ENGLAND 
Large ¢ les l l 12 56% 29% 7% 2,140 
Medium Cities } l 33 29 14 9 1,932 
Small ¢ ies 10 8 °6 15 5 6 540 
All Cities j 2 23 28 18 7 1,917 
il ATLANTIC 
Metropolitan New York ; 14 16 25 28 14 2,090 
Other Large Cities 6 a ‘1 16 15 10 1,790 
Medium Cities } 12 25 17 24 15 2.056 
Small Cities i 25 19 9 13 1.709 
All Cities f 26 19 19 13 1,898 
1H ATLANTIC 
Large-Medium Cities 17 . 28 5 4 9 1,386 
Small Cities 6 9 15 7 1,545 
All ¢ ies 14 6 i] 8 2 g 1,431 
DW ST 
Large Citic | 23 $5 4 i 1,746 
Mediu ( s 6 2 46 13 8 1.565 
Sn ( 1 6 5 8 1,330 
ALL Citic 6 { 32 20 4 6 1,591 
rl NORTH I 
Large-Medium ( ( 24 17 2 1 1,522 
sm ( r ( 16 2 2 3 ] 282 
All ¢ 6 { »9 13 2 3 1,455 
ALL SECTIONS ay 4 | 13 9 1,774 
New Trucks Will Be Larger Again 
1000- 1500- 2000- 2500 Average 
1499 1999 2499 & Over Size 
New Engl 6 ‘ 39%, 32% 2216 
Mid-Atlar : 18 70 2552 
South Atlan 10 20 70 1855 
Midwes | 21 54 12 2005 
Pacific N.W 19 28 1745 
ALL SECTIC X 36 36 2231 
TAL 18 
361 Gallons Size of Average Tank 
Vet Vid South Mid Pacific All 
in ¢ / Vv.) tl 1tl West N.W. Sections 
Below 201 29 % 11% 18° 8% 
900-330 x4 ) RO) 4] 73 57 70 
17 26 g 22 10 12 14 
0/59 l 3 l 12 2 
1 O00 14 } 5 5 l 6 
Gallons Avg 59 342 357 336 344 361 
of Is rep Bracket pricing is used by half of 
cks in use he lowe the nation’s fueloil distributor. It is 
f it same TABLI quite popular in all sections of the 
ie trucks going buy country except South Atlantic as 


pacity of 2,23 lons 

You'll notice, for example, that 
the most popular size for trucks now 
in use 1s in the 100 to 2,000 
brackets while the new ones to be 
bought show almost three-fourths of 
them above 2,000 gallons The 


economy in larger trucks has often 


been demonstrated in 


gested areas or in 


highly con 
neighborhoods far 
bulkplant. At the 


time, there are 


removed from the 


Saine many situations 
where a smaller truck serves as well in 


point of output related to costs 


shown in TABLE 19. The usual price 


break is between customers having 
275 gal 


550 gal 


storage and those having 


tanks or larger. In 
markets the break comes at the 400 
The 


is most commonly a half cent re- 


some 


gal. delivery level. differential 
duction for the larger tank capacity 


or the larger drop. Some dealers 
have always felt that there is little 
saving in supplying only incidental 
larger tanks. They feel that to get 
a real saving they need an area with 
a strong percent of 550 tanks and 


larger. 





Tcday’s margins would appear tc 
encouvage the drep size differentials 
and they are undoubtably are here 
tO stay. 
three- 
fourths of the nation’s No. 2 oil cus- 
tomers, with the highest level being 
reached in the Metropolitan New 
The Northeastern section 
very 
the popularity of the 
audible fill signal as shown in the 
second column of TABLE 20. 


Automatic deliveries serve 


York area 


of the country also leads 


strongly in 


Both the automatic delivery or de- 
gree-day system and the fill signal 
have been with us for quite a long 
time. However, in the third column 
of TABLE 20, we see the measure of 
a newer activity that is gaining pop- 
More 


fourth of the fueloil distributors now 


ularity very fast. than one- 


compute the customer tickets in 
number has 


doubled in the past two 


their offices and this 
years. A 
traditional practice of having the 
driver figure out the ticket and leave 
it at the house has been losing pop- 
ularity because the oil companies 
have learned that it is much cheaper 
to have an inexpensive office girl 
make out the ticket from the meter 
slip on a calculator indoors. 

There is one notable exception 
that may soon affect this trend. And 
that, of course, is the new comput- 
being marketed by 


Lockheed that calculates and prints 


ing register 


the extensions automatically while 


the ticket is still in the meter regis- 


TABLE 19 
Half Use Bracket Pricing 
Large Med. Small All 
Cities Cities Cities Cities 
New Eng. 75% 69% 52% 67% 
Metro N.Y 48 48 
Other Mid-Atl. 39 42 51 43 
South Atl 15 15 12 14 
Midwest 65 50 33 52 
Pacific N.W. 81 81 80 81 
All Sections 56% 51% 46% 19% 


TABLE 20 
Automatic Delivery Refinements 
PERCENT OF 
FUFLOIL USERS 


Auto- Companies 
matic Have Compute 
Deliv Fill Tickets 


ery Signal in Office 


New England 80% 85 % 36 % 
Metro. N.Y. 90 75 26 
Other Mid-Atl. 85 86 18 
South Atl. 47 12 24 
Midwest 62 41 $8 
Pacific N.W. 60 2 
1961 All Sec. 74% 62% 27% 
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ter. It will be a very interesting de- 
velopment to watch along with this 
trend to taking the pencil away from 
the driver. 

TABLE 21 
popularity in two-way radio com- 
munication. At the stare of this 
heating season there are something 
over 14,900 oil trucks equipped with 
two-way radio plus more than 8,000 
oilheating service trucks operated by 
oil companies having this equip- 
ment. There are additional service 
trucks, naturally, with the radio fea- 
ture operated by oilheating dealers 
not in the fueloi! business. 

The sectional usage of these fa- 
cilities shows some significant vari- 
ations. New England and the Mid- 
Atlantic areas having 57% of the 
nation’s oilburners have 45% of the 
oil trucks that are equipped with 
radio and 72% of the service trucks 
with the two-way communication. 

A growing number of fueloil dis- 
tributors uses tight-fill systems at the 
customer's home to make it possible 
for them to adopt relatively high 
pumping speeds. In TABLE 22, we 
measure the popularity of this sys- 
tem by the several sizes of cities in 
the New England, Mid-Atlantic and 
Midwest markets. There was not 
enough response on these questions 
in the South and Far West to use 


shows the degree of 


TABLE 21 
Radio Communication Grows 


NUMBER OF TRUCKS 
WITH 2-WAY RADIO 


Oil Service 
New England 2,154 1,491 
Mid-Atlantic 4,350 4,446 
- South Atlantic 1,414 852 
Midwest 3,597 1,011 
Pacific Northwest 2,691 414 
All Sections 14,206 8,234 
TABLE 22 
Tight Fill Systems 
Percent of Percent of 
Companies Customer 
Using Connections 
NEW ENGLAND 
Large Cities 69% 88% 
Medium Cities 67 84 
Small Cities 56 22 
All Cities 69 79 
MID-ATLANTIC 
Metro. N.Y. 62 53 
Other Large 67 68 
Medium Cities 78 
Small Cities 39 37 
All Cities 61 61 
MIDWEST 
Large Cities 39 22 
Medium Cities $3 16 
Small Cities 24 12 
All Cities 34 18 
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their answers. The tight-fill has 
popularity in 


New England, but it is quite prom- 


reached its highest 
inent in the Mid-Atlantic states also. 

This table has a direct relation 
tO TABLE 23 where pumping speeds 
are shown by sections of the country 
and the totals compared with the 
season before. The average pump- 
ing speed this past season was 57 
Gpm and the year before it was 52. 
The average gallons per hour de- 
livered during last January by all re- 
porting distributors was 652 while 
the previous January it had been 
592. A fair 
more than 1,000 gallons per hour 


sprinkling delivered 
but they were in highly concen- 
trated markets or else they had a 
heavy percentage of the total busi- 
ness in their communities. 

As a rule where the speeds are 
from 70 Gpm upward this was ac- 
complished by tight-fill systems and 
centrifugal pumps. Notice that in 
this higher range during the past 
season we found 32% of the report- 
ing companies compared with 19% a 
year earlier. 

Equal monthly payment systems, 
commonly called budgets, although 
the word is losing its popularity, ac- 
commodated 23% of all customers 
of the reporting group. As a coin- 
cidence, we also see in TABLE 24 
that 23% of the reporting com- 
panies offer budget insurance with 
their monthly payment plans. Most 
fueloil distributors would like to have 
many more customers using these 
plans, but find them rather hard to 
convince. 

The oil industry has taken a mild 
but growing interest in the promo- 
tion of oil-fired water heaters. The 
great bulk of these items have been 
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FUELOIL VOLUME 
IS TWO-THIRDS 


COMPOSITE SALES DOLLARS 
OF FUELOIL DISTRIBUTORS 





tte FUELOIL 68% 


== | HEATING EQUIPMENT 6 


E55) BURNER SERVICE 5 
COAL 4 
HUNT GASOLINE 15 
OTHER 2 











sold in Connecticut or Long Island 
with a fair number in the Midwest 
The principal deterrent to sales has 
been lack of manpower to get out 
and individually demonstrate super- 
ior merits of these heaters. They 
cost enough more than gas or elec- 
tric units that they are hard to sell 
without personal presentation. The 
number has not moved far from the 
32 to 34 thousand range as shown in 
TABLE 25, although there is some 
loss. Certainly the benefits to the 
oil industry, as well as to the con- 
sumer, are great enough to justify 
much more promotion. 

The two final tables in this study, 
numbers 26 and 27, characterize the 
typical fueloil distributor as repre- 
sented by the many who submitted 
their confidential data at this time. 








TABLE 23 


Pumping Speeds Increase 
PERCENT OF DEALERS USING THESE GPM RATES 








Gal. 

To To To To To To To Over Avg. hour 

35 40 50 60 70 0 90 90 GPM Jan. 
New England 2% 12% 25% 22% 20% 15% 2% 2% 59 711 
Mid-Atl 4 9 20 17 18 21 5 6 63 726 

South Atl. 17 7 21 38 7 6 4 54 602 
Midwest 16 21 $2 21 7 2 1 49 559 

Pacific N.W. 16 17 36 15 ] 15 50 530 
1961 All Sections 9% 13% 26% 20% 138% 138% 3% 3% 57 652 
1960 All Sections 14% 20% 31% 16% 6% 10% % %1% 52 592 

1961 


September 











We see in TABLE 26 that 68 ot 
the total volume of these dealers 
was in fueloil, 6% was in heating 


and cooling equipment, 5% in burn 


er service, then 4 in coal and 15 
station 
differ 


varied, but the 


in gasoline and other service 


products The geographic 


ences are many and 


P | 
overal 


pattern has changed very 


little in quite some There is 


time 


only one spot, the 


Midwest, 


pres¢ nts less 


small city group 


yf the 


where fueloil re 


than half the dollar 


volume, and here it is _ evenly 


atched by 44% in gasoline and re 





so Clearly shows, but this gives the 
industry as a whole a lot of inter- 
esting jobs to work on, bringing the 
level of interest to a higher point in 
the regions where this activity is not 
sO prominent. It speaks well for the 
fueloil industry that it is genuinely 
interested in efficient end use for its 
product and is 


doing something 


about it. Particularly since other 


petroleum products have not tied in 
with the consumer to 


any such ex- 


tent the one possible exception 
being the Lp-gas distributor. 


In summary, the fueloil industry 


that can be held for a long time and 
mcdestly increased if the marketers 
will keep enough confidence in it to 
vigorously promcte oilheating on an 
increasing scale. Perhaps the biggest 
job the industry has today is to con- 
vince. net. only the consumer to want 
oil heat, but to persuade the fueloil 
distributor to believe in his future in 
stiffer 
from other channels. 

The distributors certainly had a 


the face of the competion 


fine past season and there is nothing 
immediately in sight to indicate that 
the coming one can’t also be very 





lated products is prosperous. It has a fine business good. 

New England with 17 and the 
Mid-Atlantic states with 14% are vaee 98 
leaders in the tie-up of fueloil to Fueloil Dominates the Dollar Volume 
heating equipme nt and service. It is oe ghee 

ootung Service 
1 growing practice in some ot het Fueloil Equipment Burner Coal Gasoline Other 
ae | : . r NEW ENGLAND 
reas particularly in the South At Large Cities 979% 11% 7% 2% 3% 
| and the Pacific Northwest Medium Cities 71 16 6 2 4% ] 

6 oa il 1] - re ees sl Small Cities 75 7 3 5 6 4 
which speaks well for the future All Cities "4 i 6 3 4 3 
the industry MID-ATLANTIC 

— ; Metro. New York 81 5 7 8 3 1 
TAPLE 27 shows that O61 = Other Large Cities 71 9 7 8 y i 
fueloil distributors sell some oilheat Medium Cities 68 11 6 1 x 6 
ind they install of total oil Small Cities 52 8 5 2 30 3 
i All Cities 72 7 7 3 9 2 
heating equipment. Then we see that SOUTH ATLANTIC 
} fourths of the dealers take re Large-Medium Cities 75 7 5 5 7 | 
Small Cities rl 2 l 10 36 
sponsibility for service and th All Cities 69 6 4 6 14 1 
after 61 f the nations oil MIDWEST 
, Large Cities 57 1 2 8 $1 ] 
heating service needs Medium Cities 63 l l 6 27 2 
These are substantial percentages Small Cities 44 3 l 7 44 l 
All Cities 56 l ] 7 33 2 
speal vell for th PACIFIC NORTHWEST 
es Teaoen Kasai —_ Large-Medium Cities 77 3 5 2 12 l 
Small Cities 71 l 1 l 20 6 
n ers | Unfortun All Cities 76 3 4 l 14 2 
thev are vily concert U.S. ALL CITIES 68% 6% 5% 4% 15% 2% 
So ee Bil “a © hi TABLE 27 
Heating and Service Done by Oil Companies 
Percent Oil Compnaies’ Percent who Oil Co.’s 
TABLE 24 Who Sell Share of all Service Share of all 
Equal Monthly Payment Plans Oilheating Installations Oilheating Service 
Percent NEW ENGLAND 
of Com? Large Cities 96% 66% 97 % 88% 
P O Medium Cities 92 69 85 75 
f¢ I Small Cities 56 60 60 65 
Onl Ir All Cities 85 g5 84 78 
Nair Bins MID-ATLANTIC 

M Ny Metropolitan N.Y 64 74 93 81 
oO Mid-A ) | Other Large 87 68 87 82 
Gusset A 7 Medium Cities 82 51 89 76 
Midwest { Small Cities 57 15 74 63 

| fic N.W x All Cities 73 64 86 75 

Ath Rarting SOUTH ATLANTIC 
Large-Medium Cities 52 26 74 50 
Small Cities 30 11 40 23 
TABLE 2° All Cities 47 29 66 43 
Oil Powered Water Heaters MIDWEST 
Percent of Number Large Cities 30 $2 57 37 
Cor nies Installed Medium Cities 52 17 72 37 
Sellir Season 60-6] Small Cities 28 16 42 29 
New England 9 949 All Cities 37 23 58 35 
Mid-Atlantic ’ 19.762 PACIFIC NORTHWEST 
South Atlantic 787 Large-Medium Cities 44 49 68 68 
Midwest { 2.587 Small Cities 35 22 58 5 
Pacific Northwest l 0 All Cities 41 42 66 62 
1961 All Sections { 39 4 1961 All Sections 61% 52% 75% 61% 
1960 All Sections 60 53 75 63 
1960 All Sections 9 34,498 
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HEATINGE c AIR CON 


AUTHORIZ ED 
TEALER FOR 


er 


“WHT 


TORIDHEET 
WAL FLAME 


Showroom on a main highway into town is full of Torridheet, GE and Oil-O-Matic 
oilheating. Erban owns the building, rents apartments above. 


Sell Oilheat with Determination 


Charles Erban of Fitchburg sells a new Job if the l 


K. ERBAN, INC., 
C. Mass., of which Charles Erban 
is president and mastermind, is a vig- 
orous oilheating sales organization, 
having sold from 70 to 120 installa- 
tions each of the past nine years with- 
out being in the oil business. And 
even though the company can sell gas 
heating it only accounted for two 
last year while it took out nine gas 
jobs and replaced them with oilheating. 

Erban has a philosophy that when- 
ever a user is dissatisfied with his heat- 
ing for any valid reason it is his re- 
sponsibility to sell him as much of a 
complete new layout as is reasonably 
possible. 

Across from one side of his office 
and shop building is a used car lot. 
The cars are slicked up and highlighted 
until they glisten. Taking a new sales- 
man to the window facing the car lot 
he asks the man if he believes those 
cars will run. The man answers that 
naturally they will or they wouldn't 
sell them. So Erban asks, “Why are 
they there?” And the novive takes the 
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Fitchburg, 


bait and replies, 


“I suppose because 


the folks wanted something better.” 


That is Erban’s cue to point out that 
there is no more good reason for a 
family to spend a thousand or two 
dollars every couple of years swapping 
its car than to spend a similar amount 
on fine heating which will last much 
longer . . . and is used 


many more 


hours than the car 


If I know I can improve his heat 
ing, I'll sell him everything I can to 
give him the best,” is Erban’s philoso- 
phy that he pushes to salesmen. He 


does not find it easy to hire good 
with a heating 


been 


His lowest 


salesmen, particularly 


background, because “they've 
ruined by cheap heating.” 
oilburner is 


price for a conversion 


$495, plus $35 if there is a low water 
control. Most of the sales are complete 
and the 
$1,500. 


Erban was a wholesale salesman for 


units trimmings, typically at 


a heating distributor up until nine 
years ago. Calling often in Fitchburg 
he gained the impression that the town 


‘ser has any Complaints about Old 


lacked any real merchandiser in the 
heating field, so saw an opportunity to 
start such a shop, and is still pleased 
with his decision. The town was, and 


still is, mostly oilheated. Natural gas 
is there and quite competitive in new 
developments but doesn’t have mains 
in many of the older streets. 


He has little interest in new home 
developments, and in fact is not too 
interested in a family that decides it 
needs a new heating plant and calls 
him in. This leads to confusion be 
cause they call others too, get a lot of 
eventually 


different suggestions and 


too low a price, which invariably is 


“cheap heating” and all it implies 
Most of his sales come from cold 
canvassing. His man does have a serv 
ice contract to talk about to get the 
conversation centered on heating. But 
whenever an owner tells of an unsatis 
factory heating condition the salesman, 
plus the organization back of him 
come to life to survey, design and sell 
a new plant if possible, maybe new 


modern radiation or whatever appears 


September 
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families are well enough established 
to have good credit. 

The oilheating service contract is 
quite a feature. It’s sold under the 
name of “Plan-Ic” at $35 and includes 
annual overhaul with vacuum clean- 





ing, 24-hour emergency service and 
all oilheating parts tanks and 
combustion chambers are in it. The 
price allows a $5 sales commission to 
either a company man or an oil com- 
pany that does not have its own serv- 
ice department. 

With his flair for the dramatic 
presentation, Erban has his three serv- 
ice trucks and two service cars fitted 
with missiles that look like ‘Nike's’ on 
the top of each vehicle . . . and they're 
almost as long as the truck or car, 
giving the impression that the man 
is off in great haste on a “Plan-It” 
errand of service. 





The company actually invoices every 


Erban at his desk looks serious but he's 
not out of character because he's quite a 
determined individual. 


customer for any service it renders, 
and then stamps the bill “Paid by 
Plan-It”. There are 1,200 regular oil- 


hiadl on dein 6 geelte Gee ih heating service accounts and 300 in- 
' active. A “regular” is one that has 
The salesmen do not lack courage ; . 
i been served in the past two years, with 
to recommend the best just because it’s ° 
or without contract. 
expensive. They are trained to figure : 
tae , Erban has a sound truck that he 
the best, quote the job intelligently ; 
’ uses occasionally but more often lends 
1 ask for the order omes built ; , 
, to any town group for a worthy pur- 
t afrer World W Il ofter a tertile 3 an : om 
pose—such as civic clubs, ladies or- 
{; ] Fr they were ¢ 10dd\ O 
Often they were of shoddy con ganizations, scouts, baseball team and 
— ere trinned-d¢ } arar ° ° ee a. 
1 with stripped-down heating such. In starting his “Plan-It” cam- 
nstalled by incompetents wit paign and making it seem very ex- 
ng high f bills. With 10 ¢ traordinary he invited the mayors, 
s b ound he home ( fire-chiefs and other dignitaries from 





Waa 2 oe ns fas ~ ai ‘. 3 
Fitchburg Civil War unit in uniform ready for the big parade. It’s a group that has 
taken a real interest in Civil War history. They have a genuine 1861 cannon which 
they fired for the occasion, and all of their firearms are from that period. Each paid 
t for tailoring his own uniform. 








In uniform for the Civil War centennial 
parade which he promoted is Charles 
Erban, left, former paratrooper, and son 
Charles, Jr., now active in a missile unit. 


Fitchburg and surrounding towns for 
a send-off luncheon . . . “The best $76 
I ever spent.” 

In the nine years that Erban has 
been in Fitchburg there had been no 
street parade worth noting, so he 
decided to have one to celebrate the 
Civil War centennial year. It took 
practically all of his time for six weeks 
but what a parade it was on May 13. 
It was two hours in passing, had six 
good bands, separate marching units 
from six divisions at nearby Ft. Devens, 
Navy units, Amvets, drill teams, a real 
Nike missile, civic groups, school chil- 
dren, and of course his five service 
vehicles. He was criticized by some 
for commercialism on this point, but 
says he did invite the oil companies 
to participate. 

Erban’s heating lines are principally 
Torridheet, GE and Oil-O-Matic. He 
also gets into occasional sidelines, like 
selling a few swimming pools. Typic- 
ally, a New England heating man as 
energetic as Erban is in the oil busi- 
ness. He is an exception that proves 
the rule that sales and good profits 
can be found in heating alone where 
there’s confidence and drive. 

Not shown but present at time of 
visit was Jack Rittorff, layout engineer. 
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Powermaster 


burner-mounted 
Primary Control | 


Penn Controls energizes 
light-sensitive flame Detector 
with line V oltage 


NNOUNCING their Powermaster 

primary control system for do- 
mestic oilburners, the engineers of 
Penn Controls, Inc. point out that for 
many years light-sensitive flame de- 
tectors have been recognized as having 
distinct advantages over flame detec- 
tors affected by heat. 

Compared to the smokepipe-located 
flame detectors of stack controls, the 
light-sensitive flame detectors are in- 
stant acting instead of slow acting, and 
are unaffected by soot deposits, stack 
temperatures too low or too high, and 
the aging that makes stack-located 
flame detectors tired, feeble, and more 
slow-acting. 

The flame detector affected by light 
can be installed in an oilburner gun 
tube, and can be connected to a burner- 
mounted primary control. The wiring 
of the flame detector, primary control, 
burner motor, and ignition transformer 
can be completed economically and on 
a production-line basis at the burner 
factory, and on completion can be 
factory tested. 

All this makes for better oilheating, 
say the Penn Controls engineers. 

However, they go on, the early light- 
sensitive flame detectors used for oil- 
burners were electronic in nature, thus 
required such things as rectifiers, re- 
sistors, Capacitors, highly sensitive re- 
lays, and signal amplification by elec- 
tronic tubes (later the amplification 
could be by transistors). 

The flame detectors which were 
electronic had disadvantages of life 
limitation of components, field service 
complications, and control cost which 
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some men regarded as _ prohibitively 
high for domestic burners. 

Then, say Penn engineers, came the 
break-through . . . the use of the cad- 
mium sulphide cell for detection of 
flames of domestic oilburners. This 
development permitted simple flame 
detection by a light-sensitive cell... 
highly important, without any elec- 
tronic amplification. 

With a cadmium sulphide cell prop- 
erly designed and properly applied in 
a circuit, these Penn Controls engi- 
neers state with great emphasis, the 
“flame relay” it is connected to (which 
it causes to click in and out) need 
not be delicate, need not be uncertain 
and questionable in performance. This 
relay can be hefty and robust, and ex- 
ceedingly positive and dependable in 
its performance 

Six years of Penn Controls effort 
went into the development of a sim- 
ple, durable, and dependable means 
for gun-tube flame detection for a 
burner-mounted primary control. The 
end product of this effort is the Pow- 
ermaster control, a burner-mounted 
primary control complete with Penn's 
own lead sulphide cell for mounting in 
a burner gun tube. 

Penn uses what it describes as a 
proven and perfected cadmium sul- 
phide cell with unusually high sensi- 
tivity and great power-handling ability. 
Because the cell is in a circuit (this 
can be 240 volts), in practical appli- 


cation at low flame-light intensities it 
provides the ability to supply its 
“flame relay” with one watt power. 

Penn says that this one watt is 
about six to ten times the amount of 
control-circuit power which Penn en- 
gineers found was available from con- 
ventional, small, lead sulphide cells 
supplied by manufacturers who limit 
the voltage of the cell and relay circuit 
to 24 volts. 

These engineers declare that in their 
studies of early cadmium cells they 
tried using direct current in the cell 
relay circut, but according to their 
experiences this led to slow deteriora- 
tion of the cells, caused by a process 
of polarization. 

The Penn cell which is part of the 
Powermaster primary control is a cad- 
mium sulphide “photo-resistive” type 
In total darkness its electrical resist- 
ance to current flow is about one 
million ohms it's an electricity 
blocker, practically an electrical in- 
sulator, as under these conditions it 
permits the flow of almost no elec- 
tricity through it. 

With a bit of light on the cell, with 
light intensity of only one foot-candle, 
its electrical resistance drops tremend- 
ously to about 1,500 ohms. 

This great change in electrical resist- 
ance with a small change in light in- 
tensity makes the cell suitable for de- 
tecting a flame, and for causing a 
“flame relay” to click in and out. The 
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R. H. Luscombe, manager of market- 

ing, Penn Controls, Inc., Goshen, Ind., 

gives an idea of the size of the Power- 
master panel and cell. 


cell is simply wired it's in a 120 
volt AC 1 


circuit, and it's in series with 
the solenoid coil of the relay 


Nothing 
else is in the circuit, as Figure 2 shows 

Looking at this diagram, you can 
onsider the photocell to be 


on-oft 


simply a 


line-voltage switch which is 


open when no light reaches it, and 


which closes when the slightest amount 
yf light reaches it. That's its effect 
snapping the flame relay in and out 

This cell or flame-sensing unit dis 
criminates between rays from a radiant 
and rays from the 


flame, glowing 


refractory material of a firebox. It has 
naximum sensitivity or response to the 
yellow and green region of the color 


spectrum. It is mot sensitive to red, 


blue, and infra-red rays. The typical 
oilburner produces a flame having 
high light-emission in the _ yellow 
region. Red-hot firebox surfaces emit 


light in the red and infra-red region 
Therefore, the Penn cell responds only 
to light from the flame, when it is 
properly installed in an oilburner gun 
tube. It does not respond to rays from 
a red-hot firebox, or from the spark 
of an ignition system 

Flame flicker from 8 to 100 cycles 


. 


per second, which may normally occur, 
does not affect the cell. Slow flickering 
or flame pulsation, 1 to 1% cycles per 
second, can cause the cell to flip its 
flame relay in and out, and can shut 
the burner off, a good thing, as it calls 


attention to the abnormal flame 





and Penn Controls 
engineers will enthuse at length over 


Invite them to, 


their cell design and construction, 
based on long development and prac- 
tical manufacturing experience of a 
recently acquired Penn subsidiary, and 
aimed to provide dependable perform- 
ance and extended life. 

Briefly, the cell has a glass face, 
which is fused to a metal front-enclos- 
ure by a “vacuum tube type seal”. In 
the same fashion, the electrical leads 
are “glass to metal fused” to the steel 
back. Then the entire cell is formed 
into a truly hermetically-sealed capsule 
by heliarc-welding (electric arc weld- 
ing performed in a helium atmos- 
phere ). 

The intention is to make the cell 
100% free from any possible chemical 
Or moisture contamination. Because of 
that 
the cell is worked at a fraction of its 


this construction and the fact 


capacity and voltage rating, it is ex- 
pected to have practically unlimited 
life. 

Except for its viewing opening, the 
cell unit is enclosed in a steel jacket 
which protects it against damage. A 
unique air-cushion, large and effective, 
is in front of the cell face to prevent 
its accumulating dusty or sooty de- 
posits. No cleaning of the face should 
be needed for several heating seasons. 

The flame relay, specially designed, 
and made by Penn, also gives Penn 


men much to enthuse about. It has 





single-pole normally-closed contacts, 
and is described as really large and 
powerful with plenty of pressure and 
wipe action for its contacts. 

The circuitry of Powermaster is es- 
sentially the same as Penn engineers 
used for years in their oilburning pri- 
mary controls. It retains the low-volt- 
age drop-out feature that’s been im- 
portant in Penn primary controls for 
over 20 years. 

Thus, if the flame relay is pulled 
in, the burner cannot start. The relay 
will be pulled in if the cell “sees” 
light or if the cell circuit has a short 
in it. 

The same safety is gained with the 
burner being started and stopped by a 
low-voltage control, or by a line-volt- 
age control wired in the live leg to the 
primary control. The trick to this is 
that, with a line-voltage control start- 
ing and stopping the burner ,on each 
attempted start-up with the cell “see- 
ing” light, the flame relay snaps in 
swiftly .. . in one-quarter the length of 
time the motor-starting relay takes to 
snap in. 

These mew, Powermaster primary 
controls made by Penn must be fac- 
tory-installed on burners in fashions 
approved by UL. Servicemen should 
not try to install them in the field... 
on burners not factory-equipped with 
them, but previously equipped or in- 
tended for stack controls or some other 
type of primary controls. 
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A factual Study over four heating Seasons 


compares Cost of oil and electric Heating 


Is electric Heat 


by G. M. Fraser 


> iene IS A FACTUAL REPORT on the 
comparison of oil heat and elec- 
tric heat in a residence in a relatively 
cold climate—in south central Wis- 
consin, where outside design tempera- 
tures are minus 15 degrees and the 
heating season has 6700 degree days. 
It covers four heating seasons starting 
in September 1956 and ending May 
31, 1960. 

The house about which this record 
was kept, was built in the fall of 1952 
and occupied by the owner-builder in 
April 1953. It was purchased by the 
present occupant in December 1954. 
It is a tri-level, with the living room, 
dining room and kitchen on the high 
level with the floors of these rooms 
four feet above grade. Below these 
rooms are the recreation room, a lava- 
tory and the laundry. The floor of 
the low level is 47’ below grade. The 
entry, bedroom hall, bedrooms and 
bath are on an uninsulated slab. 

Construction is Roman brick veneer 
on %” insulating sheathing. There 
was 3” of vermiculite fill above the 
ceilings of the high and intermediate 
level rooms in the attic. Windows, 
with the exception of the kitchen and 
basement, are double hung wood sash, 
with a thermopane window in the liv- 
ing room. All double hung windows 
have storm sash. The kitchen has a 
double jalousy, which did not have a 
storm originally, but on which inside 
storm sash were installed in the sum- 
mer of 1955. Basement sash are stand- 
ard 1% x 2% steel frame windows. 

The heating installed at the time 
of the construction was a high velocity 
small tube forced air system, with 
blenders to aspirate room air to tem- 
per the small quantity of high tem- 
perature air carried in the tubing. It 
had a 75,000 Btu steel furnace with 
a 1 gph high pressure oil burner. 
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economical? 


The first heat exchanger lasted 
through two heating seasons, and the 
second was burned out after three ad 
ditional seasons, in spite of the fact 
that when the second heat exchanger 
was installed in the spring of 1955 
the system was set for continuous air 
circulation and the limit switch turned 
down to 170 

Here are operating costs with this 
system for the 1956-1957 season: 

6,393 degree days using 1200 gal 
lons of oil @ 16¢ a gallon = $192.00 

Consumption and costs adjusted t 
a normal 6,700 degree day heating 
season would result in 

1260 gallons @ 16¢ 
$201.60. 

In July 1957, 4 


was blown in the attic of both the 


a gallon 


” 


of mineral wool 


high and low levels, giving a total of 
7” of thickness of insulation. In the 
1957-58 heating season there were 

7283 degree days and 1122 gallons 
of oil were used @ 16¢ a gallon. The 
cost was $179.52 

Adjusting these figures to a normal 
6700 degree year would result in use 
of : 

1032 gallons @ 16¢ 
cost of $175.12 

This is a reduction of 14%. The 


cost of insulation was $129.00: th 


a gallon or a 


annual saving in oil was $26.88 
which would pay for the insulation in 
less than five heating seasons 

The 1032 gallons of oil, with 138, 
000 Btu per gallon had a total heat 
value of 142,416,000 Btu. 

The annual summer inspection and 
adjustment of the burner indicated 
that the heat exchanger had again 
burned out and would have to be re 
placed. This was in July, 1958. Be 
cause of the construction of the house, 
to replace the small tube duct work 
with conventional ducts, or to install 
hot water piping would have required 
major structural modification, and to 





install another furnace using the small 


tube system would probably result in 
short furnace life. Because of this, 
electric heat seemed the logical solu- 
tion to the problem. 

The need for full insulation wa: 
appreciated, but here was an oppor 
tunity to run a one year test to de- 
termine the relative costs of electricity 
as compared to oil in an identical 
structure—then to follow up with a 
second test year, in which the operat 
ing costs of electric heat in an in 
adequately insulated house could be 
compared to costs in the same struc 
ture to which adequate insulation had 
been added 

The Wisconsin Power and Light 
installed a demand meter to measure 
nly the power required for heating 

and this meter was read daily for 
two complete heating seasons. From 
this record, supplemented by records of 
daily temperatures and humidity, and 
keyed into daily records of degre« 
days as furnished by a utility, some 
pertinent facts have been gathered. 

When electric heating was installed 
a careful heat loss calculation, room 
by room, was made. In addition to 
the heat loss for the structure as it 
then was, a second calculation was 
made based on the heat loss which 
would be present when the side walls 
were insulated. The table reproduces 
the figures by room, showing in addi 
tion, the room sizes and the electric 
heating equipment capacities selected 

The total installed electric heating 
capacity was 15,900 watts. In thi 
1958-59 heating season there were 
6,899 degree days, and 24,075 kilo 


watts were required for heating. At a 
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The accompanying report covers 
the findings in a study comparing 
the cost of heating with oil and 
electricity. The study extended 
over four heating seasons, consid- 
ered factors that normally might 
be ignored, was based upon accu- 
rate records and was undertaken 
without bias or prejudice. As such, 
it should be of much interest to 
fueloil and oilheating dealers, par- 
ticularly since the study took place 
in a "cold" area, where electric 
heat might not be considered 
feasible. 
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based on 6,700 degree days, $163.93, 
wr better than 33%. This saving will 
pay for the insulation in less than four 
heating seasons 

What about the cost of oil, if it 
had been used in the adequately in- 
sulated house? Here are the figures 
m this point. The original heat loss 
figure before 1959, but after the ad- 
1956, 
Btu 


When the additional side wall insu- 


lie 
ALL 


is 15,129 


ional ceiling insulation in 


watts or 451,620 
lation and storm windows were added 
in 1959, the heat loss was reduced to 
11,283 watts or 38,497 Btu. However, 
in this reduction was figured a drop 


in loss through infiltration from | 
3 


air 
change to % air change per hour 
This would apply only to electric heat, 
because with flame heat. the negative 
pressure within the structure would be 
unaffected by 
This negative 


result of the chimney action over the 


the additional insula 


tic 


the 


mn 1S 


pressure 
flame, and the longer the flame is on, 
the greater the negative pressure and 
resulting infiltration 

Therefore, instead of a reduction t« 
38.497 Btu, the added 


would lower the heat loss to 46,196 


insulation 


So far we have considered only the 
cost of fuel in estimating the annual 
costs for oil heat. There are other 
costs that must be charged against this 
type of heat. The first is power for 
operation of the oilburner motor and 
the blower fan. From an analysis of 
operating costs, an average of $4 a 
month can be charged for this power 
where the rate is 2¢ or higher. This is 
a heating season cost of at least $36. 


In addition with the 
there is the cost of 
which will average 
filter and humidifier 


included.) Thus, to 


warm air system 
annual servicing 
$25 a year (if 
replacements are 
all of the oil fig- 


ures above must be added $61. This 


results in the following season costs. 


1956-57 1957-58 1958-59 1959-60 
$262.60 $226.12 $490.39 $326.46 
Oil estimate $226.12 $206.28 


Thus the premium for electric heat 
in the inadequately insulated house 
with 2.1¢ power as compared to 16¢ 
il is $264.27 or $22.02 a month on 

monthly basis. With adequate in- 
sulation this premium is reduced to 
$120.18 or to $10.02 a month. But 
with lower utility rates, the compari- 


son is much more favorable for elec- 











kitchen jalousies. 


*A supplemental 1,320 wall portable heater was used in the bedroom #1 because in 
addition to insulation to be installed in 1959, an addition was planned which will further 


tricity 
Btu. This would require 908 gallons nae 
with 1.75¢ rate the 
f oil for a 6,700 degree day year, electric cost would be $272.05 
which at 16¢ a gallon would cost oil 196.52 
$145.28. This is a saving of $19.84 $ 75.53 annually or 
ver the cost of oil in the structure $6.30 monthly 
- : with 1.5¢ rate the 
vithout side wall insulation—requir electric cost would be $233.19 
ing 27 years before the cost of insula oil 192.20 
tion would be repaid $ 40.99 annually or 
$3.52 monthly 
Heat loss Calculations 
Watts Heat Watts Heat Heater Type 
Sq. Ft Cu. Ft Loss #1 Loss #2 Capacity 
Living Rm 280 2,310 2,955 2,248 3,000 Baseboard 
Dining Rm. 119 982 1,169 944 1,200 Baseboard 
Kitchen 125 1,031 2,260 1,418 2,000 Wall-Fan Type 
Entry and 
Hall 134 1,105 1,154 973 600 Baseboard 
Bathroom 60 495 1,101 795 900 Baseboard 
Bedrm +1 182 1,501 2,825° 2,086 1,800 Baseboard 
Bedrm #2 167 1,378 1,581 1,277 1,200 Baseboard 
Recreation 
& Lav. 260 1,950 2,086 1,542 3,200 Portable 
Laundry 238 1,785 1,673 1,425 2,000 
—— — — — — Portable 
Total 1,565 12,537 16,802 12,708 15,900 
Heat loss +1 based on construction as of 1957-58 and 1958-59 heating seasons. 
Heat loss +2 based on addition of side wall insulation ond extra storm sash on 


reduce the heat loss in this room. This supplemental heater was required from 1955-1958 
with forced air heat, because without it, this bedroom could not be brought above 60° 
on days when the outside temperature was below 20 degrees above zero. 


ing from th de w 
1 -is ] Lite} 
1dditional kitchen 


which cost total of 
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Humidity Record 
1958-59 1959-60 
maximum minimum average maximum minimum overage 
September n.a. n.a. n.a. 64% 56% 59% 
October n.a. n.a. n.a. 64% 52% 57% 
November 63% 29% 46% 58% 34% 45% 
December 37% 23% 9% 44% 32% 39% 
January 36% 21% 27% 44%, 32% 38% 
February 43% 23% 31% 42% 31% 35% 
March 43% 30% 37% 40% 24% 32% 
April 47 Yo 35% 43% 54% 34% 44% 
May 74% 44% 62% 60% 42% 53% 








There is a direct ratio between 
added insulation and electric heat 
costs, while with oil heat, this ratio is 
less direct because the power costs 
and annual service costs are more or 
less fixed regardless of the amount of 
insulation. 

Here are some comments on the 
comparison of the two systems: 


1. Room temperatures. With the 
forced air system, room temperatures 
were satisfactory, for it was relative- 
ly easy to balance the system, There 
was no stratification with continuous 
air circulation, and there were no no- 
ticeable drafts. Only when there were 
several people in the living room and 
in addition all the lights were on 
(1300 watts of lighting) was the heat- 
ing system upset. The thermostat in 
the living room was satisfied when 
other rooms, particularly the bath- 
room, needed additional heat. 

Electric heat with its individual 
room control makes possible “uneven” 
heating conditions, which are in my 
opinion, more desirable than the even 
heat so generally advocated. One bed- 
room can be 65, the other 70, the 
bathroom 78, the living room and din- 
ing room 72, the kitchen (which after 
all is a work room) 68, and the recre- 
ation room can have temperature 
suited to its use of the moment. 


2. Air Circulation. The forced air 
system was objectionably noisy, but 
draft free. With electric heating, air 
circulation is imperceptible—and si- 
lent. Probably with an electric system 
there is even less air circulation than 
with a hot water or steam system, be- 
cause with the lesser amount of infil- 
tration, there is not even this induced 
circulation. There are no drafts, and 
no cold 70—in fact it is necessary to 
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feel the baseboard units to know 
whether or not the heat is on or off. 
This is true in mild weather as well 
as in cold weather, and as a strong 
advocate of continuous air circulation, 
I have no answer why this should 
be so. 

When there is excessive smoking 
in the house, it is advisable to turn on 
the kitchen and bathroom exhaust 
fans, to artificially create a negative 
pressure and induce infiltration. Be- 
cause the blower of the forced air sys- 
tem is still operative, it was used for 
ventilation the first few months of 
electric heating, but no significant dif- 
ference was noted, even after the air 
had been filtered by a double set of 
filters impregnated with deodorant 
coating. 


3. Dust. The high velocity warm 
air system was the cleanest ever ex- 
perienced—and in the 15 years ex- 
perience with two conventional forced 
air oil fired systems and one gas fired 
forced air system. This high velocity 
system which does not filter more 
than half the air blown into the room 
(as the half that is aspirated cannot 
be filtered) was extremely clean in 
operation. Burner combustion must 
have been good, for there never was 
any odor of oil, or oil film in the 
house. The electric system is as clean 
as this very excellent forced air sys- 
tem, but no cleaner. You still have to 
dust every few days. 


4. Humidity. With warm air there 
was a drip type humidifier with 
ceramic humidity plates in the warm 
air plenum. It was a problem to keep 
this unit from liming up and it was 
necessary to replace the plates every 
season. We had two relatively accu- 
rate humidity gauges (as checked by 


a wet bulb thermometer) and while 


daily records were not kept when 
forced air was used, we did have a 
problem maintaining even 15% rela- 
tive humidity when the outside tem- 
perature went below 20 degrees above 
zero. The air was excessively dry, and 
as a result it was necessary to main- 
tain dry bulb temperatures of 75 de- 
grees or more for comfort. 

The table records humidity for the 
past two heating seasons with electric 
heat. It is based on a daily record. 

These humidities were attained 
without any humidification equipment 
During November through March a 
de-humidifier was connected, with the 
humidistat set for 50% when tem- 
peratures were above 40° F., 40% 
when temperatures were above 20° 
and 30% when temperatures were 
below 20° (above zero). The house 
has no vapor seal. Because of the high- 
er humidities in 1958-59, dry bulb 
temperatures in the living room were 
comfortable at 74°, while with the 
still higher humidities in 1959-60, dry 
bulb temperatures did not exceed 72° 
in this room. 


Conclusion. The need for adequate 
insulation if electric heat is to be eco- 
nomically practical is evident from 
this record. It is preferable to build 
a house for electric heat rather than 
to convert an existing structure to 
electric heat. There are several un- 
knowns in the construction of this 
house, such as the exact construction 
of the middle level slab, the construc- 
tion of the basement floor and sub 
grade walls, as far as insulation is con- 
cerned, the tightness of insulation 
around window and door openings, 
and the lack of adequate vapor seal 
The same size house built for electric 
heating could be heated for consider- 
ably less than the costs shown for this 
house. 

With a power rate over 2¢ electric 
heat is definitely a luxury item. It is 
a luxury item when compared to 16¢ 
oil, and even a greater luxury when 
compared to lower cost fuels. How- 
ever if the cost is related to other 
annual or monthly expenditures on 
luxuries that many people willingly 
accept, it may well be within the 
budget of many people. 
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Coastal's active management today. From the left, Robert Dixon, assistant treasurer; 
William Lang, Jr., vice-president, sales; Fred Wilson, Long Isind manager; Michael 
Archer, treasurer; Wiley Butler, president; Robert J. Marron, vice-president, operations; 


Robert Goelz, manager, marine department; E 


. }. Garrabrant, manager of accounts; and 


Karl Husselrath, manager of operations. 


Coastal observes 25th Year 
with new Home sales Brochure 


QUITE NOVEL and worthwhile study 
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oilh 


dle Atlantic area, which they estab 
lished as Coastal Oil. One of their first 
acts was to sell their retail business to 
gain goodwill by not competing with 
the dealers they expected to supply 
vith products. The company now op 
erates terminals to supply dealers in 
New York, New Jersey and Pennsyl 
vanila 

The company has been particularly 
alert to the educational phase of dealer 
training. In addition to a bi-monthly 
nanagement magazine, The Coastal 
Oil Way, it has an effective sales 
manual, Practical Profit Builders, now 
in its 12th edition. Other special 
studies published in booklet form by 
Coastal have included Stop Gas Con 
ersions, then another, Sell Oul-fired 
Water Heaters, followed by 7 Ways to 
Get New Oil Customers 

Butler has been prominent in fueloil 
industry activities in recent years as a 
director of American Petroleum In 
stitute, and as chairman of the New 
Projects section of its Fueloil Com 
mittee. In that capacity he initiated 
steps leading to the Committee's pres 
ent large oilburning research project, 


as well as the new ‘“one-roof” NOFI 


eloil 


eat, 








































































Range Oil Sales 
by Grades and States 
(Thousands of 42-gallon Barrels) 
NEW ENGLAND STATES 
Kero- No. 1 —— Total 
sene Fuel 1960 1959 
Mass. 5,409 938 6,347 6,531 
Conn. 1,624 164 1,788 2,492 
R. I. 869 150 1,019 1,333 
Maine 2,218 493 2,711 3,094 
N.H. 831 262 1,093 1,176 
Vt. 803 36 839 957 
11,754 2,043 13,797 15,583 
MID-ATLANTIC STATES 
Kero- ccs OO me 
sene Fuel 1960 1959 
N.Y. 4,833 311 «5,144 5,891 
N.J. 2,109 92 2,201 2,830 
Pa. 3,134 90 3,224 3,321 
Md. 2,327 40 2,367 2,587 
Del. 922 922 906 
B.<. 134 134 132 
13,459 533 13,992 15,667 
MIDWESTERN STATES 
Kero- No. 1 Total —__ 
sene Fuel 1960 1959 
Illinois 3,563 2,137 5,700 4,950 
Mich. 2,790 2,200 4,990 8,803 
Wisc. 2,168 1,364 3,532 3,870 
Ind. 3,785 1,296 5,081 4,888 
Minn. 2,320 1,509 3,829 3,538 
Mo. 1,802 607 2,409 2,787 
Iowa 2,390 920 3,310 3,392 
Ohio 2,768 214 2,982 2,473 
Nebr. 479 81 560 644 
a 2. 901 455 1,336 1,377 
Kan. 395 27 422 502 
N. D. 858 470 =: 1,328 1,326 
24,219 11,260 35,479 38,550 
WESTERN STATES 
Kero- CS 
sene Fuel 1960 1959 
Alaska 3 
Colo. 165 34 199 320 
Mont. 465 164 629 725 
N. M. 235 5 240 54 
Calif. 76 76 81 
Idaho 102 91 193 198 
Wyo. 48 3 46 99 
Utah 16 9 25 26 
Ore. 1 1 | 
Wash. 
Ariz. 
Nev. 
Hawaii 23 23 ° 
1,126 306 1,432 1,507 
SOUTHERN STATES 
Kero- No. 1] Total 
sene Fuel 1960 1959 
N.C. 10,825 392 11,217 11,266 
Tex. 743 24 767 310 
S. C. 3,718 127 3,845 4.011 
Ga. 1,001 36 1,037 1,121 
Va. 4,844 178 5,022 5,319 
Fla. 3,360 26 3,386 $,921 
Tenn. 1,287 26 1,313 1,322 
Ark. 209 6 215 76 
Okla. 199 95 294 174 
La. 235 8 238 50 
Ala. 595 8 598 265 
Ky. 1,207 94 1,301 1,282 
Miss. 68 2 70 23 
W. Va. 1638 l 164 197 
28,454 1013 29,467 29,337 
TOTAL UNITED STATES 
Kero- = | 
sene Fuel 1960 1959 
Total 79,012 15,155 94,167 100,644 


* Not included in U. S. totals before 
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Heating oil Sales gained 5% in 1960 
due in Part to the colder Weather 


EATING OIL SALES, as reported in 
Mineral Market Report, No. 
MMS 3284, prepared by the Bureau of 
Mines, United States Department of 
the Interior, show a 5% gain in 1960 
Domestic sales of all distillate fuel- 
oil increased 4%, kerosene sales de- 
and residual fueloil sales 
1960. The 1960 
Hawaii for the first 
1960 was 
1960, whereas 


creased 9% 
decreased 1% in 
survey included 
time. Over-all weather in 
colder than normal in 
in 1959 the weather generally was 
warmer than normal. Industrial activ- 
ity was up 3% for the year as meas- 
ured by the Federal Reserve Board 
Index. 

Sales of military jet fuel in 1960 
increased 12% to 102,534 thousand 


barrels. Commercial jet fuel sales were 


33,159 thousand barrels, more than 
double the 1959 volume 
Distillate Fueloil 

Sales of distillate fueloil in 1960 
totalled 683,325 thousand barrels. 


Heating oils with a 5% gain and on 
and off highway diesel fuel with a 7% 
gain were the end uses accounting for 
most of the growth. Reduced consump- 
tion was reported for utilities, rail- 
roads, vessel bunkers and the military 

United States total sales for No. 2 
distillate in 1960 amounted to 341,651 
thousand barrels, up from the 1959 
total of 324,547 thousand barrels. Sales 
of No. 3 oil in 


22,491 thousand barrels, up from the 


1960 amounted to 


1959 total of 22.943 thousand barrels 


Combined total of Nos. 2 and 3 oil 
1960 is 364,142 


barrels, a 10% increase over the 1959 


sales in thousand 


total of 347,490 thousand barrels. 


Residual Fueloil 


Sales of residual fueloil totalled 550,- 
1960. This 
figure includes 5,613 thousand barrels 


536 thousand barrels in 


sold in Hawaii which was included in 
US. statistics for the first time in 1960. 
in 1960 


49 states, exclusive of Hawaii 


Sales of residual declined 2% 
in the 
Heating was the only end use showing 
an appreciable gain in 1960. 
Domestic demand for residual fuel- 
oil in P.A.D. District 1 and US. total 
for 1960, as reported in the December 
1960 Monthly 


was overstated by approximately 11 


Petroleum Statement 
million barrels due to misreporting of 
withdrawals from bonded storage to 
the Bureau of Census. Residual fueloil 
sales tabulated here reflect this correc- 


tion. 


Kerosene 


Kerosene sales (excluding kerosene 
sold for commercial jet fuel use) to- 
talled 99,154 thousand barrels in 1960 
Sales declined in all end use categories 

The report, titled “Sales of Fueloil 
and Kerosene in 1960", was prepared 
by Walter G. Messner, Branch of Pe 
troleum Economics, Division of Petrol- 
eum, Bureau of Mines, Washington, 
D.C. Statistics for District 5 were com 
piled by Frank A. Moore, Division of 
Mineral Resources, San Francisco, Calif 


Fueloil Sales 1956-1960 by Uses 


In millions « 


DISTILLATI 


rt 


2-gallon barrels 


RESIDU ATL 


1956 1957 1958 1959 1960** 1956 1957 1958 1959 1960** 
360 860 399 101 * 423 Heating RS R] 106* 112 125 
17 17 14 14 15 No. | sold as range 
90 88 R4 89 86 Railroads 11 7 143* 6 6 
19 20 19 19 19 Vessels 117 124 16 102 4 
5 5 5 5 5 Utilities 74 77 YO la 82 &)> 
15 14 8 3* 44 Industrial 178 167 6 168 157 
10 10 8 9 s Oil Company Fuel 53 50 106 16 45 
1] 13 13 1] 11 Armed Forces 31 29 37 $1 32 
59 60 74 78* 82 All other uses 10 10 10 7 6 
616 617 654 659 683 Total United States 562 545 531 554 550 
34 48 19 16 10 Exports 28 39 26 27 18 
650 665 673 675 693 Grand Total 590 584 557 581 568 
*Revised *Includes Alaska **Includes Alaska and Hawaii 
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Heating Oil Sales 
by Grades and States 
U. S. Bureau of Mines 


Thousands of 42-gallon Barrels) 


Districts 


/ Distillate l 
\ \ \ 60 1959* NEW ENGLAND 
5.04 0 29 5,325 Maine 
750 ) 919 3,537 New Hampshire 
( 9 l 2,044 Vermont 
, 820 1541 16,503 13,148 Massachusetts 
6.6 6,783 6,319 Rhode Island 
19.24 { 1.496 0,966 20,297 Connecticut 
g R().84 { , 136 86.0 80,600 
2 
\ \ \ j )59* MID-ATLANTIC 
0.952 6.69 67,626 64.659 New York 
iQ 15] 8 654 R52 57,721 New Jersey 
( | .769 876 10,828 Pennsylvania 
9 940) 1] 18 2,127 Delaware 
O15 9 686 8,828 Maryland 
9 00 63 2 233 Dist. of Columbia 
169 170 192 146,389 
8 
\ )50* MIDWESI 
16.72% ) 290.734 Michigan 
74 i | 851 12.337 Ohio 
. 1.988 0 4 14,972 Indiana 
( X | 29,703 Illinois 
1] r (9 ) 14.789 Wisconsin 
! 6 . 8.705 Minnesota 
) 658 lowa 
5.492 Missouri 
O78 Kansas 
1.802 Nebraska 
) G6 1.334 South Dakota 
. . 1.870 North Dakota 
Q 120.374 
i 
59* WESTERN 
11,989 Washington 
G29 ». 648 Oregon 
; 440 California 
. ws 739 Montana 
2 O40 Idaho 
Q 219 Wvoming 
75 Colorado 
619 Utah 
162 Nevada 
109 New Mexico 
) 61 Arizona 
RR 1,598 \laska 
ee Hawaii 
) . gg 
5Q* SOUTHERN 
; 6.706 Virginia 
i 249 West Virginia 
Q4 . 6.421 North Carolina 
Q ys 9 723 South Carolina 
9 943 Georgia 
BR » 1.763 Florida 
1.999 Kentucky 
831 Ll ennessec 
Is 147 Alabama 
32 Mississippi 
0) Arkansas 
yR LO] Louisiana 
x 187 Oklahoma 
2 864 lexas 
{ tM) 
)* TOTAL UNITED STATES 
i 116 iQ ( { . Total U.S. 1960 
' {7-478 . . OL 568* Total U.S. 1959 
{ *—_Re 
\ r Ss 
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ho 


No. 5 


200 
YQ 
10 
1,018 
516 


101 
4,944 


716 
$02 
i-_ 
i] 
306 


559 


6,396 


C= 


8.93] 


No. 6 
979 
97 
131 

12.165 

2,008 

3 8R0 


19,260 


No. 6 
$7 368 
Qan 
Wi 
6,467 
685 
+180 
1.646 


53,123 


No. 6 
1.859 
245 
1,349 
6,994 
700 
ORS 
107 
626 


149 


1.590 


845 


96.126 


RY O19 





Total Residual 


1960 
1,179 
196 
14] 
16,183 
2,524 


3.981 


24,204 


1960 
38,084 
4,079 
9,939 
726 
1,486 


59519 


17 
5 
247 
66 


11,977 


1960 
2,975 
96 
734 


197 


6,008 


1960 
125,088 


1959 
1,103 
278 
78 
13,431 
1,490 
3,701 


20,081 


1959 
37,604 
3,031 
8.024 
1,186 
3,883 


2.254 


55,982 


1959 
2 583 
193 
1,382 
9,502 
2,042 
1,122 
170 
1,496 
137 
67 
38 
100 


19,452 


1959 
3,631 
1.859 
2 536 
171 
26 
250 
567 
222 
114 
44 

11 
251 


9,682 


1959 

1,174 
87 
702 
361 
27 
868 
74 

25 


128 


=9 
6.075 


1959 


111,850 


Grand Total 


1960 
6,508 
4,115 
2,672 

62,686 
9,307 
24,947 


110,235 


1960 
105,710 
42,602 
42.815 
3,044 
14,172 
1,668 


213,011 


1960 
25,981 
12,493 
18,137 
40,351 
17,678 
10,594 
7589 
7,221 
838 
848 
691 
1,951 


146,372 


960 
3,402 
967 
793 
1,256 
2,468 
505 
1,346 
1,296 
672 
514 
234 
1.835 
137 


te 


2.425 


1960 
11,451 
500 

9 OR5 
8.580 
1,241 
$357 
1,068 
744 
560 
51 


35,900 


1960 
547 943 


1959 
6,428 
3,815 
2,122 
56,579 
7,809 
23,928 


100,681 


1959 
102,256 
40,752 
38,852 
3,313 
12,711 


4,487 


202,371 


1959 
23,317 
12,830 
16,354 
39,205 
16,831 
9,827 
8,128 
6,988 
1,115 
1,869 
1,372 
1,970 


139,806 


1959 
15,620 
7.507 
5,976 
910 
2,066 
469 
1,142 
841 
576 
153 
372 
1,849 


37,481 


1959 
10,880 
336 
7,123 
3,084 
1,070 
2,631 
2,073 
856 
575 
36 
30 
1,018 
208 
2,959 


32,879 


1959 


513,218° 
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Baasch automatic System schedules fueloil Deliveries 
by Dates based on burning factors for each Customer 








. DELIVERY systems are 
commonplace, of course, and 
offer many obvious advantages to the 
fueloil dealers who use them. There 
are several types of degree-day re- 
corders and computers available, a 
variety of record cards and other vari- 
ations to suit almost anyone's prefer- 
ence or requirements. 

There follows a little detail about 
the Baasch automatic delivery system, 
which includes some unique features. 
For example, it establishes a burning 
factor for each customer, translates 
this into points and then schedules the 
next fueloil delivery by date. 

It has appeal because Baasch fur- 
nishes a Fuel Delivery Predictor 
worked out for the individual market 
and includes in these calculations al- 
lowances for summer hot water re- 
quirements. 

But let’s have Charles Baasch, origi- 
nator of the system, describe it for us: 

“My system apportions to each 
month, Winter and Summer, fuel used 
according to the accepted degree-day 
pattern. But, bear in mind that fuel 
is consumer not only when comfort 
heating is needed but also for hot 
water service. Further, during Spring 
and Fall days fueloil is needed for 
some heat even on those when when 
the Weather Bureau reports no de- 
gree-days. On such days fueloil is used 
during cool mornings and evenings, 
particularly in localities where mid- 
day sunshine cancels out all degree- 
day readings for the 24-hour period. 

“During the heating season only a 
little extra fueloil—about two degree- 
days per day—is added for hot water 
service. But when the oilheating system 
is fired exclusively for hot water, it 
will consume fueloil equivalent to 
seven degree-days per day, reflecting 
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It’s to the Point 


the growing use of dishwashers, wash- 
ing machines and other appliances re- 
sulting in increased hot water use. 

“Rather than have the fueloil dealer 
make the time-consuming calculations 
to account for actual and extra degree- 
days, we calculate these factors for 
him. To arrive at the proper apportion- 
ment the Baasch system provides indi- 
vidual charts for each isothermal zone, 
reflecting local temperature patterns. 

“These charts are calibrated to the 
degree-day norms experienced in each 
area, plus the factor of extra heat re- 
quirements for Spring and Fall ‘no- 
degre-day’ periods and also ample hot 
water fuel for Summer and Winter. 

“We secure accurate delivery sched- 
uling by apportioning the annual fuel 
supply into 120 equal sectors called 
‘points’, each of which equals 1/120th 
of the annual fueloil requirement. Any 
group of points theoretically is the 
same gallonage of fuel whether it be 
used in Winter or Summer. For ex- 
ample: 10 points on the New York 
City chart will last 17 days in Jan- 
uary, but will last 10 weeks in the 
Summer. The same gallonage is in- 
volved, but heating requirements are 
different. 

“Actual degree-days at the point of 
delivery may vary as much as plus or 
minus 15%, affected by such things 
as exposure and construction of the 
house. Also, there are variations of as 
much as plus or minus 10% from one 
year to the next from Government-es- 
tablished normal readings. All these 
can be taken in stride if we arrange to 
refill the customer’s fueloil storage 
.ink at the quarter mark, leaving an 
ample reserve for below normal tem- 
peratures or increased requirements. 

“If the storage tank is larger than 


the regular 275-gal, fills can be made 


DUUUANOOUNANOOOOUAUAROOUUAGATOUUUAAO AANA UUAAAER ATAU ANANTH 


Described here is the Baasch 
system, which provides a sim- 
ple and inexpensive method for 
scheduling fueloil deliveries au- 
tomatically. It should be partic- 
ularly attractive to the smaller 
fueloil dealer who is not now 
operating a degree-day system. 


PTTL LALLA LLL 


when the tank is two-thirds empty. 
Wherever the interval between fills 
covers several weeks, there is the equal- 
izing effect of cold, followed by warm 
spells. Here the fueloil dealer can de- 
pend upon the long-range established 
times does a dealer 
using the Baasch system need to be 


norms. At no 


concerned with actual weather or de- 
gree-day conditions. 

“Once he has established the burning 
each customer, he then 
knows how long a delivery of fueloil 
will last. He does no calculating, ex- 
cept to consult the chart furnished as 


factor for 


part of the system and note the num- 
ber which is the customer's permanent 
delivery interval”. 

As an example, let's take the chart 
for New York City, select a customer 
with a 275-gal. tank and an annual 
consumption of 1,500 gals. of No. 2 
oil. From the “Customer's ‘Burning 
Factor’ Chart” the fueloil dealer de- 
termines that these storage tank and 
fuel consumption figures result in a 
burning factor of 16 points, based on 
a 200-gal. drop and a 75-gal reserve. 
This number is entered on the custom- 
er record card. 

Now, let’s suppose that the first 
delivery to an empty tank is made on 
October 1. For the heating season the 
Fuel Delivery Predictor would sched- 
ule these delivery dates: November 27, 
December 26, January 21, February 14, 
March 14, April 25 and August 4. The 
last date would be well past the heart- 
ing season and would provide for sum- 
mer hot water heating and last through 
the first part of the next heating sea- 
son. 

The customer's burning factor is 
changed only if heating requirements 
change. 

Incidentally, the Baasch Fuel De 
livery Predictor indicates, “Any size 
tank is considered full when gauge is 
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BAASCH AUTOMATIC 
DELIVERY 


SYSTEM 








The Fuel Delivery Predictor, 





principal component of the Baasch automatic delivery 


system. Each of these charts is calibrated for the temperature pattern of the individual 
isothermal zone concerned. It is divided into 120 spaces, called points, consecutively 
numbered. Each point represents 1/120th of the customer's annual fuel requirements. 
The charts, protected by United States and Canadian copyright, have a lucite indicator. 
In use, the zero line on the plastic sector is placed on the date of the last delivery. 
Then, the customer's burning factor points to the date of the next delivery. A single 


customer record card, with provision for 


39 tab positions, readily signifies all 


accounts which are due for fueloil deliveries in any particular week. The clerk has 
only to remove all cards in that category, sort them by routes, zones or any other 
classification the dealer normally uses and then assign them to trucks or drivers. 


within 5% of maximum capacity or 
when the VENTALARM signal indicates 
a full tank” 

Perhaps the first question that comes 
to mind is, “If these delivery dates con 
of 200 gals. 


what happens 


template the delivery, say, 
to the tank each time, 
if the weather becomes severely cold 
for a prolonged period. Fueloil con- 


sumption would increase; wouldn't the 


fueloil dealer be faced with a rash of 
run-outs?” 

No”, says Charles Baasch. “The tank 
reserve takes care of sub-normal tem 
peratures. Daily temperatures may 
fluctuate 30 degrees from one day to 
the next, but we are concerned only 
with quantities of fueloil used in a 
lelivery interval. Sub-normal spells are 
followed by warmer weather for aver 
ge fuel use. Actually, monthly fueloil 


use seldom varies more than 104 
from a similar period in previous years 


Therefore, the 30‘ 


tank reserve provided in the Baasch 
system takes care of such deviation. 
The charts furnished with the system 
are averaged for the temperature zone 
concerned and provide the reserve to 
guard against extremely cold weather 
or unforseen personal requirements”. 

Further, Baasch points out that 
should there be a decided change 
any area's temperature pattern, a new 
chart is calibrated showing revised fuel 
apportionments. Also, he has this ad- 
vice for fueloil dealers using his sys- 
tem: 


“If you habitually run too close to 





tank capacity—small or no reserve 
reduce the burning factor until each 
delivery shows an ample reserve. In 
extreme cases of sustained subnormal 
temperatures, 
10% to 20% 
interval.” 
And, Baasch 


unseasonable 


anticipate deliveries by 
of the established point 
cautions, “Having an 
warm spell should not 





upset the scheduled delivery intervals. 
Keep drivers busy maintaining the 
regular schedule, because you may run 
into a severe weather period or heavy 
snow. In such cases you'll be glad that 
you kept up-to-date. Weather varia- 
tions will give you a spread of up to 
100 gals. in your deliveries, but you 
can’t risk reducing your work force 
because of an unscheduled warm spell”. 

On customer record cards furnished 
with the system are spaces for a burn- 
ing factor notation, which fixes the 
delivery interval. Also delivery reports 
are entered. The card has 39 spaces 
imprinted across the top. An attached 
signal tab is moved forward with each 
delivery to the week of the next 
delivery scheduled by the Predictor. 
Each week, the clerk takes out all 
cards coming up for delivery during 
that week. The cards are sorted into 
convenient routes, assigned to trucks 
or drivers in the same manner as the 
fueloil dealer customarily does such 
scheduling. 

Baasch lists some advantages for his 
Only one record card per 

calibrated to average tem- 
perature of individual areas; burning 
factor adjustable to maintain any de- 
sired reserve; no calculations required, 
Lucite dial on chart indicates next 
Sundays, holidays or 
other non-delivery dates can be avoid- 
ed, since exact delivery date is known 


system: 
customer; 


delivery date; 


in advance. 

In effect then the system is pegged 
to the average temperature, the es- 
tablishment of a burning factor, which 
is flexible if need be, some discretion 
or educated adjustment as might be 
indicated by special conditions. 


Advantages of System 

Perhaps Baasch himself says it best, 
“The system is intended to provide the 
fueloil dealer with an inexpensive and 
simple means of establishing delivery 
intervals for each of his customers. If 
the dealer can increase gallons per 
he will 
make more money. If he can overcome 


delivery without a ‘run-out’, 


the need for night deliveries and avoid 


dates when the plant normally is 


closed, he will decrease his overhead. 
If he can group his deliveries into con- 
venient neighborhood routes, he de- 
creases his truck mileage and his per- 
gallon delivery cost”. 
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Photos at new bronze Foundry 
of Neptune Meter Co., New York 


UTGROWING ITS old foundry built 
o.. Long Island City in 1893 the 
Neptune Meter Co., recently occupied 
its new and larger unit at Maspeth, 
Queens, a borough of New York City. 
The new foundry, as nearly automatic 
as humanly possible, can turn out 
45,000 bronze castings in an eight 


hour shift. The foundry manager is 
George Johnston; the architects and 
engineers of the new building were 
Ford, Bacon & Davis, Inc., New York 

The first photo at left shows an 
electric furnace being tapped and from 
here the metal is carried by monorail 


system to the pouring stations shown 


in the picture just below is. Note the 
exhaust hose of the ventilating system. 

At right we see first the new foun 
dry’s exterior. Below that are som« 
of the automatic mold-making ma 
chines with conveyor belts carrying 
the molds in a continuous production 
cycle. The drag section is being ejected 
from a squeeze molder, with the cops 
section coming from the rear machine 
to alternate on the conveyor. In the 
lower picture a Rotablast cleans the 


castings. 
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Electrol Series HO Burners 
- lechnical Highlights 


Listed by UL for No. 4 Oil, these Burners use No. 5 Oil 


in Massachusetts; start-up Features deserve Attention 


by Jean L. Dupuis behind the atomizing nozzle so that 
with the burner idle an absolute mini- 
ANY OLDTIMERS are fond of the mum amount of oil is on the nozzle 

M Electrol burnets lay because it side of the closed cutoff valve. 
makes them think back to the early The unique Electrol cutoff valve, 
vears of oilheating when several lead located immediately behind the nozzle, 


ng makes of domestic gun-type oil Bob Andler emphasizes, insures that 


burners were designed and manufa the expansion of the nozzle-line oil 


will cause a trickle of oil back through 
the idle oil pump, and not out through 

the nozzle 
Such thinking leads to an admittedly 
expensive cutoff valve, but it seems to 
be typical of all of Bob Andler’s 
burner-design thinking. He insists, for 
S burners for example, that oilburner blower hous 
ings and gun tubes should be made of 
test Series HO burn 
oils, which are 
rticle, have cast 

gun tubes 

tion, Andler pro 
cast-iron gun 


or burn 


Heater and nD f | Series HO burner. Below the burner, removed 
from it, is its gur draw assembly. At the extreme left-hand end of this 
assembly is the fan E r cute valve head designed in 1922. This contains a 
diaphragm which, 1 ’ on of a long rod, opens and closes the cutoff valve . 

the pin and seat wt are immediately behind the nozzle, actually are in the 


Electrol nozzle ada The hot oil ines are thermally insulated. 

















VULCAN 
PREHEATERS 





The new PLH series of Vulcan 
Immersion Heating Elements are 
especially designed for heavy fuel 
oil burner installations. They may 
be used either as a return line 
heater or for installation in series 
with Steam Heat Exchanger to 
provide standby service. 

Vulcan Immersion Elements 
incorporate a built-in thermostat 
with control knob and dial on out- 
side of junction box. Thermostat 
may be set below normal tempera- 
ture of oil provided by steam heater 
so that Vulcan heater will cut in 
when temperature is not main- 
tained by steam heater or when no 
steam is available. 2” or 244” NPT 
screw bushings make them readily 
adaptable to existing piping 
systems. 

Write for Fuel Oil Catalog VO-700. 


Tirta nc J Bates {fatty 
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away “as sheetmetal gun tubes do on 
tough jobs”. His cast-iron gun-tube 
oilburners are suitable, he says, for 
continuous firing of chemical pots and 
commercial-industrial incinerators 

for installations on which gun tubes 
run really hot when the burners are 
firing, sometimes red-hot or nearly so. 

Electrol Series HO (the HO stands 
for hot oil) oilburners were designed 
specifically to burn low-cost oil, heav- 
ier and more viscous than No. 2 oil, 
thus requiring heating for atomization 
They come in three sizes for firing 
rates from 2.0 to 20 gph. Model HO-2 
has a 4 hp motor and a 1,000 watt 
electric oil preheater, and fires from 
2.0 to 6.0 gph. Model HO-3 has a 14 
hp motor and a 2,000 wart electric oil 
preheater, and fires from 5.0 to 11 gph. 

Model HO-4 has a 1/3 hp motor 
and a 3,000 watt electric oil heater. It 
features dual ignition, whereas the 
two smaller models have single igni- 
tion. All the ignition transformers 
Electrol has on its burners are, in- 
cidentally, suitable for constant-igni- 
tion service. 

The gph or firing-rate ratings of the 
largest model, the HO-4, are given in 
a special way. First, the burner can 
be installed so that its blower supplies 
all the air entering the firebox for 
combustion; on that basis, it fires from 
10 to 16 gph. Second, the burner can 
be installed so that all the air the 
blower can provide is used, and sec- 
ondary air provided by natural draft 
also is used; that way it fires from 16 
to 20 gph. 

The Electrol Series HO installation 
and service manual has good drawings 
and instructions on how to design and 
build combustion chambers. 


COMMERCIAL €& 
INDUSTRIAL 
oilburning 





Bob Andler, president of Electrol Burner 
Manufacturing Company, Rutherford, N.j. 
proudly holds up his ‘‘Nerve Center’’. The 
identical assembly is used for the three 
models of Series HO burners. 


It states specifically that air area of 
the air slots in the combustion-cham- 
ber floor should equal six to eight 
square inches for each gallon of oil 
burned above 16 gph . . . on a Model 
HO-4 installation. 

This installation and service manual 
is usually excellent and complete. Bob 
Andler gets a complimentary pat on 
the shoulder from the technical staff 
of FUELOIL & Ort HEAT for having 
prepared it. 

The manual contains dozens of 
points of wisdom that apply to oil- 
burners in general. As examples: 
Building a firebox, install three, capped 
114” pipe nipples in the front wall 
under the level of the gun tube (if you 






























Diag. 1 eo The PUMP OIL HEATER 2 
burner is idle, and ~~ rere 

its electric oil pre- 

heater is standing SUCTION NOZZLE 
it (hot oil is indi- REGULATOR SOLENOID 

cated by the shad- VALVE VALVE CUTOFF 
ing). With electric- VALVE 

ity priced at 3¢ per iN 

kilowatt-hour, Elec- RETURN 

trol engineers find PRESSURE TEMPERATURE 

that with one of CONTROL CONTROL — 











these burners run- 


ning, Va4¢ worth of electricity is used to heat each gallon of oil that is fired. Per month 
of idle-burner standby, they say, costs $1 for the electricity used to keep warm (for the 


month) the heater of a Model HO-2 burner... 
. and $1.50 for the Model HO-4 burner. 


$1.25 for the Model HO-3 burner 
In Diag. 1, notice that the cutoff valve 


seat and pin are immediately behind the nozzle. The cutoff valve is closed. The sole- 
noid valve is open. This valve is normally open, is open when no electric current 


goes through the solenoid coil. 
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~ NOW...An Important Advancement 
in FIREYE Systems 





Long rated best by those who know most about protection systems for automatic 


burners .. . the choice of 9 out of 10 burner-boiler manufacturers .. . the famous 
FIREYE FP-2 now is even more reliable and convenient. 

You'll find many important advancements in this new model FP-2. But there is 
no change in the basic design and outstanding quality which have won your favor 
through the years 

You get the Firetron infra-red sensitive cell for visual supervision of both oil and 
gas flames. Perfected and proved in a half million installations, the Firetron 
scanner has no equal 

You get rugged construction and a control that’s easy to understand, install 
nd service 

You get completely approved protection 
performs in fullest measure 

[The new FP-2 system, Model 6018, is completely interchangeable with the 
former model. WRITE FOR informative Bulletin CP-51. Combustion Control 
Division, Electronics Corporation of America, One Memorial Drive, Cam- 
bridge 42, Mass. In Canada: Electronics Corporation of America (Canada) Ltd., 
04 Advance Road, Toronto 18, Ontario. 


. Whatever the Codes call for, Fireye 































for 

Flame Safeguard 
and Programming 
Control 


You get all these 
Extra Features 
at No Extra Cost 





1— SYNCHRONOUS MOTOR TIMER 
No electronics in this critical 
part. Timing is not influenced 
by line voltage variations. 





2— PRINTED CIRCUIT BOARD 
eliminates complex wiring. 
Connections are dip soldered 
for trouble-free operation. 

3— IMPROVED ELECTRONIC CIRCUIT 
requires fewer tubes. 

4— NEW FUSED FUEL VALVE CIRCUIT 
provides an additional safety factor. 

5— NEW COLD SAFE START CHECK 
provides a circuit check on every 
cycle from the moment the control 
is powered. Also checks operation 
of flame relay. 


6— NEW MULTI-VOLTAGE LINE PLUG 


Connections provided for 
120v., 208v., 240v. 
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find you need them later, simply uncap 
them); Starting up a new burner, be 
kind to its oil pump by priming it 
with fueloil or SAE 10 auto lube oil, 
especially if the suction line is of 
larger than domestic size and thus con- 
tains considerable air. (Don’t use water 
to prime a pump, as is the fashion of 
certain, lazy servicemen in southern 
New Jersey, according to information 


just received by the technical editor 
of FO&OH! ) 

Other points of general oilburner 
information from this Electrol Series 
HO manual: Oil lines which are hot at 
times, room temperature other times, 
are “most difficult” to keep tight at 
the connections. Wrapping male pipe 
threads properly and carefully with 
cotton thread helps prevent leaks. 
Don’t use reducing bushings or street 
ells in suction and return lines, and 
most certainly don’t use them in any 
lines which will receive hot oil. 


Here’s an excellent paragraph from 





the Sezies HO instailation and service 
manual, about Electroi’s ele-tric fuel- 
oil preheater, which has its inlec con- 
nection at the top of one end, and its 
outlet connection at the top of the 
other end: 

“Should by any chance a quantity of 
water from the bottom of the oil tank 
accumulate in the heater, a most pe- 
culiar condition will result. The heater 
will be hot and up to temperature, but 
when the burner runs the oil coming 
from the heater will be cold because 
the oil passes from the heater inlet 
to the outlet along the top of the 
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CUTOFF 














VALVE 








“CLOSED 





PRES. TEMP. 
CONTROL CONTROL 


Diag. 2—The burner motor has started. Hot oi! from the heater 
(at 140°F. or 150°F.) goes swiftly to the nozzle adapter, 
through 4%” OD copper tubing with ID of only”, then flows 
through 5/16” OD copper tubing to the ‘“‘Nerve Center’ which 
includes the two controls and solenoid valve which are shown, 
and also a pressure gage, which is not shown here. When hot 
oil reaches the temperature control (which is reverse-acting), its 
switch will close. The closing of this switch will give current 
to the solenoid valve (labeled ‘‘valve open’’ in Diag. 2). 
Energized, this normally open valve will close. Here in Diag. 2, 
hot oil has not yet reached the oil temperature control. This 
control, set at 100°F., therefore has an open switch in it. The 
solenoid valve therefore remains open, permitting the oil pump 
to send oil to the return line without developing any appreciable 
pressure. At this stage, before firing starts, the pump can 
easily rid itself of air . . . if any air is in it. The maximum time 
for this oil-circulation, self-priming phase of burner operation is 
limited to 120 seconds. If hot oil does not reach the oil tem- 
perature control within 120 seconds, the control system's 
Amperite tube will become hot and will stop the burner motor. 
Then the Amperite tube will remain hot and will prevent 
operation of the burner motor . . . until someone opens the 
oilburner main switch for at least one minute to permit the 
Amperite tube to become cool. Notice in Diag. 2 the cutoff 
valve is closed and the pressure regulator valve (P.R.V.) near 
the pump is closed. 












Don’t waste expensive sery- 
ice time trying to adjust to 
poor draft conditions—install 
WHITTY INDUCED DRAFT FANS! 


WHITTY COMPANY, INC. 


86 Western Ave. 
Boston 34, Mass. 








SOLVE COMBUSTION DRAFT PROBLEMS ! 
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Diag. 3—Burner is firing normally. After hot oil reached the 
temperature control, the switch in this control closed and gave 
current to the solenoid valve, causing it to close. Thus the 
solenoid valve is closed here. When it closed, the pressure reg- 
ulator valve had to go into action, opening enough to regulate 
the nozzle-line pressure to be either 120 or 140 Ibs, to suit 
the viscosity of the oil used. As the pump pressure increased 
to 80 Ibs. (the setting of the diaphragm-type cutoff valve, 
which servicemen should not try to adjust, say Electrol engi- 
neers), the cutoff valve opened wide and atomized oil started 
coming from the nozzle. Because the flow of hot oil to the oil 
temperature control now stops, this control cools during normal 
burner operation, and its switch opens. The reverse-acting 
pressure control next to the temperature control is needed to 
keep the solenoid valve closed (energized) when the oil tem- 
perature control cools, and its switch therefore opens. If for any 
reason the pump pressure dips down with the burner running 
normally (as in Diag. 3), the firing will stop instantly . . . as the 
switch of the pressure control will open, causing opening of the 
solenoid valve. Notice in Diag. 3 that the two controls to the 
right of the solenoid valve (both controls are reverse-acting) 
are wired in parallel with each other. With the switch of either 
control closed, the solenoid valve (normally open) remains 
closed. During a burner start-up, the primary control's trial-for- 
ignition period starts when the solenoid valve closes . . . when 
the firing should start. 





Oil burner start-ups in the fall reveal 
new draft problems and bring back old, 
poor draft conditions. 


WHITTY INDUCED DRAFT FANS 
SOLVE DRAFT PROBLEMS 


_— 


—_ —PERMANENTLY! 
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DON'T TURN ANOTHER PAGE 





before you learn how to 


INCREASE YOUR SALES 





WITH THE EXCLUSIVE 















SHOW YOUR 
CUSTOMERS 
FUEL SAVINGS 
uP T0 25% 


for every type of burner — for every grade of fue: oil 





DOOR MODEL for coal, coke and oil et ee ae 
savings up to 25% tee ak ie 
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Farris announces an 
outstanding new opportunity 


Farris’ name—assures top flight engineering 
and a universally known reputation 
for reliability. 


Direct Factory-Distributor Franchise—with 
planned sales, advertising, training, and 
promotional aids. 


Limited number of distributors in each 
market and only they can buy Farris Fuel 
Economizers. 


Protected Pricing—stable pricing that 
permits distributor profits. 


FOR COMPLETE DETAILS 
MAIL THIS COUPON TODAY 


There may still be a Farris Franchise 
open in your area. For full information on 
the outstanding business opportunities 
in the Farris Distributor Plan, fill out 
this coupon TODAY and mail to: 


Farris Combustion Controls Corp. 
400 Commercial Ave. 
Palisades Park, N. J. 


Please give me complete information on your Farris 
Distributor Plan () 


Name 





Title 





Business Name 





Street 





City & Zone 
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HODGEPODGE 


BIGGER PROFITS can be expected when you stand- 


ardize on Honeywell matched controls and control sys 
tems. Handling a hodgepodge of different brands can 
cause real ordering, inventory and service problems. But 
when you specify All-Honeywell control systems you get 
to keep your profits. Here are just a few of the reasons why! 

UNDIVIDED RESPONSIBILITY — you ll look to one 
dependable source for your complete line of controls. 
SIMPLIFIED INVENTORY—there’s a quality Honeywell 
control and an All-Honeywell control system for every 
application. CUSTOMER RECOGNITION—seventy-six 
years of leadership have made Honeywell a name they 
know and respect. ON-THE-SPOT SERVICE—with offices 


84 


in 112 cities, staffed by experienced sales and service 
engineers, you'll always have expert assistance and the 
right replacement controls when and where you need 
them. TRAINING SCHOOLS—your service and installa- 
tion men will increase their knowledge of the Honeywell 
line and get the latest information on residential controls 
at Honeywell training sessions held in your own town or 
area. Over 100,000 men attend these schools every year 

It all adds up to fewer headaches, bigger profits for 
you. So call your nearby Honeywell office today. Or 
write Honeywell, Dept. FH-9-94, Minneapolis 8, Minne- 
sota. In Canada, write Honeywell Controls, Limited, 


Toronto 17, Ontario. 


ties of the 


e United Stat ted Kingdom, Canada, Netherlands, Germany, France 
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KRAISSL 
 TCLASS 72 
STRAINERS 

AND FILTERS 
FOR Oll 
BURNING © 
SYSTEMS 


Underwriters 
Laboratories 





Eliminate filter replacement 
costs—reduce supply prob- 
lems. Complete range of 
sizes — from %%4” to 6” — 
pressures to 600 psig; broad 
range of separation .. . 
can be supplied with inter- 
changeable, patented, multi- 
element baskets. 





Check these design features... 


1. Hand screw requires no special 
tools. 


2. Handle shields side in use. 


3. Accessible closure for easy basket 
cleaning. 


4. Continuous separation is provided 
without flow interruption even dur- 
ing changeover. 

5. Tapered, anti-wedging valve plug. 


6. Drain connections on each basket 
chamber. 


7. Interchangeable low cost baskets. 


8. Assembled bodies tested under 
pressure in accordance with under- 
writers’ specifications. 


9. Spring handle holds basket on seat 
10. Independent stuffing box gland. 


11. Adjustable locking flange estab 
lishes valve clearance. 


Write for Bulletin A-1803 








[ KRAISSL co. 0 


| | 295 Williams Ave., Hackensack, N. J. 
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heater without being heated. The heat 
er should be drained and the oil tank 
pumped out.” 

For servicemen who may need this 
the manual primly warns that the 
setting of the electrodes or spark 
points of the ignition system is “most 
important and goes on to indi 
cate that this setting should be checked 
once a year or after each 1,200 hours 
of burner operation 

Literature on the Electrol Series HO 
burners points their spark elec 
trodes are “Nichrome not stainless 


steel 


The Question of Ignition 

Considering the many, many years 
that Electrol technicians and executives 
have insisted that continuous ignition, 
not intermittent ignition, should be 
used on every installation, I found 
something truly startling on p. 17 of 
this instruction manual for the Series 
HO oilburners. That’s the concession 
that intermittent ignition now possibly 
may be used for an Electrol oilburner! 
This relates to the use of a Honeywell 
RA890E primary control, provided by 
the factory as standard equipment for 
Models HO-3 and HO-4, which pri 
mary control of course can provide in 
termittent ignition for an installer wh« 
preters it 

The factory-supplied primary con 
trol for the small Model, the HO-2, is 
a Honeywell RA816 Protectorelay 

The installation and service manual 
contains two points of information 
highly important to servicemen who 
pride themselves on being able to 
service any make of oilburner, and 
likely to find an Electrol Series HO 
burner when on a call 

First point: The atomizing nozzles 
used in these burners are not special 

they are standard nozzles made for 


No. 2 oil. Thus nozzle replacement 


no problem 

Even for extremely narrow boilers, 
the manual goes on (giving extra bits 
of information in its usual, helpful 


way), the use of 30° and 40° angle 


(CVE 


Heat Transfer Equipment 


"HOT SPOT" 
PREHEATER 


FOR HEAVY OILS AND 
LIQUIDS IN BULK STORAGE 





Preheats fuel oils and other 
liquids to proper flow tem- 
perature before entering 
the suction line. 








Heats with Steam or Hot Water 

The Rempe "'Hot-Spot" does an 
efficient preheating job... releases 
more BTU'S from fuel oils. Special 
flow accumulator causes liquids to 
pass over heated coils. Takes the 
load off the suction pump. 
All steel shell and coil assembly— 
14" or 16" shell diameters—Con- 
nections furnished correct length for 
any tank diam. 


HEAVY DUTY 


STEAM 
COILS 


Distributor 
Type 


Tilted feeture assures drain- 
age of condensate whether 


used for vertical or horizontal 
air flow. 








Non-Freeze Design 


Every square foot of face area pro- 
dues equal heating capacity on full 
or modulated steam supply. Suitable 
for pressures to 200 Ib. gauge. 


Two row or one row available. Can 
be furnished with connections as 
shown or on opposite end of coil. 


Write 


for Detacle 
: Y E ° P 
ot Dita Boot 


Pipe Coil and Fin Coil De 


Heat Transter oe# 


—— cients. Get © copy tor 
REMPE COMPANY 


336 N. Sacramento Blivd., Chicago 12, Itlinois 
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...- the last word tn water-heating efficiency! 
Jounson’s 


PACKAGED “Heat Sewant” BOILER-BURNER UNITS 


for HOT-WATER SUPPLY 
or HOT-WATER HEATING 


In these compact new, factory-assembled units, Johnson brings water-heating engineering to a new high of 
efficiency and reliability. They are powered by automatic Bankheat Burners which have long held a world wide 
reputation for faithful, fuel-saving performance. They are available for operation on Oil, on Gas, or on 
Combination Oil-and-Gas. 
“Heat Servant” units come to you with burner and all controls mounted, wired and tested . . . ready to hook 
up to water, fuel and electric lines for inexpensive installation. They are 
available in 2 Vertical Models and 2 Horizontal Models (Scotch Boiler type) 
as follows: 
For HOT-WATER SUPPLY: 
Vertical Mod. VM—7 sizes: 80 to 525 MBH—20 to 120 Gal. Stor. 
Horizontal Mod, HZ—3 sizes: 100, 150, 225 MBH—50, 75, 100 Gal. Stor. 
For HOT-WATER or STEAM HEAT: 
Vertical Mod. VV (Hot-Water Heat)—12 sizes: 125 to 1000 MBH. 
Vertical Mod. VV (Steam Heat)—7 sizes: 125 to 850 MBH. 
Horizontal Mod. HS—6 sizes: 325 to 2000 MBH. 


Whatever your need may be. . . there’s a “Heat Servant” unit that will meet 
it perfectly. May we send detailed descriptions and data? 


ohnson, OL Burners 


S. T. JOHNSON CO. 
940 Arlington Ave., Oakland 8, Calif. 
Church Road, Bridgeport, Pennsylvania 
















Model 
VM-80 





Builders of fine Oil Burner Equipment since 1903 





SAFETY AIRFLOW No. 4 OIL 





PRESSURE SWITCHES 


BURNER 
by 
ELECTROL 
fully 





World Leader for Dependability 

(PN D” Series Switch shuts 

| Fe off fuel if drop in fluid 

oN or gas pressure occurs. 
ek ™» i 


“114” Series Switch 
shuts off fuel if blower fails. 





automatic 





ELECTROL HO Series Oil Burners are designed specifically 
to burn No. 4 fuel oil and feature: 


: ® No moving arms and rods, special pumps, or heaters 
Thousands sold. Factory Mutual and Underwriters 


Laboratories Approved. Standard equipment on 
leading products. Write for prices and literature. 


® Famous Electrol Cut-off Valve prevents after-drip 
® Hot oil at nozzle on every burner start. 
° 


Standard stock items——heater, controls, valves, noz- 
zles, pump, etc 


FREE CIRCULAR — @ Three models, 2 to 20 gph 


i and .. . the finest and most complete line of #2 oil 
burning equipment including warm air furnaces, boilers 
Dewey Gas Furnace Co. and water heaters, from .75 to 24 gph. 
102 E. Baltimore e¢ Detroit 2, Michigan Write for ‘HO, No. 4 Burner” literature, or on any 
oil burner problem 
PROTECTION FOR: Oi! Burners —Industrial ELECTROL BURNER MANUFACTURING CO., INC. 
Ovens and Boilers—Power Gas Burners RUTHERFORD, NEW JERSEY 
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nozzles is not recommended; it might 
cause ignition difficulty. For these 
Series HO burners, the manual in- 
structs, use nozzles of 60° spray angle. 

For exceptionally narrow fireboxes, 
Bob Andler added in talking to me, 
use full-cone spray nozzles. For fire- 
boxes normally or exceptionally wide, 
use hollow-cone spray nozzles. 

Second point of information vitally 
important to servicemen, and related 
to the unique “Thermo Circuit Check” 
and “Nerve Center” features of these 
burners: 


Answering a no-heat call and find- 
ing that the oilburner simply won't 
start up even with all its controls 
seemingly “on” and after the primary 
control's safety device has been re-set, 
a serviceman may have to go through 
a procedure that he finds peculiar .. . 
a procedure needed for no other make 
and model oilburner 

He may have to open the oilburner 
main switch, and keep it open for at 
least one minute, before he can possi- 
bly get the burner motor going. In- 


volved in this is the cooling off of an 


CUT servicing time and 
ELIMINATE expensive call-backs 





YOUR 


PROTECTION 


Hydro va/ve 





with the exclusive Neoprene Binder can- 
not be affected by modern detergent 
fuel oils — end customer complaints 
of leaking gaskets, thus eliminate ex- 
pensive call-backs 








They are designed and made to exceed 
original equipment specifications . . 
accurately cut to master gauges... . 
free from hanging shreads that cause 
annoying nozzle clogging. 










Hydrovalve’s Gaskets are packed for 
your convenience in the ‘‘50-PAK” box 
or “‘12-PAK” envelope. 






Hydrovalve 
STRAINERS 


are a successful combination of high 
grade anti-corrosive 90 x 100 Monel 
mesh wire, plus precision stampings 
and quality wire springs 











Specifically designed for replacement 
use, that will stand up under the tough- 
est possible conditions 








Torn and corroded strainers cannot 
trap and hold harmful fuel oil sedi- 
ments, which will clog pumps and noz- 
zles causing premature wear and costly 
service calls 










To insure your reputation and customer 
satisfaction, replace all doubtful strain- 
ers with long-life Hydrovalve strainers. 


Individually boxed for added protection. 









Your friendly jobber stocks HYDROVALVE Replacement Parts. ... ask 
him for catalog 760 showing our complete line, or write direct — 


ydrovalve Co., Inc. 


1319 UTICA AVENUE, BROOKLYN 3, N.Y. 


NA 9-1234 


Amperite tube, which under certain 
abnormal conditions warms up, and 
keeps the burner motor idle. Once 
heated, this Amperite tube stays warm 

. while it’s warm the burner motor 
can't be started. Opening the main 
switch, again for at least one minute, 
allows the Amperite tube to cool. Then 
the burner can be started. 

Accompanying diagrams and cap- 
tions cover fully the oil handling of 
an Electrol Series HO burner . . . with 
it idle, standing by with its oil pre- 
heater hot, with it going through its 
unique start-up paces, and with it fir- 
ing normally. 

Using No. 4 oil, for which it is listed 
by the Underwriters’ Laboratories, the 
burner sends oil to its atomizing noz 
zle at a temperature of 140°F. Using 
No. 5 oil, for which it is approved by 
the State Fire Marshal of the Com 
monwealth of Massachusetts, it gives 
150°F. oil to its nozzle. Heated oil 
goes only to the nozzle; no hot oil ts 
sent to the return line. Incidentally, 
every installation must have a return 
line, even an inside-tank installation 


where the tank is above the burner 


Points for Servicemen 

Asked about the most perplexing 
difficulties ever faced with his heated 
oil HO burners (he also makes burn 
ers for No. 2 oil, of course), Bob 
Andler listed these points: 
1. You get into this only as the re 
sult of poor pipefitting work going 
into the suction line installation. But 
the worst trouble you can get into is 
the result of air leaking into a suction 
line. Air pockets in the relatively large 
suction lines also can cause problems 
For suction-line length up to 50 ft., 1” 
iron-pipe size or equivalent is used 
For from 50 to 100 ft., 114” is used 
Buried lines must be below the frost 
line to prevent the No. 4 or 5 oil 
from reaching an unpumpable high 
viscosity in cold weather. 
2. Failure to understand the action of 
the Amperite tube causes servicemen’s 
headaches 

a) Remove the Amperite tube fron 
its socket . to start up a burner for 
the first time, and to permit priming 
the pump after a burner connected 
to a long suction line runs out of oil 

b) If a heated Amperite tube is 


keeping the burner idle when you an 
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WHITE-RODGERS gives you NOW... 
what others can only plan for the future! 


3 YEARS PROVEN DEPENDABILITY 






NEW COMPACT 
668 PRIMARY 
CONTROL 


Fits on 
4” x 4” junction box 





FOOL-PROOF 
FLAME DETECTOR 


“Cad cell’ responds 
instantaneously to 
visible radiant rays 
of the oil flame 


668 KWIK-SENSOR 


Revolutionary OIL BURNER PRIMARY CONTROL 


STOPS CALL BACKS commonly encountered with 
stack-mounted controls, as reported by dealers and servicemen: 


— Combustion switch “out of step” 
- False safety lockouts caused by: 
e poor draft conditions ¢ soot insulated helix ¢ short cycling system 


STOPS CALL BACKS commonly encountered with other 


burner-mounted controls, as reported by dealers and servicemen: 


- Soot and dirt on detector lens 
False safety lockouts caused by: e low pump pressure 
Dirty or open detector contacts 
— Detector held “in” by hot chamber 


e cold air in basement 


te today for Folder R-1700, which gives complete details 


WHITE-RODGERS 


ST. LOUIS 23, MISSOURI TORONTO 8, CANADA 
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swer a no-heat call, open the main 
switch in the manner that’s been de- 
scribed, to permit the Amperite tube 
to cool. 
3. Don’t try to adjust the cutoff valve. 
Consider it non-adjustable. 
4. Arriving on a no-heat call: 
a) First thing, feel the oil preheater 
. . . find out if it is cold because a 
fuse has blown or its switch is off. 
b) Second thing, remove the cover 
from the RA890E primary control, if 
the job has such a control, to find 
out if this control is “off on safety”. 


Don't trip the safety re-set lever before 
you remove the control's cover. Rea- 
son: If the safety device is not tripped, 
hot oil was not circulated by the pump, 
and therefore the Amperite tube 
stopped the burner motor 120 seconds 
after it started. If the oil temperature 
control (see drawings) does not snap 
“on” within 120 seconds after the 
burner motor starts, as the serviceman 
finds things the Amperite tube will 
be hot and will be keeping the burner 
motor idle . . . until the main switch 


is opened for at least one minute to 





Sinclair 


YOU GET MORE THAN 





HEATING OIL WITH A 
Sinclair FRANCHISE 


When you take on a Sinclair Heating Oil franchise, you get 
more than just a fine product to sell. You get the advantages of 
top reputation, responsibility, integrity and good service. 


Sinclair Heating Oil is one of America’s best-known, best- 
selling heating oils—so different it’s patented. 


Constant research helps keep Sinclair Heating Oil ahead of 


competition. 


A specialized training program creates new business. 


You’re assured a steady supply of heating oil— thanks to huge 


storage facilities. 


It will pay you to investigate the many advantages of handling 
Sinclair Heating Oil. Write: Sinclair Refining Company, 600 


Fifth Avenue, New York 20, N. Y. 


at SUMCIOIL we CARE...ABOUT YOU...ABOUT YOUR BUSINESS 


Sinclair Xe 


Heating Oil 






Sinclair 
HEATING 


SuperFiame 





permit the Amperite tube to cool. 
5. If the RA890E primary control is 
not off on safety, but the heating of 
the Amperite tube caused the no-heat 
call. think of such troubles as these: 
Out-of-oil, plugged strainer, suction- 
line air leak, oil preheater was cold 
when the burner last started (its 
switch was off, or its fuse was blown). 
The Amperite tube stopped the burner 
because after the burner motor started 
hot oil did not reach the oil tempera- 
ture control within 120 seconds. 

6. If the burner is off on safety, it 
also will be off on the Amperite tube. 
You must re-set the safety...and you 
must also open the main switch for at 
least One minute. 

The “Thermo Circuit Check” feature 
covered by the drawings provides these 
idvantages, says Bob Andler: 

1. Flushing of wax from nozzle lines 
each time the burner starts. 

2. Fuel pump is primed automatic- 
ally during each start-up . . . develop- 
ing no appreciable pressure before the 
firing starts, the pump automatically 
can rid itself of air in precisely the 
manner that a serviceman air-rids the 
pump of any air-bound pressure 
burner 

3. The burner is easily converted to 
the use of No. | or 2 oil in an emer- 
gency . . or to use up any No. 2 oil 
that happens to be in an already-in- 
stalled oil tank when the burner is 
installed. 

i. Standard, stock parts form the 
burner, and are easily obtained for any 
servicing; these include the controls, 
pump, oil preheater, valves, nozzles 
for No. 2 oil, etc. 

5. Cut-off valve is immediately be- 
hind the nozzle or the twin nozzles 
(twin nozzles are used for 6.0 gph and 
higher firing rates). This prevents 
nozzle fouling caused by dripping. 


* * * 


Russell E. Brant has been appointed 
manager, special heat exchanger prod- 
ucts, Acme Industries, Inc., Jackson, 
Mich. Brant comes to his newly-creat- 
ed position from American Radiator 
& Sanitary Corp.'s Industrial Division, 
where he has been associated princi- 
pally with thermal design of high 
and low pressure feedwater heaters 
for the past six years. 
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~ GENERAL 
PURPOSE 4 
TYPE “‘Q” 






THE ALL NEW TYPE “Q" _, the ultimate in oil burner nozzle 


PLUS 4 OTHER TYPES - "THE" COMPLETE LINE 
TYPE H 


Highly successful in solving critical com- 
bustion problems as it minimizes noisy fires and pul- 
sation. 

ITPE A These nozzles produce a very fine atomized “a 
hollow cone spray pattern. : ™ 
|YPE PH - Type PH nozzles are similar to the Type 

H spray patterns except that they are relatively more 

hollow. Made in the larger capacities for light and 

heavy oil applications where fine atomization is re- 

quired. . 

vs eee TYPE SS 
1) Designed to produce a fine atomized uni- ' 4 Ae 00 G 
form spray throughout the entire pattern. 


Delivers a semi-solid cone spray pattern 
and available in larger sizes. 


. oe ? Write Today for the all-new STEINEN 
ks cEN’ WM. STEINEN MFG. CO. HEATING PRODUCTS CATALOG H-61 


IN 
sTE Gj HEATING DIVISION — DEPT. A-9 with complete technical information, 
43 Bruen St. © Newark 5, New Jersey dimensional diagrams and charts. 




















Florida, we are looking into methods 
to mechanize our delivery systems and 
accounts receivable. 

Bear in mind, though, that we have 
several peculiar features to contend 
with: A large number of 55-gal. drums 


, , 
for Rerosene-burning accounts; man 
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Readers’ Problems SS ae a 


Q. With degree-days pouring into 


customers wi 
they think 


mild weatl 


insist on ordering when 


need Ou, 


periods of 
en no oil ts burned at 
stance to change. 
an) Swe gestions: 


S.J. W., Jacksonville. 
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SCULL 


MELROSE 76, MASSACHUSETTS 
IN CANADA: €E. S. Gallagher Sales, Lid, 10 Hafis Rd. Toronto, Ontario 


GREATER SPEED, FOR GREATER PROFIT, 


THROUGH THE,SSC U//_J, Y system 


Every unit of the SCULLY System has been 
built to combine maximum speed and efficiency 
in every fuel oil delivery. And even more im- 
portant, each unit has been engineered as part 
of a complete and dependable system, the 
only delivery system available. SCULLY 
products bring you the extra profits that come 
with the world’s fastest fuel oil delivery 





equipment. 


VENTALARM® Signal. The original whistling tank 
fill signal. Over five million now in use. Available 
for old and new tank installation. 


. VENTALARM ® Gauge.Money-saving 2-in-1 combina- 


tion for new burner installations. One single unit 
combining the original VENTALARM ® Signal witha 
Tank Gauge. 

Deep filling with SCULLY™® Filful eliminates foam- 
ing, making it possible to stop cut-off of the 
whistle by rising foam. This feature enables fill- 
ing to the proper level and increasing the average 
as much as 50 gallons. 


. SCULLY® Safety Vent Cap. An improved cap for 1” 


and 1%” vent pipes that amplifies VENTALARM 
Signal sound. Provides 50% more venting area 
than 1.D. of pipe. 


. UNIFIL® System. The tight connection delivery 


system that pays for itself and returns a profit 
in the first year. Over ten exclusive features. 


. SCULLY® Com Nozzle. A single rugged unit that 


has revolutionized nozzle design: lighter, faster, 
easier to repair, and with minimum hydraulic 
shock. 


. VENTAFIL® The portable combined fill, vent and 


signal for underground tanks. Built for fast pump- 
ing speeds without blowbacks. Light and rugged. 


. Combination SCULMATIC-SCULTROL. The only 


combination that provides absolute flow control 
and pressure-limiting control. 
See for yourself why SCULLY, after 25 years, is 
still the industry's leader. Call NOrmandy 5-3900 
for more information about any SCULLY products 
—and the unique SCULLY System. 


©1961 SCULLY Signal Company 
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A. We can well appreciate your 
problem in the matter of handling au- 
tomatic deliveries on small accounts, 
particularly with the unorthodox 
weather pattern you have in Florida, 
The Pacific Northwest encounters 
somewhat similar problems; the 
weather is more severe than Florida, 
certainly, but they also experience ex- 
treme fluctuations in seasonal weather. 

One company in that area puts all 
its stove oil accounts on automatic 
deliveries if they have at least 100 gals. 
of storage. The company doesn’t calcu- 
late each customer separately on a de- 
gree-day basis; rather they classify all 
customers into four categories, A, 
B. C. D. This represents the approxi- 
mate oil consumption rate rather than 
the exact rate. Then the company uses 
the degree-day system for each of the 
four classifications. 

For example, the trucks fill all of 
the “A” accounts when the degree- 
days indicate that they are ready; all 
“B” accounts get a delivery at a dif- 
ferent-time. This simplifies the proced- 
ure, since the “K” factor is determined 
only once and the customer is classi- 
fied permanently on that basis. The 
company using this plan has averaged 
87 gals, per drop on kerosene, with 
very few run-outs. 

Another company in the Northwest 
handles the same problem differently, 
but is well satisfied with results. This 
company makes an effort to get some 
of their customers to put in 275-gal. 
tanks and when they do, the company 
switches the customers to degree-day 
operation, the same as for furnace oil. 
The company uses a route system and 
sends a truck on a route stop to every 
customer in the area every two weeks. 

This company does keep track of 
degree-days, but only to the point that 
if the weather is severe, the truck cov 
er their routes a little earlier; if it is 
extra mild, they wait a few days. On 
summer accounts, the trucks cover 
their routes every three weeks. 

As a minimum suggestion, encourag- 
ing customers to install at least two 
drums would afford a much better 
chance to organize for automatic de- 
liveries. 

QO. I have been a subscriber to your 
magazine for several years and am 


wondering if you can assist me in a 
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There’s never any question about the gallonage delivered when you do business with 
Hess. Every Platinumized WHITE-HEAT trailer truck of the huge Hess transport fleet has 
its own delivery meter...that’s checked for accuracy, regularly...that prints its own 
delivery tickets exactly the way your own trucks do. And that’s only part of the Hess 
delivery story. You can schedule delivery any time of the day or night. 7 days a week. 
The Hess transport fleet is ready to roll at a moment’s notice. And because only 
Platinumized WHITE-HEAT ever gets inside of a Hess home heating oil transport truck, 
you get consistently high quality, every time. Get every drop you pay for...and more! 
Another good reason why independent dealers, like yourself,should switch to Hess and... 


PLATINUMIZED WHITE-HEAT — THE BRAND TO BUILD YOUR NAME ON! 


Hess, Inc. + State St., Perth Amboy, N. J. « VAlley 6-1000 / TerMINALS: PERTH AMBOY, N. J.* * WOODBRIDGE, N. J.* * EDGEWATER, N. J. * PORT READING, N. J.* 


[hess] PENNSAUKEN, N. J.* * NEW HAVEN, CONN. * ALSEN, N. ¥Y. ¢ RENSSALAER, N. Y.** ROCHESTER, N.Y. * ROME, N. Y 


JACKSONVILLE, FLA. * HESS TERMINAL CORPORATION: HOUSTON, TEX. * MOBILE, ALA. * NEW ORLEANS, LA 


* SCRANTON, PA.* + BALTIMORE, MD.* 


*WHITE-HEAT TERMINALS 








. . « » Readers’ Problems 
problem by which | am concerned. 
I am figuring a “ventilation by bod 
odors” for a health studio and am 
concerned as to the cfm per person 
ratings as shown in my Heating and 
Ventilating Guide in dealing with 
body odors. My Guide is a 1958 issue 
so 1 will refer to it. Chapter 6, Physio- 
logical Principles, Table 1: Laborers— 
23 cfm as minimum outdoor air re- 
quirement to remove objectionable 
body odors. In Chapter 13, Cooling 
Load, Table 3—Outdoor air require- 
ments for removal of smoke goes as 
high as 50 cfm per person. 


The question arises: Is the 23 cfm 


a reasonable and safe basis for ous 
problem where you have much per 
spiration, muscular exercises, showers 
should we 


Turkish baths, etc., or Use 


a heavily increased cfm per person 
7 he 40’ by 53’ 
AVETALE 


25,000 cu. ft 


general space 1s 


10’3” ceiline height, totaling 


ccupancy ts 50 to 40 
equaitng OUU to 500 cu. ft. per person 
which greatly exceeds the cubic foot 
per person given in Table 1. 
Does bod) ( dor 


gravitating with the 


carr) 
bod) 


can be drawn off quickly through a 


upwards, 
heat so it 


WIX OIL BURNER FUEL FILTERS 


i 





In and out in 5 minutes or less! That adds 
up to more calls per day—and that means 
money! Service calls that include chang- 
ing ordinary filters take a lot of time—not 
to mention cleaning up the mess on the 
floor. With a WIX Spin-on Filter—there’s 


SPEED SERVICE AND CUT COSTS 












REET” asneanes se 

Gage WHEN CLOGCEE 

Chg CE tC AOE 
PVE. on increases 
* AND SEDUCES 


no mess...a twist of the wrist and the 


old one’s off...another twist and the new 


WIX Filter is on! 


The WIX Spin-on Filter has everything 


Exclusive POROSITE 
pleated paper filtrant with 
228 square inches of fil- 
tering surface. 


..-€xtfa Capacity to cut down call backs... & 


filtration to capture even microsopic con- 
tamination...exceptional flow character- 


Easy to convert from old 
style, time wasting filters. 


istics...even a safety locking feature to 3 


discourage tampering. 


It all boils down to serving the customer 
better — speeding up service and — 
INCREASING YOUR PROFITS. Install 


WIX in every home you serve! 
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FILTERS 
WIX CORPORATION - GASTONIA, N. C. 


in Canada: Wix Corporation Ltd., Toronto 


Removes even microscopic 
contaminants... up to 120 
gallons per hour gravity 
flow. 


savin 


fuel oil 





roof fan? Or does it spread horizon- 
tally, necessitating a greatly increased 
cim per person? 
B. R., Flint, Mich. 
A. Your problem has many aspects. 
On the one hand, many gymnasiums 
in schools, institutions, and clubs are 
without any special ventilation equip- 
ment, and others have ventilation 
equipment that’s never turned on. You 
can check that for yourself in your 
own locality. 
On 


been given the assignment of provid- 


the other hand, after you've 
ing excellent ventilation for an estab- 
lishment to be occupied by wealthy 
ind highly civilized people who are 
charged substantially to be in the 
place, you should ventilate it cred 
itably. 

The 


occupants in a room of 40’ x 53’ is 


occupancy load of 30 to 40 
an uncommonly great load in terms 
of the usual gymnasium, and the 10'3” 
ceiling height is low. 

We urgently recommend that you 
try to learn where a similar establish- 
ment is located. Visit it. Get figures 
On its size, occupancy, its ventilating 
equipment, and its heating equipment. 
Find out if its basis for ventilation 
provides satisfaction. Then draw up 
your own basis for the place which 
interests you. 

Lean towards the 50 cfm, as body 
odors do not obligingly travel upwards. 
Any slight breeze or air movement 
moves them in its direction. 

Don't fail to provide for proper 
heating of the considerable amount 
of outside air that will flow into the 
room on cold days in winter. To heat 
this air where it enters, install fin-tube 
forced-circulation hot-water coils or 
equivalent equipment which, properly 
controlled, will heat the incoming air 
smoothly and uniformly to a suitable 
temperature (perhaps 75°F.) no mat- 
ter whether the outside temperature 
is mildly or extremely cold. You face 
air-heating problems and temperature 
control problems, together with prob 
lems of avoiding freezing of water in 
hot-water type or steam-type air-heat- 
ing coils. 

You need considerable help from 
manufacturers of equipment suitable 
for heating the incoming air. 
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. . « » Readers’ Problems 
Replacing automatic oil valve 
of obsolete pressure burners 


Pierce Arrows, Maxwells, Model T 
Fords, and other old automobiles still 
are around in limited numbers, there- 
fore still need servicing. 

Just so, limited numbers of obsolete 
oilburners, made in the late 1920's and 
the 1930's, are still in use and still 
need servicing. Every so often, a serv- 
iceman sends questions to FUELOIL & 
O1L HEAT that prove this. 

As an example, service boss F. M.., 


Chicago, recently sent in the follow 
ing inquiry 
Because the Chicago supply houses 


| 
have discontinued StOCKINg pressure 


] 


valves, same considered obsolete, an 


as I had to leave a customer without 


heat two days for this reason, I should 
appreciate your comments on a tenta 
tive substicute [he pressure valve 
wanted was part of a Kleen-Heet 
burner, and as I have still a few of 


these to service, I am interested in 


being prepared for possible future 
valve trouble 
In a recent case, through good 


REVOLUTIONARY 
DESIGN FEATURES 


GIVE THIS NEW 
OIL FIRED WATER HEATER GREATER 





oil fired 


EFFICIENCY 


than any competitive 
heater on the market! 


PLAN FOR IT 

IN YOUR BUILDINGS! 
Here’s a combination of 
the best design features 


from oil burning and 
natural gas fired equip- 
ment: 

ACE’s new Oil Fired 
Water Heater fits in a 
6’ x 9 area. It gives 
you maximum heat 
never before possible in 
such a small, compact 
unit. 





Write for 
illustrated 


number of heaters brochure 


Third digit == model of heaters 
Three numbered digit 
of galv. storage tank in gallons 


net capacity 


oil fired with two F3A 


Model No. GPH oil per hr. 
1. 0-2-3-250 410 a3 Explanation: 
2. 0-2-4-250 600 5 emod am 
3. 0-2-5-250 1050 7 mounted on unit 
4. 0-3-3-390 630 5 
5. 0-3-4-390 900 7 Example: 
6. 0-3-5-390 1400 12 0-2-3-250 
7 


. 0-4-5-680 2100 15 


heaters with 250 capacity gallons galv 
storage tank 


ACE TANK & HEATER CoO. 


10847 S. Painter Ave., Santa Fe Springs, Calif. 
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luck, much time spent on the phone 


getting servicemen to dig through 
their junk boxes, etc., I did obtain a 
left-over valve of suitable type. 

I have studied the possibility of 
using the pressure valve in a conven- 
tional fuel unit as a substitute, but 
find it easier to get your advice than 
do some personal experimenting. 


“A Kleen-Heet 


other 


burner, like some 
oldsters, has an independent 
pump. The pressure valve is separately 
positioned. My idea is to use, for in- 
stance, a Sundstrand S-1 fuel unit by 
removing the pump gears, sealing up 
tight around the drive shaft, and hook- 
ing it in place where the old and de- 
fective pressure valve used to be 

“The accompanying sketch shows 
my idea of a possibly satisfactory hook- 
up. The K-H burners usually have a 
return line to the oil storage tank. 

“I thank you for your efficient help 
in the past.” 

The left-hand, accompanying draw- 
ing was made from his sketch, and 
gives his idea of a possibly satisfac- 
tory hook-up. (Drawing on page 98) 

First, heartiest congratulations to 
F. M. for originating an idea that can 
be invaluable in such an instance of 
a no-replacement-parts service emer 
gency as he has in mind! 

The technical editor of FUELOIL & 
OiL HEAT finds this idea entirely new 
and unique, completely without prece 
dent, admirable in representing origi 
nal thinking. 

Now oddly, the idea is even better 
M. believes it is, 


it he does not have to work over the 


than F. for to use 
fuel unit, remove its gears, and seal 
tight its drive-shaft gland. 

His ideas can be improved some- 
what with great ease. Improvement 
starts (see his drawing, the left-hand 
drawing) with pointing out that the 
oil pump on the burner should not 
send oil into the normal return port 
of the fuel unit that’s new on the 
installation. Hooking things up that 
way would be trying to send all the 
oil from the pump backwards into 
the pressure regulator valve of the 
new fuel unit 

For this pressure regulator valve to 
work properly, actually the excess oil 
pumped (which must go to the return 
line) must come out of the normal 
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INSTALL THE BEST... 








4200 ELECTRIC HUMIDIFIER 
INSTANT ACTING 
POSITIVE HUMIDIFICATION 


Sell and install the Viking Electric Model “4200” and assure yourself 





of a substantial profit and satisfied customers. The Viking Line 
No other humidifier offers the effectiveness of this new, positive = 
acting unit. The Model ‘4200” operates independently of variations js 





in plenum temperature, directional air flow or dryness of air. Each 
time the furnace blower operates the plenum is automatically charged 
with live steam. The resultant mineral free air is carried throughout 
the home, providing health, comfort, property protection and a re- 
duction in fuel consumption. 

A special Viking “4200” feature makes it possible to select the 
desired humidity by simply turning a dial on the unit. Viking Humidi- 
fiers come pre-wired, pre-assembled and ready for installation. 

Get all the facts ... Ask your wholesaler about the profitable Viking 
Humidifier Line and the special promotion plan available to Viking 
Dealers. 


VIKING 
SUPER 6000 











I, 
¥ iking air PRODUCTS Humidifiers * Furnace Blowers 


Division of the Lau Blower Company Jet Room Balancers * Blower Packages 
5601 Walworth Avenue « Cleveland 2, Ohio Pormenemt Filters 
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. ... Readers’ Problems 
































return part that’s so labelled in the 
left-hand drawing. 


To use this excellent idea originated 
by F. M., hook things up as is shown 
in the accompanying, right-hand draw- 
ing. Here, all the oil coming from 
the pump originally on the burner 
goes into normal pressure-gage port 
of the new fuel unit. 

If the Sundstrand fuel unit were 
operating normally, the oil pump run- 
ning in it would be on the up-stream 
side of this normal pressure-gage port; 





Model R-! 
300,000 to 
1,050,000 BTU 
oil or gas fired 
Wondaire Lo-Boy 


Pe ay eres 4 


ERS 


THE WORLD’S FINEST HEATING 


the pump would be sending oil to- 
wards this port. On the down-stream 
side of the port would be the combina- 
tion, automatic valve (serving as both 
a pressure regulator valve, and as a 
nozzle-line shut-off valve). 


Hence you send the oil into the 
Sundstrand fuel unit as shown in the 
right-hand drawing. Sending the oil 
(from the pump on the burner) into the 
normal pressure-gage port gives oil 
to the new automatic valve . . . in 
precisely the same way that the pump 


Power Gas Burners 


PG-260* 90,00¢ 
PG-10 


*AGA listed 


400,000 ¢ 


Today’s ning prospects are interested in the per- 


formance and 
are interested in 


eernmped of their investment. They 
heating equipment which offers them 


to 28 
PG-460B* 200.000 to 400.000 BT 
1.000.000 BTI 


‘MANUFACTURING 
Ridgeville indiana 


gears in the Sundstrand pump would 
send oil into the new automatic valve, 
if these pump gears were running. 
The return line to the tank, in the 
right-hand drawing, connects to the 
usual return-line port of the Sund- 
strand fuel unit or the normal 
return-line port. As F. M. and other 
oldtimers know, if no return line to 
the tank were used (the job has an 
inside tank located above the burner), 
then an external by-pass line should 
be used—it would simply run from 
the port of the 
Sundstrand fuel unit to a pipe tee in 


normal return-line 
the feed line that gives oil from the 
tank to the old pump already on the 
burner. 

The new idea of F. M. thus is suit- 
able for both one-line and two-line 
installations . . . jobs having no return 
lines, and jobs having return lines. 

A label at the top of the right-hand 
drawing indicates a 1/4” OD copper- 
tube line. This can run from either 
of the normal inlet ports of the Sund- 
strand fuel unit (internally, these ports 
are connected to each other, of course) 


to a pipe tee in the return line 


Model CFO 
80,000 to 
1,050,000 BTU 
Wondaire or! or 
gas fired 
Counter Flo 





wi Horizontal 
80,000 to 1,050,000 BTU 
Oil or Gas fired 


00 BTU 


7 





the greatest value backed by a guarantee which offers 
everything that it should. Wondaire heating is be- 
coming a “buy word” for more and more wholesalers 
and dealers as competition begins to weed out the 
narrow margin and low performance operators. This 
is one of the major reasons why more and more heat- 
ing experts are recognizing and requesting Wondaire 
Oil or Gas fired heat. Wondaire heating is quality 
built at prices to please everyone. 


Model R —_["] Power Burner 
Model CFO [-] Model R-I 
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erything you need...from reliable primaries to fashionable room thermostats... 
you can get from one good, responsibie, single source. Choose from a complete line of pri- 
maries-stack-mounted, or time-proved PerfXray which is burner-mounted and senses flame 
—or the new Lux-Ray that mounts on the burner and controls from a light-sensing device. 
Think of the time you'll save (to say nothing of the quality you’ll buy) — easier ordering, 
faster deliveries, fewer call-backs. Field service from 44 Factory Branch Offices to protect 
your buy. For compatible controls for oil or gas-fired, warm air or hydronic heating systems. 


ayy GENERAL CONTROLS 
Xe 


Automatic Controls for Product or Process 
Glendale, Calif. » Skokie, Ill. « Guelph, Ontario, Canada 
Nine Plants — 44 Factory Branch Offices Serving 


® The United States, Canada and Western Europe 
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. . . + Readers’ Problems 
or an external by-pass line, if one is 
used. 

This 1/4” OD copper-tube line is 
needed to prevent build-up of pres- 
sure in the not-used strainer compart- 
of 


which compartment is not designed 


ment the Sundstrand fuel unit, 
for high pressure, such as nozzle-line 
pressure equal to about 100 Ibs. 

You don’t remove the pump gears 
You 


don’t do a thing to the shaft seal. All 


from the Sundstrand fuel unit. 


you do is hook up the new fuel unit 


as the right-hand drawing shows. 


Thus, you don’t take apart, alter, or 
tamper with the fuel unit. After using 


it this way as a “tentative substitute 


for a needed automatic oil valve, as 
F. M. words it, you later can put it 
back in stock for ise in the usual 
fashion later 

Now, back to the reason for the 

i” OD line in the right-hand draw 
ing. With this equipment set-up in 
operat 1, the old yuMp in the burne: 
puts 100 Ibs Or sO) pressure on the 
automatic oil valve in the new Sund 


strand fuel unit. It puts 100 Ibs. pres 
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story of a man 
who saved $4,000 


He was thinking of buying Mobile FM Radio. 
Saw one of our ads—mailed the coupon and 
received a free paper model of the Aerotron 
Slimline. Then, slipped paper model under 
the dash of one of his vehicles—looked 
good—didn’t take much space either. The 
Slimline is all-aluminum construction— 
weighs only 8 Ibs. 11 ozs. Battery drain is 
no more than your parking lights use—has 
transistorized power supply, too. The hand 
wired circuitry is more reliable—easier to 
repair. Optional features include: up to three 
transmit and receive channels, and Unicall, 


AERONAUTICAL ELECTRONICS, INC. ¢ BOX 6527 « RALEIGH, N. C. e MAKERS OF FAMOUS 6N15 MODEL 


for sharing crowded frequencies without 
interference. How did he save $4,000? 
Bought 10 Slimlines at $395 each—half the 
price of the other units he had considered. 
Moral? If you’re thinking of buying Mobile 
FM Radio—clip this ad to your letterhead 
and we will send you a free paper model 
of the Aerotron Slimline. 





AZROTRON 
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sure on the output side of the Sund 
strand pump gears (which are idle 
Fueloil will seep through these gears, 
tight-fitting though they are, at an 
exceedingly low gph rate. 

If both normal inlet ports (at the 
tops of the fuel units in the drawings 
were plugged, the result of this oil 


seepage through the gears would bx 


a build-up of oil pressure in the 
strainer compartment of the Sund 
strand fuel unit—up to the 100 Ibs 


nozzle pressure being developed by 
the old pump in the burner. Such high 
pressure 1n the strainer compartment 
fuel 


suitable. The fuel unit is not designed 


of the Sundstrand unit 1s not 


for it. The high pressure would be 
trying to blow the cover off the 
strainer compartment .. . at least it 


would blow out the cover gasket. 
The 1/4” 


the 


OD copper-tube line in 
off 


seeping 


right-hand drawing bleeds 


into the return line, the oil 


backwards through the pump gears 
idle) of the Sundstrand fuel unit, and 
prevents high pressure from develop 
ing in the fuel unit's strainer compart 


ment. 


Line Up Replacements 

F. M., Chicago, will use a new fuel 
unit this way only as a “tentative sub 
stitute” for a replacement oil valve 
The fuel unit is too expensive, for 
one thing, to use permanently this way 
on a job. He certainly can obtain re 
placement automatic oil valves for old 
Kleen-Heet burners and similar burn 
ers ... when he has the time for-this 
For one thing, he can find out where« 


the Chicago supply houses obtained 


such automatic valves before they 
stopped stocking the valves. 
One more important detail: The 


right-hand drawing does not show a 
pipe plug for air-ridding the old oil 
pump, and for applying a pressure 
gage. At the upper end of the line 
from the old pump to the new fuel 
unit should be a pipe tee in place 
of an elbow. Plus one opening of th 
tee. To air-rid the pump or apply a 
pressure gage, remove the pipe plug 
and use its opening. 


eer or rrr rrr er 


David J. 
president, Petroleum Heat & Power 


Co., Stamford, Conn., died recently 


Sullivan, executive vice- 


Services were held in Stamford, Conn. 
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with modern, high-speed loading facilities. 
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4 with successful sales promotion materials. 
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4 with a magazine devoted entirely to your needs. 


“_y rus 
4 with a management manual for profitable business operations. 


4 ras 
I. R S with trained representatives who help you with your problems. 





Count On Coastal’s Continued Leadership 


To Help You Be First In Your Community 


COASTAL OIL COMPANY 


Executive Offices 
744 Broad St., Newark 2, N. J. 
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Pennsylvania Dealers 
sponsor Football on Radio 


THE PENNSYLVANIA Oil Heat Council 
and the Oil Heat Council of the 
Greater Philadelphia Fuel Conference 
has announced plans for joint spon- 
sorship of the Notre Dame football 
games to be broadcast from September 
30 through December 2, 1961, over 
Philadelphia's station WFIL. 

The areas served by the two Coun 
cils in Pennsylvania alone represent 
a consumer audience of almost three 
and a half million. In addition, the 
programs will cover five counties in 
southern New Jersey, with a popula- 
tion of close to 800,000. 


Gulf Oil reorganizes its 
Manufacturing Department 


BECAUSE of increased operations on a 
world-wide scale, the Gulf Oil Corp., 
Pittsburgh, Pa., has re-aligned the 
functions of its former manufacturing 
department by establishing three new 
corporate departments. The new de- 


partments are the Petrochemicals, 


SEND FOR 
complete literature and 
prices. Do it today. 


Product Supply and Refining depart 
ments 
Dr. Alexander 


vice-president, will head the new P¢ 


Lewis, Jr., a Gulf 


trochemicals Department and will be 
responsible for the corporation's 
field: 


Manning, a Gulf coordinator 


world-wide activities in this 
K. S 
will be responsible for coordinating 
Gulf’s world-wide activities in Product 
Supply. Responsibility for the co 
ordination of the company’s world 
wide refining activities has been given 
to Ernest Cotton, also a Gulf coordi 


nator. 


A. Y. MeDonald opens new 
Branch at Rochester, Minn. 
NEWEST ADDITION to the growing 
list of A. U. McDonald Mfg. Co 
Dubuque, Ia. locations is a branch at 
Rochester, Minn., under the supe: 
vision of the Minneapolis Branch man 
ager, N. J. Mathias. 

This 22nd location will be managed 
by W. L. 


City, who has been appointed resident 


Cox, formerly of Charles 


manager of the new branch, which 


will serve Southeastern Minnescta 


Cirele Controls dedicates 
its newly-completed Plant 


CIRCLE CONTROLS CORP.'S new build 
ing at Vineland, N. J., was officially 
opened recently with Vineland Mayor 
Albert Giampietro participating in 
the dedication ceremonies 

Circle Controls is engaged in the 
remanufacture and rebuilding of con 
trols for residential, commercial and 


industrial oilheating systems. 


WATUBO’s maintenance 
Services are Expanded 
WATUBO INDUSTRIES, Chicago, IIl., 
has announced the expansion of their 
maintenance division to perform flui- 
dynamic process engineering and 
maintenance services for hotels, hos- 
pitals, restaurants, industrial plants and 
similar installations. 
Engineering-maintenance services in- 
clude scheduled inspection, repair, 
cleaning, and replacement for boilers, 
oil and water heaters, heat exchangers, 
tanks, and 


condensers, vessels and 


smoke stacks. 


Genin MACRO ‘ 


FUEL OIL FILTERS | 


KLEMM FUEL OIL FILTERS never stay long on your 
shelves. Good design and performance, attractive packaging 
and prices make them sure-fire best sellers... 
the kind that puts profit in your pocket. 
Always stock KLEMM... they sell! 


‘se | 
is 


= 


aa 
S 1 
FF-430 | FF.4306 
U/L | 


j 


/ PK-150 
u/t 


KLEMM PRODUCTS 


Division of 


KLEMM AUTOMOTIVE PRODUCTS COMPANY 


{722 North Damen Avenue ¢ Chicago 47, Illinois 


EXPORT: Guiterman Co., Inc., New York 4 


CANADA: E , Ltd., Toronto 
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Successful oil burner operation depends on 
é 


7, WRELIABLE ARC 


5 
i; / ] ; 
\ ’ 
. L / % GENERAL ELECTRIC'S IGNITION 
ce / TRANSFORMER PROVIDES IT! 


General Electric Ignition Transformers generate one of the 
highest crest voltages in the oil heating industry 
a ; They are designed to give you a positive, safe 10,000-volt 
arc every time. They normally deliver an efficient spark even 
when input voltage drops, electrodes are fouled, low-grade oil 
/ is used, or when low temperatures cause oil to thicken 
i And the spark you get is of uniform intensity. Specially ds 
) veloped core laminations help to provide. the perfect arc 
not so high as to cause electrode deterioration, yet high 
enough to sustain ignition. 
Whether you build, sell, or service automatic oi! burners 
specify General Electric Ignition Transformers dependable 
units you can install and forget! 


OTHER OUTSTANDING ADVANTAGES 
Low Cost—General Electric transformers are competitively priced 
... you get G-E quality at no extra cost. 
Two-year Warranty—G.E. stands behind its transformers with 
a special two-year warranty from time of manufacture against 
defects in design, materials, and workmanship ‘ 
Custom-designed Mounting—Mounting arrangements can be 
tailored to meet your requirements. Examples: open slot, hinge 
SIV Ae) malate (eal om 
Interference Reduced—Two-way shielding on G-E transformers 
curtails radio-television interference. 





Ra 


- For more information on General Electric's Ignition Trans 
‘ formers, contact your G-E Sales Engineer or Distributor, or write 
for Bulletins GEA-7017 and GEA-7054 to section 413-10, General 
Electric Co., Schenectady 5, N. Y 
’ Progress /s Our Most Important Prodvet 
=... 








General Electric's Ignition Transformer a 
designed to strike a reliable are every time! 








NEW PRODUCTS 


Viking adds three larger Pumps 

to its helical gear driven Line 

THREE LARGER Capacity pumps have been added to \ iking’s 
line of helical gear driven units, including 200, 300 and 


HU gpm (nor 
nal rating) heavy 


duty, positive ais 
placement, rotary 
pumps for pres 


sures up to 200 





psi. 
Independently-mounted size “C” 
accepts any one of five gear ratios capable of transmitting 


helical gear reducet 


a maximum of 25 hp at 350 pump rpm and 40 hp at 520 
rpm. With five gear ratios and a 1750 or 1150 rpm motor, 





IT’S HOTTER THAN HOME IN HERE?! 
BOY! THAT WHIRLING FLAME! 
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the three pumps achieve a capacity range from 65 to 450 
gpm 

Size “C” reducer capable of transmitting up to 25 hp at 
350 rpm also has been added to the line of smaller Viking 
pumps, 50 through 150 gpm (nominal rating). 

Made | Viking Pump Co., Cedar Falls, la. 


Aerotron has 15-watt two-way Radio 
in compact, lightweight Slimline Series 
THE SLIMLINE Series of two-way mobile communications 
equipment now includes a 15-watt model, described as most 
compact and 
lightweighe. It 
weighs 8 lbs., 10 
0z., measures less 
than 5” high and 
fits under -the- 
dash of any car or 
truck. 

All operating 
. controls are kc 
cated on the brushed silver anodized front panel and 
through the use of a “grated” final audio stage and a stand 
by switch, battery drain on 12 volts has been reduced to less 
than 4 amps for the reciever. It is less than 9 amps for 
full 15 watts output from the transmitter. 

Initially available only for 12-volt operation, the new 
Slimline may be interchanged from vehicle-to-vehicle with 


out regard to battery polarity since proper connections are 


IL BURNING 


EFFICIENCY 
IS IN A CLASS 
BY ITSELF! 

WE HAVE CUSTOMER 


PROOF OF AVERAGE 
FUEL SAVINGS OF 


A\(0)% 


write for it! 


BE THLEREN, 
FOUNDRY & MACHINE CoO. 
AUTOMATIC HEATING DIVISION 
225 W. 2ND ST., BETHLEHEM, PA. 


OTHER BETHLEHEM PRODUCTS: CHEMICAL PROCESS EQUIPMENT, ENVIRONMENTAL ENGINEER. 
ING EQUIPMENT, CEMENT MILL MACHINERY, SPECIAL MACHINERY, FOUNDRY, FABRICATION 
AND MACHINE SHOP SERVICES 


posse es 
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NEW LONGER, TROUBLE-FREE OPERATION 
NEW EASE OF CLEANING AND MAINTENANCE 
NEW — smALLER, MORE CONVENIENT SIZE 


NEW @ OILIFTER 


OIL PUMP FOR OIL BURNING EQUIPMENT 


MODEL NO. 2521 


This completely new CC Oilifter combines out- 
standing new performance features with a new 
low price. Ideal for both vaporizing and rotary 
type oil burners; conversion oil burners; space 
heaters; ranges and water heaters. Contact 
your wholesaler or write c/o the address below. 


check these NEW features 


EXTRA QUIET electric motor operates continuously. 
22-watt rating. No arcing, so absolutely no radio 


or TV interference. Capacity: % gal. per hour at 
20 ft. lift. 


NYLON GEARS AND OVER-TRAVEL MECHANISM 
give long life, smooth operation. 


Pat SELF-LUBRICATING — All moving parts — except 

e the 2 valves — operate in a special lubricating oil 
which never has to be changed and must be checked 
only once a year. 





tint ~~ ——~~_ LONG-LASTING DIAPHRAGM is made of Buna “N” 
a — a nylon base fabric with Buna ‘'N"’ impregnation 
te gs . — assures many seasons of trouble-free operation. 





STRAINER 
ONCE-A-YEAR SERV- 
ICING can easily be 
done by the owner 
himself. Lubricating 
oil comes ina special 
CC spout-can. To fill, 
simply unscrew cap at 
top and fill to the 
level of the plug hole 
on front. 


LUBRICATING 
Oil : 


~~ 
FUEL OIL 


EASY TO CLEAN — Besides 
once-a-year lubrication, the only 
servicing necessary is cleaning 


. 
_ Am 

the valves and the strainer. 
& 


be Valves can be removed and 
cleaned by removing one screw 
as shown. Valves are identical 


so they cannot be mixed up. 
Strainer is removed simply by 
unscrewing a cop. 








'G 


( Gama 
TERRA ALAA ALS 





Cueaivt Contiole Sor snabislg, 


CONTROLS COMPANY OF AMERICA 


HEATING AND AIR CONDITIONING DIVISION 
N. 32nd Street, Milwaukee 10, Wisconsin ¢ Cooksville, Ontario * Zug, Switzerland 
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. «+ + New Products 
made external to the set in the power cable socket. The 
set’s hanger bracket permits tilting, plus a wide range of 
horizontal position adjustments. The set can be removed 
from its cabinet or the entire set removed without tools 
Slimline sets have optional provision for a maximum of 
three transmit and receive channels and for plug-in addition 
of Unicall, a system which permits sharing of crowded 
frequencies without interference. 
Made by: Aeronautical Electronics, Inc., P.O. Box 65 
Raleigh, N.C. 


Carrier Line of oilfired Furnaces 
includes 19 Weathermaker Models 
HORIZONTAL, upflow, counterflow and LoBoy models 
comprise the 19 oilfired furnaces in a new Weathermaker 
ee line. Seven hori 
zontal models 
range in capacity 
from 85,000 to 
435,000 Bru; four 
vertical and three 
counterflow units 
are available at 
85,000, 125,000 
and 156,000 Bru 


five LoBoy mod 





els range fron 


100, 000 to 250,000 Bru. 


Each insulated cabinet contains 


tienen Filters Helps You Deliver 


CUSTOMER COMFORT at « PROFIT 


Customer comfort is a profitable business. The only way to keep 
it profitable is to have comfort go hand in hand with satisfaction. 
That’s why we make General products so customer-satisfying. It 
assures top performance and avoids call-backs for adjustments. 





heavy-gauge heat exchanger, stainless steel combustion 
chamber and blowers. 

Plenums which accept standard cooling coils are avail- 
able for all units except the horizontal models; they can be 
matched with a new line of encased horizontal coils. All 
units, except the horizontal, are wired and assembled at 
the factory. Burner for the horizontal unit is placed at the 
time of installation, making it light in weight. 

Made by: Carrier Corp., Syracuse 1, N.Y. 


Honeywell low flow control Valves 


include Two with electric Actuators 

COMPACT VALVES to regulate the flow of small streams of 
air, water, steam or chemical solutions have been announced 
by Honeywell. Suitable for 
use in airconditioning, refrig- 
eration and heating, the 1400 
Series includes a lightweight 
diaphragm-actuated model, a 
high-performance diaphragm 
model, ultra-low-flow model 
and two with electric actu- 
ators. Valves are available in 
14, 34 and 1-inch sizes with 


screwed and flanged connec- 





tions 
The two electric motor actuators, low or line voltage, 


offer two-position, floating or proportional control and 











Every service call is an opportunity to 
install new units or replace elements. 
Be sure you have a supply in your 
service car. 





Genoa Moisture-Matic 


_ HUMIDIFIER 


With the 
foolproof : 


valve General, ate 


Completely 

trouble-free. 

No float to 

stick. Corro- 

sion-free pan. 
Enclosed valve seat. Guaranteed one 
year on parts. 
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Ask Your Jobber fo: 


GENERAL FILTERS, 


43800 GRAND RIVER AVENUE 


the GF Products 


Genera Ge wera 


FUEL OIL CLEAN RIGHT 
FILTERS Soot Remover 


"'Step-design'’ The instant, miracle 
wool-felt element 
traps all moisture 
and dirt particles. 
Lifetime, heavy 
gauge iron and 


= > 


cleaner for flues and 
fire chambers in any 
kind of heating plant. 
Will not harm burner 





steel construction. One bolt removal allows parts. Cuts heating 
element replacement. Two sizes fit all plants. 


bills up to 25%. 





INC. 


NOVI, MICHIGAN 
IN CANADA: Canadian General Filters, Ltd., 39 Cena Blyd., Scarborough, Ont. 
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New RCA “Efficiency” 2-Way Radio drastically 
reduces co-channel interference, skip signals and 
ignition noise—gives you a sharp, clear channel of 
communication. First of the new ‘“‘E”’ Line Radios, 
this is the finest UHF 2-way radio ever offered by 
RCA...and at the lowest price ever. 


Combination control panel, speaker and power 
supply unit mounts in less than 7” space under 
dash. No separate control panels or speaker— 
single compact unit completely eliminates clutter. 


\ The Most Trusted Name 
é a i) ; ; 

} in Radio 

‘_ RADIO CORPORATION OF AMERICA 
ace @® 












ity RCA Ra 









May Rat! 


y Business Man! 





0° grcuo. 
ur Roun 


Transistorized power supply cuts vehicle battery 
drain to provide more economical and efficient 
operation. Operates from 6 or 12 volts—easy power 
conversion without wire changes, soldering or 
extra accessories. 


Now, you can enjoy the money-making, time-sav- 
ing advantages of 2-way radio at its best . . . for 
less! Lease or purchase plans. And RCA service 
technicians are on hand to keep your equipment 
operating at its peak. Send for complete information. 


RADIO CORPORATION OF AMERICA 
Telecommunication Center, Dept. Z-252 
Meadow Lands, Pa 
Please send literature on the new RCA 
“E Line” 2-Way Radio for 450 mc band. 





[_] Have Communications Specialist call. 





FIRM 





TYPE OF BUSINESS 





ADDRESS. 





CITY. ZONE STATE 





| 
| 
| 
| 
| 
| 
' 
NAME TITLE 
| 
| 
| 
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NEW 


time saving 


FURNACE BOILER 
CLEANING TOOLS 


from 


PUEEMIAN 


Add to your efficiency with these three new top-quality 
cleaning tools. Cut your time and labor costs . . . offer your 
customers more comprehensive service. These easy-to-use 
tools fit all Pullman vacs, and adapt easily to most com- 
mercial units. Get the facts now. See your jobber or send 





Pullman Vacuum Cleaner Corp. 
25 Buick St., Boston 15, Mass 


Please send me your catalog sheet on Pullman Furnace 
Boiler Cleaning Tools. 


Name Bx — 





0 


City __Zone State 
FIRST IN SALES THROUGHOUT THE WORLD. 
(SUE 
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. . « « New Products 

stroking speeds as low as 7.5 seconds. One is an Actionator 

motor, the other is a Modultrol motor with fail-safe features. 
Made by: Minneapolis-Honeywell Reguiator Co., Valve 

Div., Fort Washington, Pa. 


Tool Kit developed for Insertion 
of OPW Kamlok Couplers into Hose 


OPW DIVISION has announced a new 633-ST tool kit for 
inserting Kamlok couplers into hose. These are quick-con- 
nect, disconnect 
couplings for hose 
and pipelines. The 
kit consists of an 
aluminum lever 
handle, steel lead 
screw, four man- 
drels, four alumi- 
num pusher plates 

Che five steps for inserting a Kamlok adaptor or coupler 
into a hose are: Insert lead screw into proper mandrel and 
insert mandrel into hose; place hose in vise and tighten 
against mandrel; put Kamlok adaptor or coupler onto lead 
screw starting shank into hose; put pusher plate on lead 
screw, thread lever with bearing between pusher plate and 
lever onto lead screw until Kamlok is fully inserted; back 
off lead screw handle, loosen vice and remove mandrel from 
hose. Finally, hose bands should be set. 


Made by: OPW Division, 2735 Colerain Ave., Cincinnati 


Johnson ‘‘Heat Servant” boiler Units 

in horizontal and vertical Models 
ENGINEERED and manufactured by S. T. Johnson Co. are 
“Heat Servant” boiler-burner units, designed to meet any 
demand for hot-water supply 
or for hot water heating 
There are two vertical models 
ranging in size from 80 to 
1,000 MBH and two hori- 
zontal models (Scoth boiler 
type) that range from 100 


to 2,000 MBH. 


All the units are equipped 





with Johnson's Bankheat 
burners and are reported to have been field-tested at ex- 
ceptionally high operating efficiencies. 

Made by: S. T. Johnson Co., Oakland, Calif. and Bridge 
port, Pennsylvania 


Atmos-Pak roof-mounted 
Units add air Cleaning 
AIR CLEANING, combined with heating and cooling, is 
available in a series of Atmos-Pak roof-mounted units. The 
standard Atmos-Pak cabinet can house a number of air 
cleaning methods as part of a one-piece, factory-assembled 
unit, including electrical precipitation, throwaway and 
automatic replacement filters 

Made by: Air Conditioning Inc., 88 North Highland 

Ossinine. New York 
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Rheem adds Commando Line UARANTEED 


of steel residential Boilers 
THE COMMANDO line of packaged residential steel boilers 


has been announced with gross ratings of 99,000, 123,000, PE RFO oi AN C a 
147,000 and 171,000 Btu. 


The oilfired packages include 
pump, burner assembly, op- 
erating controls, relay, tank- 
less heater and relief valve. 


All of the SBi-rated boilers e e 
are of square design, have wit exc usive 
forced circulation and can be 


supplied with or without a 


domestic water heater. &é 7 
The Commando steel boil- = 


er line complements the company’s present cast-iron boiler 





inits and completes its coverage of the residential hydronic 
field 

Made by: Rheem Mfg. ¢ 0 South Kedzie Ave., Designed for furnace cleaning! ‘‘Never-Clog”’ filter 
{ Chicago 52,1 guarantees constant maximum suction. Sized right 


... fits car trunk, carries easily in one hand. Versatile 
tool kit included. Use Pullman . . . the vac backed by a 
generation of furnace cleaning experience. 


Iron Fireman package Generator 
with rated Output through 600 hp 





IRON FIREMAN has announced a 2-pass Scotch package Every Pullman 
generator with rated output through 600 hp. Available in complete with: 
both a wet back @ ‘‘Never-Clog”’ 
version, produc- Filter 
@ 27” Metal 
ing either steam Crevice Tool 
or hot water, and @ Power Blower 
a dry back design Nozzle 
; @ Handy 
for steam process Scraper Tool 
work, the 202 Se- @ Flexible Metal 
; Asbestos- 
rics Can be fired 
Packed Hose 
with oil, gas or @ 10’ Long 
combination. Heavy Duty 
The 202L is a low-pressure model for commercial heat- 
his model has a full wet back rear furnace. Each type 
ins sq ft. of tireside heating surface per hp and 
nerato! p forced draft, while reducing draft 
ow point. Hinged access doors at the front are 
ne vith 2 t ting retractor 
Made by: Is Fj n Mfg. ( 9 West 106th St., 
O 


Redmond split capacitor Motor 

meets compact Requirements 

REDMOND CO. is offering a permanent split capacitor 
ter. The fractional horse- 


power electric motor has been 





designed for application in 
heating, refrigeration, aircon 
ditioning; unit is designated 55 Buick Sts Boston 15, Mass. nhs = 
Type CI 
It is available in both 4 NRO asean coanndesesiscneerstcntiieieeeeneacneneeeae 
pon sach pole design from Street...... PPYTITITITITITITITITITII TTT ririTiiiii Te eccccccccece 
Ot through '4_ horse 
powel CRP cscvece abbisseteeseseeedosenonns os Hi cisuncdeecseosawas ecccoce 
‘; hy: Redmond Co FIRST IN SALES THROUGHOUT THE WORLD. 
lnc.. O ‘0, Michigan ee — 
ueloi 109 
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PRIDE OF OWNERSHIP st 


early...lasts a lifetime! You 
stand it. So do your c1 
represents the satisfaction 
comes from owni 
possession...one 

the best effo 

ROUND OAK 
conditioning 

earned that 
customer app! 
tion. And, it pays 
for dealer, buil 
contractor and ho. 
owner. Everyo! 
appreciates and be! 
efits from quality. 





ROUND OAK DIVISION 


PEERLESS CORPORATION 
1853 LUDLOW + INDIANAPOLIS, INDIANA 


* NOW 4 locations to better serve the growing family of Round Oak 


INDIANAPOLIS DOWAGIAC ATLANTA TAMPA 
INDIANA | MICHIGAN GEORGIA FLORIDA 
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New Products 


Thrush balancing vent Ell 

installs inside Baseboard 

H. A. THRUSH has introduced a balancing vent ell, which 
is an elbow with a vent chamber and also a diverter to 
change the rate of flow 
through the fitting. Unit is 
designed for installation in- 
side baseboard covers for ac- 
cessible balancing and venting 
of the baseboard on mainless 
or one pipe systems. It may 
be installed with the vent 
chamber pointing down to 


act as a drain 





Because the handle on the outside is always in the same 
position as the diverter in the fitting, the amount of re- 
sistance set up by the diverter can be seen. Fitting is 


.” (BVE-1) 34” x 34” (BVE-2) and 


” 


available in 1.” x 
1” x 1” (BVE-3) sizes. The ell is equipped with a ' 
hex brass pipe plug for manual venting; a Thrush #5 
automatic air vent can be installed in the fitting for auto- 
matic air venting. It is not necessary to disassemble the 
fitting before sweating it into the line. 


Made by: H. A. Thrush & Co., Peru, Indiana. 


Brodie electric Pulser and Transmitter 
designed as a meter-driven Accessory 
A LABOR-SAVING electric pulser and transmitter, introduced 
by Brodie, is designed as a meter-driven accessory to operate 
various types of electrical equipment in direct proportion to 
meter throughput 

The new UL-approved Bredie 5400 Series electric pulser 
is of sufficient size to incorporate the gearing necessary for 
barrell, Imperial gallon and metric registration 

Made by: The Ralph N. Brodie Co., San Lenadro, Calif 


General Controls offers 
fan, limit control Model 
A MODEL of the “L44” fan and limit control with single 
element Klikswitches for warm air furnaces is being 
offered by General Controls 
L44” is available in inser 
tion lengths of 1'2-, 5-, 8-, 
or 11 inches 

Limit settings are fixed at 
175°, 200° or 250° F. with 
standard adjustable fan set 
ting on all models. Settings 
for the fan and limit switch 
are locked by a knurled lock 


nut. An optional summer fan 





switch provides for the selec- 

tion of continuous or automatic fan operation. A change in 

temperature rotates the bi-metal which, in turn, moves a 

cam and cam follower operating the enclosed snap-action 
Klikswitch 

Made by: General Controls Co., 801 Allen Ave., Glen 
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The moment you stop pumping, the Lockheed Computing 
Register is ready to deliver a completely calculated, printed 
invoice. All you do is turn the handle. You save at least one 
minute at every stop. If that minute is worth only 10¢, (usu- 
ally, it’s more) and you make, say, 30 deliveries a day, you 
save $3.00 daily. In an average 120-day heating season that’s 
$360 

Cutting delivery time is just one of the ways the Lockheed 
Computing Register makes money for you. It eliminates 
errors. It saves clerical, typing, billing and mailing expense. 
On postage alone, the Register can save you hundreds of dol- 


NER OIL co. 
us 


sTan ave 
hed 


WSTANT INVOICING SPEEDS DELIVERY 


You can easily earn $360 more per truck, per season 
with new Lockheed Computing Register 


lars a year. It calculates sales tax, discount, and total price, 
automatically. And because every tenth of a gallon is figured 
in, the Register adds earnings you may now be missing. 

Other features: pre-set counter and totalizer, easy installa- 
tion on any meter, zero maintenance, a cinch to use. Impor- 
tant, too, the Lockheed unit builds customer confidence and 
employee goodwill. 

See your oil equipment jobber for all the details. If he does 
not yet have this brand new product, please have him contact: 
Computing Register Sales, Lockheed Electronics Company, 
Metuchen, New Jersey, telephone Liberty 9-4430. 












AN INDUSTRIAL 
CLEANER WITH 


REAL 
PORTABILITY 


SOOTMASTE® 


601-8 









New Elastic Top Reusable \ 
Filter Bag — Snaps on : 
or off filter unit for 
quick easy cleaning 


© Lightweight and compact, the yr. 
601-8 can easily be carried f 
from job to job and plant 


to plant. } 
© Convenient and powerful, 

the 601-8 combines heavy "i 

duty performance with f i 

real handling ease. Z 
® More economical and ; 

efficient than larger more ‘ Fi 

expensive cleaners. t ‘ ; 


MORE . 


Important Features Eas 


® Maximum filtration for \ 
lasting suction. 
® Powerful turbine fan 
suction unit. 
© Controlled exhaust of clean ‘ 
filtered air does not 
disturb accumulated dust 
on basement walls and 
rafters. 
© Finger-touch 
maneuverability — 
dollie has four swivel & 
casters for stability. 
(the 601-8 can be 
ordered as an 
economy model 
without casters) 
© Complete line of 
cleaning attach- 
ments are on the 
shelves of leading 
distributors. 
MACHINE COMES 
COMPLETE WITH 
e@ 10’ duck 
covered hose 
e@ 27” furnace 
cleaning too 
e@ handy hose 
Carrying cage 
e@ 10 reusable paper 
filter bags 


Jobber and Distributor 
Inquiries invited. 


Distributed in Canada by: 
Imperial Refractories & Equipment Ltd. 
Refractories Building Waterloo, Ontario 


et 













Gy 


WY 


There is a Mastercraft Industrial Cleaner for every 
maintenance job. Write today for descriptive jterature. 


“Inastercra 


INDUSTRIES 







INC. 


109 Lanza Avenue 





Garfield, New Jersey 


112 


. » « « New Products 

Roper high capacity Pump 

for Bulkplant and delivery 

ROPER FIGURE 3638 lightweight, high capacity pump is 
designed for bulkplant and delivery use. It weighs 110 
lbs. and has a capacity of 345 gpm at 900 rpm. Operating 
pressure is 100 psi on fuels; operating speeds match those 
available with modern truck power take-offs. 

The pump’s relief valve is a pilot-operated type with a 
low differential pressure from full flow to full shut-off. 
Hardened chrome-iron pumping gears are cast integrally 
with case-hardened alloy steel shafts. Pump operates in 
clockwise or counter-clockwise rotation; may be mounted 
in any position and is available with high or low drive. 


Made by: Roper Hydraulics, Inc., Commerce, Ga. 


American-Standard Evaporators 
substitute for plenum Chambers 
IN ADD-ON INSTALLATIONS American-Standard 4 and 5 
ton evaporator units double as plenum chambers. This 
space-saving feature makes it necessary for the installer to 
cut the side panels of the jacket according to instructions 
to guarantee good air distribution over the evaporator. 

On double branch duct systems, total height from the 
floor to the top of the duct can be held to 6 ft. 9 ins.; in 
a single duct system the total height need be only 7 ft. 13 
ins 

Made by: American-Standard, Air Conditionine Di 
40 West 40th St., New York 18, N.Y. 





The “Extra’”’ 
your customers will gladly buy! 
A quality product by 


APPLIED MECHANICS COMPANY 


STREET, BOSTON, MASS. 
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REVOLUTJONARY! 


_.. crashes the YAAOZ@ barrier 













LENNOX 


We) 





HI-PERFORMANCE"™ 
OIL BURNER 








It’s new from design to combustion! Actually burns the 
hydrocarbon vapors that all other burners waste up the flue 


This major break-through in efficiency means fuel 
savings of 20 to 30 are a fact, not a mere claim. @® ZERO SMOKE 


The Lennox Hi-Performance burner delivers a mini- 





@ 10% CO, MINIMUM 


mum 10% CO. at field setting without smoke .. . is ab- 
solutely without equal in the .5 to 1.5 gph range. A spe- 
cial high speed blower provides smooth, quiet combus- 


@® NO PULSATION 


tion ait without pulsation Small oil feed line and @ OBSOLETES ALL OTHERS 
specially designed tip eliminate air pockets and post 
perative nozzle drip. It’s engineered for long life as 
well as efficiency. A Teflon slinger ring, for example, 
eeps oil seepage from shortening the life of the Neo- Dont be satistied with less than 
prene belt. Access to all parts for cleaning or servicing LENNOX 
as 
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FOR 
ECONOMY 


The cost of replacing dirty fil- 
ter elements is “peanuts” com- 
pared to the cost that can result 
from a no heat call. And don't 
forget to change the gasket too 
It pays to do the job right. 


Every Sid Harvey store 
has every filter and filter 
element. 





— 


HARVEY OIL FILTER ELEMENT 
PACKAGE "EA No. 264-2 
Contains 14 filter elements and gaskets 


for General, Edco, Auto-Flo and Harvey 
Filters. 


Packed in a handy reuseable pail. 











NEW CATALOG 


SID HARVEY’S New Cat- 
alog just off the press, 
contains 288 pages of 
stuff your Service De- 
partment needs. It’s 
FREE to dealers. Ask for 
it on your letterhead. 


WD WARNEY WC 


VALLEN STREAM, REW YORK 





AVAILABLE AT ALL SID HARVEY STORES 
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. . « « New Products 


Preferred packaged combustion 

System available in ten Sizes 

PREFERRED’S Forced Draft Thermopak is an integrated and 
packaged combustion system to convert commercial or in- 
dustrial jobs to completely 
automatic operation, using 
fueloil, gas or combination 
oil-gas. 

Burner and its accessories, 
fan, motor and control cab- 
inet are mounted on the ex- 
tension front; field wiring is 
reduced to a few connections, 


while oil supply requires only 





two connections. Units fur 
nished with capacity from 15 to 175 gph. 

Made by: Preferred Utilities Mfg. Corp., 41 East 42d 
St, New York 17, N.Y. 


Pateo offers snap-fitting 
Lo-Line hot water Baseboard 
A SNAP-FITTING high hot water baseboard has been 
introduced by Patco. The Lo-Line unit is 134” wide. Metal 
can be cut completely with a hacksaw, back panels nail to 
studs and accessories are snapped into place. Baseboard is 
pre-painted white 

Made by: Patco Mfg. Co., Inc., 231 North Bread St., 
Philadelphia 6, Pa 


Automatic profit Chart offered 
AN AUTOMATIC profit chart designed as a means of figur 
ing profits or establishing a selling price, has been an 
nounced. Complete instructions are included with each 
chart, which operates by means of an inner tab. 

Made by: Precision Equipment Co., 4411 N. Ravenswood 


Ave., Chicago 40, Illinots. 


Coleman 19-model furnace Line 
has continuous air Circulation 
A LINE of oilfired furnaces designed to provide continu 
ous circulation of filtered air has been introduced by 
Coleman. Capacity ranges 
from 85.000 to 325.000 Bru 
Blowers can be used for add 
on central airconditioning 
Line is made up of four 
highboy, three counterflow, 
five lowboy and seven hori 
zontal models. Burners and 
all controls are factory 
mounted within the furnace 


enclosure on all but horizon 





tal models 





A stack control, therino- 
stat with heat anticipator sized to the draw of the stack 
control and fan-limit switch with adjustable fan differen 
tial are standard equipment. 

Made by: The Coleman Co., Inc., Wichita 1, Kansas. 


September 
1961 





Taco adds room Thermostat 
to hydronic heating Line 
4 ROOM THERMOSTAT has been announced in the Taco 


hor eat. The thermostat 


ine of hydronic 


1eating equip! 
is a companion 
to the Taco-Zone 
valve and controls 
all automatically- 
fired heating sys 
tems. It has a pos 
itive snap-action 
switch with mul 
tiple contacts, 


OW mass bi-met 





| actuator and an 





{justable heater 


\ single pole, sing th.ow sw ircchning arrangement and 
30 volts A erating current are featured. Heater 
stable fro: t 1.9 amps, thermal range is 50 to 

F.. with a diff ial of | legrees 

/ fleater. Ih Cranston St.. Crans 


Aluminum heat Paint withstands 
Temperatures as high as 1700 F. 

EXTRA HIGH” high heat aluminum paint withstands 
rning or blistering, ac 
ng to the manufacturer. It is designed for application 


pre s, radiators, stoves, 











“You didn't KNOW gas breeds disease?” 


eloil,, 


oilhear, 





CHANGE 


ley & 4 3 


FOR Q 
EFFICIENCY <=> ~ 


—USE | 
Sid Harvey’s 
NOZZLES 


Efficiency starts with good combustion, and a 
good nozzle is a must for good combustion. Serv- 
icemen prefer precision-built HARVEY NOZ- 
ZLES because they are accurate and dependable. 
They give the results needed the first time. 
ALL SIZES —3 SPRAY PATTERNS 

HARVEY NOZZLES are available in all sizes from 
30° to 80° spray angles in hollow, solid and extra 








~— =n 

















solid cone patterns. 


Each nozzle is individually spray tested and packed 
with a strainer in a dust-proof plastic container. 
Nozzles under 1.00 GPH are equipped with a sin- 
tered bronze filter that will stop dirt particles that 
would normally pass through a 200 mesh strainer. 








HARVEY 
NOZZLE SERVICE 
PACKAGE No. 2 


° 
Everything you need 
for complete 


r 
HARVEY NOZZLE SERVICE | 
| PACKAGE NO 2 | 














nozzle service 





= La mJ J 





A full assortment of 50 HARVEY NOZZLES with 
strainers, plus 3 medium nozzle adaptors. Specify 
the sizes you want. Metal carrying case locks 
securely. Nozzles will not spill out. 


TRADE PRICE $4450 


WD WRRNEN vac! 


VALLEN STREAM, HEW YORK 





AVAILABLE AT ALL SID HARVEY STORES 
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Gulf Solar Heat 


means extra 


“The golf bug bit all of us. My wife Estelle and 
all the kids are wild about the game,”’ says Harold 
Robinson who owns the Robinson-Kenney Fuel 
Company in Bangor, Maine, and sells Gulf Solar 
Heat exclusively. 

“Up here in the north country,” says Hal, “people 
need the hottest, most dependable heat possible.”’ 
And his many customers are well satisfied with the 
clean-heat comfort they get from Gulf Solar Heat. 


Gulf Solar Heat Burns Cleanest 
It’s hydrogen-purified in Gulf’s exclusive “Gulfin- 
ing’’ process to refine out all impurities. Since Gul! 
Solar Heat burns clean, there’s no reason why 
filters and screens should clog, so far less of your 


116 


time for golf! 


time and money is required on service calls. Says 
Hal, ‘“‘with Gulf, I get in more golf.” 


Gulf’s Good Name Pays Off 

Asked why he thinks new customers choose Robin- 
son-Kenney, Hal Robinson answered, ‘““They know 
our reputation ... and trust the Gulf brand name. 
Secondly, I send out a lot of advertising, using the 
excellent merchandising material Gulf has devised 
for dealers. Lastly, there’s Gulf Solar Heat, in my 
opinion the finest fuel ever developed.”” Harold 
Robinson finds working with Gulf a_ profitable 
partnership. You would too! For full information, 
write: Gulf Oil Corporation, Home Heating Headquarters, 
P. O. Box 1519, Houston, Texas. 


September 
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Above, the Robinsons r« 


Ler 


IX¢ 


Dp 


ir iT) 
il dil 


poodle. 





lax outside their beautiful home, with daugh- 


dol 


“More than just a company contact man, Ray’s 


a friend.’’ said Hal when asked about his Gulf 
representative, Ray Pontin (at right).“And he’s 
always on hand when I need him.”’ 


Gulf Oil 
Corporation 
HEAT heating ort 
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COMPLETE LINE 


OF QUALITY 
—_—_ . \ 
\ 


BASEMENT MODELS 
GAS AND OIL FIRED 
100,000 - 200,000 8.1.U 
~ 





HI-BOY MODELS 
OIL FIRED 

80,000 - 125,000 B.T.U. 
GAS oor 


COUNTERFLOW MODELS 
OIL FIRED 
80,000 - 125,000 B.T.U. 
GAS FIRED BR 
60,000 - 125,000 B.T.U. FF 


GAS FIRED 
70,000 - 140,000 B.T.U. 
Le .00 





HORIZONTAL \ . 
OIL FIRED . 
| 85,000 - 335,000 B.T.U. Ii ) 


\ MOM MONS Sw \ MAG. GG SSS 
UNIT HEATERS 
65,000 - 320,000 B.T.U. 
AND ALSO 


COOLING UNITS 
BLOWER FILTER UNITS 
COMBINATION UNITS 


eg 


ris 


QQ. 


THE JOHNSON FURNACE COMPANY 


STREET, CLEVELAND 11, OHIO 





. ... New Products 
Stahl materials and supplies Drawer 
used in Econoline and Corvan Trucks 


DESIGNED for installation in Ford Econoline and Chevrolet 
Corvan trucks is the Stahl materials and supplies drawer 
It may be installed 


to Open out ot the 


—_ 





side door of the 





truck, if desired 
: The drawer is 
compartmented to 


hold tools and 





materials and fea- 





tures Stahl roller 
guide mechanism for easy operation. The drawer will sup 
port 300 Ibs., even when fully extended 

Made by: Stahl Metal Products, Inc., 4750 West 160t/ 
St., Cleveland 35, Ohio 


Thatcher central Airconditioners 
designed for home-commercial Use 


A LINE of airconditioners, packaged or self-contained 
and split system (separate coil-condenser) has been intro 
duced by Thatcher Furnace Co. for residential and smal 
commercial application. Both medels contain a capillary 
tube refrigerant system and are weather-proofed for ourdo«wr 
installation 

The packaged or self-contained units are available is 
four models with capacity ranging from 22,000 to 58,00‘ 
Bru and net weight ranging from 245 Ibs. to 745 Ibs 

The split system units are available in five models 


22,000 to 82,000 Bru. These contain high side condensing 


units with equal capacity low side evaporator coils 
Made b) 7 } iL ¢ her Furnace Ce Garwe od Net le 





*‘Gentlemen—the biggest boon to the industry to come along 
in years—the oil-fired cigarette lighter.” 


September 
1961 








he 
m 
bi 


ol 


Cc 
















FOR YOUR NEEDS 














e Button on top of handle 
controls motor 


e Tripping lever for locking 
or releasing arm 


e 180° swing permits deliveries from 
either side; 5 locking positions 


e Adjustable arm extends from 
14% to 23 in.—fits any size reel 





“ e Removable pulleys make hose replacement 
easy, without removing nozzle 


Fully adjustable hose guide cuts delivery time, lengthens hose life 


More deliveries per hour! Less wear and tear on hose! 
Guided unwinding and level rewinding! You get all these 

on new or old trucks—with the Philadelphia Valve 
10se guide! Ball-bearing rollers can be removed to per- 
\it replacement of hose and the symmetrical rollers can 


be inverted to double the life of the flange. Arm swings 


out of the way when traveling. locks in any one of five 
positions when in use. Adjustable arm length permits its 
use On any size ré guides hose around corners of 
truck. Unit weighs only 14 lb., withstands a 500-Ib. pull. 


Rugged construction means long life that virtually 
assures freedom from replacement costs. Control wires 


ire fully enclosed to prevent cutting by hose. Write to 





us or your distributor for full details 


PHILADELPHIA VALVE COMPANY 


DISTRIBUTORS 


NORTHEASTERN PETROLEUM SERVICE & SUPPLY, INC., 37 BROOKLEY ROAD, JAMAICA PLAIN 30, MASS. « OIL MARKETING EQUIPMENT 


COMPANY, 325 FREMONT STREET, SAN FRANCISCO 5, CALIF. « HOWARD SU °PLY COMPANY, 5125 SANTA FE AVENUE, LOS ANGELES 11, CALIF. 
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Here’s why Cn \ 
AT-A-GLANCE 


TANK GAUGES 


are tops in sales and performance 























(1) ACCURATE, DIRECT READING — 
Red indicator and large, non- 
ing calibrated scale provides clear, 
visible reading from any angle. 


HEAVY DUTY CONSTRUCTION — 


Non-leakable double wall dome 
secured to die-cast, non-corrosive zinc base 
assembly. Withstands 70 ib. air pressure 
per sq. inch. Fully guaranteed. 


FOOL-PROOF MECHANISM — 
Simplified iever-type action. 
No magnets, gears, cams or springs to 
wear ovt. Non-corrosive thruout. 


PROTECTED CORK FLOAT — 


Triple coated with phenolic base 
Bakelite. Absorption-proof. Resists 
oils, alcohcl and other chemicals. 


EASY TO INSTALL — 


install quickly and 
easily, even in 
partially filled tanks. 


FITS ALL TANKS — 
—_ adjusted to fit all tanks 


a p with stondard openings 
2 tldsisel D-2) or 12" (Madei. D-11). 


Fastest selling in the industry, Sentry AT-A-GLANCE 
gauges are recognized for their superior qualities of 
accurate measuring, clear visible reading, rugged but 
simplified construction and long-life durability. They 
are fully guaranteed and “listed as standard” by 
Underwriter’s Laboratories. Complete Literature, Sales 
Brochures and Counter Displays available. 











SENTRY Superior Quality THERMA-GAUGE 


Similar to the standard AT-A-GLANCE gauge above 
but features a solid red thermometer type indicator 
and a two-piece die cast plug-nut assembly which 
permits simplified tank installation 











STOVE AND SPACE 
HEATER GAUGES 
Several models with accurate 
easy-to-read indicators to fit 
all tanks. Also models for 
small tanks such as power 
mowers and outboard motors. 

















REMOTE READING 
TANK GAUGES 
Several models for outdoor 
reading of levels in tanks 
indoors, underground or 
at delivery fill pipe 


7 
KRUEGER, Sendo GAUGES 


GREEN BAY + WISCONSIN 
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. « « « New Products 
Induced draft Blower 
offered by Tjernlund 


AN INDUCED draft blower, the “Auto-Draft Junior” de 
siged for horizontal or vertical mounting, is offered by 
Tjernlund Mfg 
Co. Mounting re 
quires no metal 
bands for fasten 
ing to smoke 
pipes. Installation 
is accomplished 
by cutting a rect 
angular opening 


in the pipe and 





tightening wil 


four screws 


Unit features “Venturi type action, and has an adjust 
able draft control. It can be used on 3” to 6” smoke pipes 
and is rated for 120,000 Bru capacity 

Made by: Tjernlund Manufacturing Co., St. Paul, Min» 


Air Control adds return air 

Grille for furnace Filter 

AIR CONTROL PRODUCTS has added a filter-type return 
air grille which holds a 1-in. furnace filter. With this 


grille, the filter can be replaced out in the open rather 


than in basement areas 


SY ie iil FOR LITTLE MORE 
Here is central year round air conditioning 


THAN HEATING ALONE 
as easy to install as many plug-in appli- 
ances. Priced to make you a profit... built 
to eliminate annoying service calls. You 
keep the profit you make. 





FURNACE—Oil fired 
—all types 
EVAPORATOR— 
Matches furnace—no 
field transitions 
COMPRESSOR-CON- 
DENSER—Remote 
type—installs in 
minutes 


entur 


CEDAR RAPIDS, IOWA 
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Two of the ways Shel! supports job! 


eae 


ers: heating oil research (left) and a mammoth co-op heating oil advertising program. 





BIGGER PROFITS: 





Shell helps jobbers earn more money with 


a remarkable new 10-point program 


Ninety per cent of Shell Heating Oil is distributed through 
branded resellers. Shell backs them up with a new, clean- 


burning fuel, new sales promotion plans, new and bigger adver- 
tising campaigns, plus other money-making aids. Read about 
the advantages of becoming a Shell Heating Oil jobber. 


NX NE IS More Important to S 
A tin l i thar 


d he tin 1] 


why Shell gives its jobbe 
hed upport i many wv 

1] tew Y | 

1. Jobbers get “‘first call’’ on sup- 

plies. lore than 9 of all SI 

1] Oil go ectly to She 
sellers 

2. A New Shell Heating Oil. In 
is, Shell jobbe have 
iting oll bright, clear fuel 
Shell nted H 


3. FOA-5X¢ 
clogging. A speci 
leat Oil help ul rd 


pr sits 


helps reduce filter 
in Shell 


igainst fuel 


| additive 


1. Sonitor® helps jobbers win new 
customers. Sonitor is Shell's anti-rust 
treatment for tank proved effective 


*U.S. Patent N 2 6 


in over 1.000.000 storage tanks. 


5. Shell Research uncovers new 


profit opportunities. From Shell! Re 
search came the Shell Combustion 
Hlead, used in many different makes 
of oil burners. Recently, Shell scien 
tists developed the revolutionary 


Ventre Ss combustion pr CeCSS. 


6. Jobbers stay informed. Shel! 
conducts periodic conferences for its 
jobbers, explains the latest develop 
ments in heating oil and profit-build 


ing business methods. 


7. Supply lines stay full. Six Shel! 
refineries interconnect with 99 termi 
nals. Tankers, barges, pipelines, trans 
port trucks, and tank cars are employed 
to assure a ready supply of Shell Heat 
ing Oil. 


8. Liberal life insurance program. 
Policies up to $10,000 are available. 


9. Full line of distillate fuel oiis. 
Shell also offers Shell Dieselines to its 


1c »bbers. 


10. Massive advertising program. 
This year, Shell is America’s No. | ad- 
vertiser in newspapers. This enormous 
impact adds value to the Shell Heat- 
ing Oil franchise. Shell plans to spend 
more money to promote heating oil in 
1961 than ever before, including a 
major cooperative advertising program. 
Call a Shell Representative 
Shell’s many local offices can give you 
all the facts. Call today. Or write: 
Shell Oil Company, 50 West 50th 
Street, New York 20, N. Y. 





WAM GT? 
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A BULLETIN FROM SHELL 


— where 1,997 scientists are helping 
to provide better products for industry 























Whether you’re quoting on new fireboxes or con- 
verting old ones, you can sell prospects faster by 
pointing out the advantages of B&W Insulating 
Firebrick. 

B&W IFB heat up faster than ordinary firebrick, 
then confine the heat to the firebox. This results in 
higher firebox temperatures, more complete com- 
bustion. It’s only logical that with better combus- 
tion, soot and odors will be materially reduced. 
B&W IFB also have excellent acoustic properties, 
assuring quieter operation. 

» Clinch the sale by explaining that lightweight 
B&W Insulating Firebrick save 20% in fuel bills. 
That means approximately 1 year’s fuel free for 
every 5 years of operation. BeW Finéaoy 
HANDBOOK | 
A Valuable Guide — Se 
for Every Installer ‘O 
Send today for this Handbook! Pa 


R-625 


THE BABCOCK & WILCOX CO. 
Refr tories Division 


Works: Augusta, Ga. 
General Offices: 161 East 42nd St., New York 17, N. Y. 
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. . « « New Products 


The grille consists of Air Control's grid-type No. 333 
grille, hinged to a flush frame that holds a standard 1-in. 
filter. A sliding clamp locks the filter in securely when 
the grille is swung open. Grille is available in 18 sizes. 

Made by; Air Control Products, Inc., Coopersville, Mich. 


General Controls hydronic zone Valve 
is thermostatic, motor-operated Type 

A THERMOSTATIC, motor-operated hydronic zone valve, 
VM-120, is applicable to heating or cooling systems. Valve 
is a low voltage 
wing type for in 
stallation at the 
radiator or in the 
supply piping 
Features include 
synthetic packing 
24-volt motor re 
quiring no lubri 
cation, 30-second 


opening and clos 





ing speed. Can be 
operated manually if current fails; operating control takes 
over automatically when power is restored. 

Maximum water temperature is 250° F., body rating is 
90 psi maximum, with highest operating pressure differ 
ential of 15 psi 

Made by: General Controls Co., 801 Allen Ave., Gles 


Lale Cali} 


Quiet Automatic introduces 
100 gallon oil water Heater 
AN OILFIRED water heater with a 100 gallon per hou: 
recovery has been introduced by Quiet Automatic Burnet 
Corp. The unit is equipped with center flue connections, 
flanged, gun-type oilburner and safety controls 

Made by: Outet Automatic Burner Corp., Newark 4, N.] 


Cash-Acme pressure Regulators 
are available in three Sizes 
CASH-ACME has introduced a series of high capacity 


> 2s 


-, and 3-in. sizes, with screwed 
ends, 150 Ib 
and 300 Ib 


flanged ends 


pressure regulators in 


Type E-56 is 
designed for com- 
mercial and in 
dustrial water, air 
and oil systems 
Regulators are the 
balanced __ piston 
type, suitable for 
inlet pressures up 
to 400 Ibs., and 
reduced pressures 
in two ranges: 10 to 60 Ibs. or SO to 125 Ibs. 





Made by: A. W Cask Valve Mfg. Corp., P.O. Box 191, 


Decatur, Illinots. 
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4’/, pounds of proof... 


relining combustion chambers can be 
profitable... with J-M Cerafelt’ 


ire, relining heating units used to be unprofitable 
what with 200 pounds of materials to lug around and a 
five-hour installation job by the serviceman. But now, 
with a Johns-Manville Cerafelt Kit, you can actually 
make money when you reline worn-out combustion 
chambers or upgrade existing chambers. 

The complete Cerafelt Combustion Chamber Kit weighs 
only 414 pounds small enough to store several of 
them in your serviceman’s car or truck. Each kit con- 
tains all the necessary materials for a complete relining 
job: sheets of Cerafelt refractory fiber felt (the same 
material used to protect the astronaut in the Mercury 


f 


spacecraft), prefabricated steel backing, accessory 


JOHNS-MANVILLE §j¥ 








items, and an illustrated installation instruction sheet. 
Tools? Justa pair of scissors and abread knife, that’s all. 
There’s no cement-mixing . .. no heavy refractory brick 
lining ... and no mess to clean up. The entire job is done 
quickly and cleanly, with improved combustion and re- 
duced noise. Small wonder Cerafelt makes relining 
chambers profitable. 

Cerafelt chambers are efficient and economical, too! In 
most cases, they cut fuel costs up to 20%, as reported 
by enthusiastic homeowners. For full details, write to 
E. D. Flavin, Vice President, Johns-Manville, Box 14, 
New York 16, N. Y. In Canada: Port Credit, Ontario. 
Cable address: Johnmanvil. 
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.. + New Products 

Griscom-Russell horizontal tank Heater 
provides 223 sq. ft. of heating Surface 
GRISCOM-RUSSELL has introduced a horizontal tank heater, 
providing 223 sq. ft. of heating surface and weighing 
170 lbs. Type KH 
223 heaters will 
pass through 
standard API 20’ 


manhole and can 





be installed in 
new or existing tanks either singly or in banks 

Heaters consist of two lengths of 1” Ips Schedule 40 
steel pipe with G-R helical aluminum “kK” fins, 5g” high 
by .03” thick, spaced six to an inch. 

The two sections of the finned pipe are welded together 


” 


to form one continuous length; then bent to form six 
passes; supported in steel plates near each end for free 
thermal expansion. Four legs that fold up against the end 
plates during shipment, bolt upright to hold the heater in 
sloping position about 6” above the tank bottom 

Made by: Griscom-Russell Co., 185 Wetmore Ave 
Massillon, Ohio. 


Armite adds ‘Rust Buster’ 

to free frozen Fittings 

“RUST BUSTER”, a penetrant designed to free rusted 
frozen fittings, has been added to the line of Armite Lab 
oratories. The penetrant which comes in a 4-ounce plastic 







NO MOTORS, FANS OR BEARINGS IN EXHAUST LINE 


PERFECT 
DRAFT-CONTROL BY 


% EXTREMELY HIGH NEGATIVE PRESSURES 
% ACID RESISTING FINISHES 
* HIGHLY EFFICIENT WITHOUT CHIMNEY 


> 
FOR INDUSTRY .. . Now you can boost the combustion efficiency British _ 802,920 
of your boilers, regardless of the fuel you use. Quickdraft power- : 
draft units provide instant controlled draft and completely remove 
all combustion, corrosive and noxious fumes at high temperature 
without passing them through the blower and motor. Maintenance 
costs are drastically reduced. Specify a Quickdraft unit to meet your 
particular requirements from a wide selection of various sizes. 


FOR INSTITUTIONAL AND COMMERCIAL BUILDINGS 
. . . Quickdraft eliminates costly, tall and unsightly stacks. Vent 
ors incinerators, heating plants and water heaters 
at roof level . . . safely and efficiently. 





FOR CORROSIVE SERVICE 





One of many actual 
installations with or 
without chimney. 











HIGHE R coMBUSTEE EFFICIENCY ! 


LOWE MAINTENANCE COSTS! 


All Quickdraft units are available in standard acid resist- 
ing vitreous enamel, 316 stainless steel, carpenter 20 rigid ... today 
plastics (P.V.C), and with plastic or Fiberglas coatings. 


Quickdraft 


CORPORATION 


Box 1353-F Sta. C, Canton S.W., Ohio 


squeeze bottle, a dozen to the display carton, features an 
extending spout to place the rust-freeing liquid on the 
desired spot. It contains no acid or alkali and is available 
for rusted bolts and frozen connections and assemblies. 
lade by: Armite Laboratories, 67th & Broad Sts., L 


} / j 
Angeles |, Caltfornta. 


W-R adds motorized globe Valve 

to hydronic zone control Line 

ADDITION of a heavy-duty, “no-stick,” motorized globe valve 
to its line of hydronic zone controls is announced by White 
Rodgers. Available in sizes from 1” 
up to 3”, either 32 or 139 sec. timing 
cycle, 23, 120 or 240 volts, the valves 
are commonly used in commercial and 
industrial heating, but are adaptable to 
many other applications. 

A lifetime-lubricated — gear-motor 
operator opens the valve against rated 
line pressure; models are available for 
pressures up to 150 Ibs. psi. Giobe 
valve is powered by a continuous duty 
type shaded pole motor. A_ built-in 
feature automatically compensates for 
disc wear. The valve operates uniform 
ly in any position not more than 90° from vertical upright 
Ihe complete valve assembly is small enough to fit between 
16” floor joists. 

Made by: White-Rodgers Co., 9797 Reavis Rd., St. Lous 


Patents 
U.S. 


Canadian 


Write for QUICKDRAFT 
ENGINEERING DATA 
on your letterhead 


MANUFACTURERS OF ALL TYPES OF 
MATERIAL HANDLING UNITS WIT# 
EXTREMELY HIGH VELOCITIES 


September 
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IMPROVED DESIGN! 


Time-tested Principle... 


Interchangeable 
2 Bolt Flanges Easily Accessible 
as, 1a Oil Cups 


V/s 


PATENTED FLEXIBLE 
THRUSH SPRING 
COUPLING 


Adjustable Cradle eer 
Protection 


NEW MODEL C WATER CIRCULATOR 


bu ged Webel the te THRUSH! 


DEsIGNED FOR today’s modern Hydronic 
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. . . ~ 
9 | —_ Home... this newly designed Model C Thrush 
+ — Water Circulator brings real quality and effi- 
8+ 28 ciency to the smaller and lower cost installation. 
Se [ vw oy It’s engineered for long, trouble-free service. 
ia y a | 
> r —— There are fewer parts so it’s easier to service. 
= + a . . 
az ad The patented, sturdy Thrush flexible spring 
oO a . > 2 . 
nf coupling assures freedom from vibration and 
w 2 noise. Quality built Thrush products do give 
iY) . . . 
u 4} “2 longer service, especially under adverse condi- 
z fT 74", tions. The best always costs less in the long run. 
2° [ ii Ask your wholesaler today or write Department 
“a = C-9 for more information. 
| b 
Soon cat Se a 
o $ 6 8% 20 25 3 


Thrush Water Circulators assure H. A. THRUSH & COMPANY 


finest performance for longer PERU, INDIANA 
years of service. 


Quality Hydronic Heating Specialties 











ESPA Fall Convention 
to be Held at Lake George 


THE FALL Convention of the Empire 
State Petroleum Association, Inc., New 
York, N.Y., is scheduled for Septem- 
ber 24 through 26 at The Sagamore, 


Bolton Landing, New York, on Lake 
George 


Information and reservations can be 


obtained through Robert Stromberg, 


at the ESPA office, 122 East 42 Street, 
New York 17. 


John D. King to keynote 
Carolina fall Convention 


JOHN D. KING, Cities Service Oil 
Co., New York, N.Y., will be keynote 
speaker at the North Carolina Oil 
Jobbers Association’s (Raleigh, N.C.) 
annual fall convention. Also featured 


at the meeting, to be held at the Grove 


“FAST FILLS’ 


WERE FEW 
AND 





Ms 


FAR BETWEEN 
i 


Back in ’25 when this rig was being assembled, oil heating was a 
new-fangled idea. It was just catching on with some of New York’s 
big apartment buildings, and the driver of this “new” Mack Truck 
was measuring his deliveries with a stick instead of a meter. In fact, 
the automotive people were still struggling with a novel invention 
called “power take-off.” But, even then, the importance of fast delivery 
must have been recognized, because the old No. 6-R Blackmer Pump 
(just aft of the cab in the picture) had the surprising capacity of a 
hundred gallons per minute! Even by today’s standards, this would 
have to be called “fast,” but pumping speed alone is no longer enough. 
Blackmer’s development of the modern TX Truck Pump has kept pace 
with all the other needs of a highly competitive fuel oil market. Fast 
pumping, quiet operation, dependability and easy maintenance are all 
reasons why smart dealers still tell the tank builder, “Put on a 
Blackmer.” If you’ve been taking whatever pump he gives you, find 
out why you should insist on a Blackmer. Send for Bulletin 200. 





“liquid materials handling"® equipment 


BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN 
Find your Blackmer Man under “‘Pumps’’ in the Yellow Pages 
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Park Inn, Asheville, N.C., October 22 
through 25, is Dan Hendricks, Shell 
Oil Co., Md., will 
speak on “Research, sell or die on the 


Baltimore, who 
Vine.” 

The schedule of the group’s Fuel 
Analysis Schools to be held through 
out North Carolina has now been set 
Members may learn how to compute 
heat loss, how to compare the fuel 
contents of the three major heating 
fuels and how to estimate heating 
costs, among other things. Sessions are 
planned for Durham, Rocky Mount, 
Fayetteville, Albemarle, Statesville, 
Asheville, New Bern, Elizabeth City 
and Wilmington. 


Annual Golf Day planned 
by Canadian Group 

THE TORONTO (Ontario) chapter of 
the Oil Heat Association of Canada 
will hold their Annual Golf Tourna 
ment September 15 at Tam 
O'Shanter Golf Club. 


The all day affair, open to all mem 


the 


bers and their guests, will feature 
games, swimming and dinner, as well 


as golf. 


Lehigh Valley Oil Group 
to be represented at Fair 
THE LEHIGH VALLEY Chapter of the 
Pennsylvania Oil Heat Council will 
be represented at the Allentown, Pa 
Fair with a display booth incorporating 
an aluminum and plastic scale model 
of the “flow of petroleum,” from well 
head to home consumption. 

The group also plans to hire a 
midget to portray “Little Bill,” the 
POHC mascot. He will distribute oil 


heat information and giveaways 


Two Pennsylvania Groups 
spend $7,000 on Posters 
TWO CHAPTERS of the Pennsylvania 


Oil Heat promote 
heat to the tune $7,000. The city of 


Council will oil 
Chester and vicinity and the Lebanon 
Valley Oil Dealers’ Association will 
spend this amount to display an out 


door advertising poster this summer 


The poster, which features “Littl 
Bill,” carries the message, “Warm as 
Oil Heat.” 
September 


1961 

















NOW AVAILABLE 





The NEW REVISED EDITION of 





Combustion of 





OIL 





Fueloil 
oe 


Industrial 
Oil Burners 


Electric Control 
Systems 


OIL 
. BURNERS 


Ignition Methods 
* KALMAN STEINER 


Service and 
Maintenance 


Draft © Combustion 
Control 











> A 
ORDER YOUR 








| 
| Send your 
COPIES NOW | __,.,., 
" to 
ONLY fueloil & 
$6.00 ea. | Oil heat 
. 12 West 45th St. 
Plus 25¢ for postage ; New York 36, 
and handling | 
: x N. Y. 


fueloil & oil heat 


strainers and flow regulators; refractories; boilers and warm air 


the industry. 


BURNERS 


By Kalman Steiner 


This NEW THIRD EDI- 
TION gives an exhaustive 
and comprehensive treat- 
ment to the subject of oil 
‘ heating. It covers fuel oil, 
oil burners—domestic and 
industrial—accessory equip- 





ment; electronic control de- 
vices and systems; ignition 
methods; fuel oil pumps; 


furnaces; draft and combustion control; preheating; storage tanks; 
service and maintenance; and control of the heating system. There 
is additional information on commercial and industrial oil burners 
using number 4 and 5 oils, and the latest information on all new 
electronic controls. The book describes basic concepts and essential 
engineering as well as actual practice. Ideal for on the job use of 


designer installer and servicemen or as a text book for those learning 


614” x 914” with hard cloth cover—contains many 


charts and photographs, 536 pages. ORDER NOW! 


Yes, please send me copies of the NEW 
REVISED EDITION of OIL BURNERS by Kalman Steiner 
@ $6.00 per copy. 





My Remittance of $........... is enclosed. (Include 25¢ 
for postage and handling.) 

POE ins knbincaig.tdtbe vend anadare tkeeene neues cee 
NN 6 it tirdunindeacdeas carom eeeel CNG cccnecs ccc 
Ee ee eT eT ee bee ee 
ic ics beau anes nckoual ee OE i cicicknmemmad 














. . +» Industry Groups 

Oregon OHI’s Officers 
Named for Year 

NEW OFFICERS of the Oil Heat In- 
stitute of Oregon, Portland, Ore., took 
over their posts. 
President is James 
S. Coon of Dia- 
mond Fuel Co., 
pictured. 

Other new of- 
ficers, all of whose 
terms expire in 
July, 1962, are: 
Ken Goodall, 














YOUR 
KEY TO 
MORE 
PROFITS 


Standardize on 





vice-president; James Cahill, secre 
tary; and Roy Rockwell, treasurer 
Former president Robert H. Inman 
was elected chairman of the Board of 


Directors 


Southeastern Wisconsin 
Oilmen attend Meeting 


A REGULAR MONTHLY meeting of the 
Oil Heat Institute of Southeastern 
Wisconsin was held recently at the 
E] Dorado Supper Club in Milwaukee 

Forty-eight members and guests 


heard Alan Kelling give a report and 








with patented green 


Honeycomb filter tubes 


@ SIMPLIFY your inventory: have one reliable 
source of supply. 


e ASSURE 
e REDUCE 


trouble-free oil burner operation. 


needless service calls that eat up your 
profits. 


For over 25 years, Fulflo Filters and Honeycomb 
Filter Tubes have been FIRST in the industry - 
offering easy installation, rapid element change, 
positive continuous filtration. 





PLANTS IN MELROSE. 


COMMERCIAL FILTERS CORPORATION 
Fel ~ pforan-(rane + Delpark +» Michiana 
MELROSE 76, MASSACHUSETTS 


MASS. AND LEBANON, INO 


Chuck Jacobus, chairman of the ad 


vertising committee, discuss the 


group's current promotion program 


Equipment Jobbers select 
new Officers, Directors 


NOMINEES for president, vice-presi 
dent and directors will be presented 
co the membership of the National 
Association of Oil Equipment Jobbers 
Tulsa, Okla., at the group's eleventh 
annual convention and trade show, to 
be held in Washington, D. C., Octo 
ber 15 through 17 

Warren B. Cruzen has been nomi 
nated to serve as president of the 
association in 1962, with R. S. Mu: 
ray, Jr., as vice-president. Five men 
have been nominated for the board 
of directors: Harold A. Coates, Wal 
lace R. McKinney, Jr. and C. A 
Brewster, to serve for three years; 
nominated to complete the two-year 
unexpired term of Murray is Paul I 
Braswell, while Al Zahl is the nomi 
nee chosen to complete the cne-yeat 


unexpired term of Cruzen 


New England fuel Dealers 
schedule annual Meeting 
THE 59TH ANNUAL convention of th« 
New England Fuel Dealers Associa 
tion, Boston, will be held at the 
Equinox House, Manchester, Ver 
mont, September 10-13 

The convention will schedule two 
days of business meetings. The group 
is composed of coal dealers, many of 
whom also handle fueloil. Complet« 
information can be secured from Sec 
retary Clarence H. Fay at 330 Stuart 
St.. Boston, Mass 


Graduates are honored 
by Education Foundation 
THE PETROLEUM Education Founda 
tion honored thirty-two graduates of 
the Petroleum Distribution Course of 
New York City Community College 
at a meeting held recently in the Crys 
tal Room of the Hotel St. George, 
Brooklyn, N.Y 

The graduates met members of the 
Advisory Committee of the Founda 
tion, and Betty Hawley Donnelly, sec 
retary, presented awards to the five 
top scholastic students, who are: Dean 
Hotaling, Manfred Klein, Martin Res 
nick, John Russo, and Stanley Kalish 


September 
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Mr. Fuel Oil Dealer: SELL THE HOT WATER GENERATOR 
WITH THE BURNER* THAT KEEPS CUSTOMERS 
SOLD ON YOU AND OIL HEATING 


the hot water generator WITH THE BURNER 
THAT METERS THE OIL BY DISPLACEMENT : 
and maintains a constant fuel-air ratio. | 








pera: Amegeet 2 tis Su mtu 
of viscosity, year after year. 









NON-CLOG NOZZLE. 


The exclusive Winkler LP Nozzle does not become clogged because 
of dirt, condensation, or carbon caused by reflected heat, a 
ending nozzle service calls. .eliminates the need for nozzle over-siz- — 
ing with the ensuing penalty of incomplete, soot-forming combustion. 


the hot water generator WITH THE 
THAT PRE-MIXES AIR AND OIL and 5 it 


plete combustion and elimination of soot. 


the hot water generator WITH THE BURNER 
THAT WILL GIVE YOUR CUSTOMERS 
ALL OF THESE HOT WATER DEMANDS 
SIMULTANEOUSLY. 





Bathing Clothes Washing Shaving Dishwashing Showers 
ACT Our District bo les Ma a in your area is available to show you ai// of the = 
elling featu of this utstandin segs oduct a cod tuahe séueane r fuel o te 


’ 1eSs “We ite Sale s Depa rme a atin ng and Air Conditio 
Now! : Division , Dept. H-91, Leba 


% Winkier Low Pressure 
Oi! Burner S TT 
|Excellence} 





HEATING & AIR CONDITIONING OvSION, Laban, indian et 4 
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erste eres anaes oe ae oe | 


HAVING THE 10 YEAR GUARANTEED s—t™ 


ua tae conshtion Chonsiir Gi 5 te ara | 
The exact amount of primary air mixed with the oil assures com- 











. . + « Industry Groups 
OHI of New England 


announces Schools 

THE SEVENTEENTH annual Oilheat 
Service School, conducted by Oil Heat 
Institute of New England will cover 
15 cities in three groups. The first 
group, starting September 11, will 
include Worcester, Mass.; Keene, Man- 
chester and Portsmouth, N.H.; Auburn. 


director, OH! of New England, 330 
Stuart St.. Boston 16, Mass 


Gold-tein to chair Conn. 
Communications Committee 


ROBERT GOLDSTEIN, president of the 


Derby Coal & Oil Co., Derby, Conn 
Con 


has been named editor of the 


provides basic information for con 
sumers on all aspects of hydronics. It 
takes an institutional approach in its 
presentation and eliminates all refe: 
ence to brand names. 

The Council has also developed 
three new sales tools for use with the 
Buc Builder Sales Kit, introduced last 


year. They include a 15 x 20 mason 





necticut Petroleum Association's 
Me. (Hartford, Conn monthy publica 
The second group starts January 8, sion The News + and Gualeman 


1962 in Framingham, New Bedford, of 
Hyannis and Quincy, Mass.; Provi 


Committee 


dence, R.I. And, the third group, be In his new position 


ginning March 26, covers Springfield, 
Arlington and Peabody, Mass.; New ok eset alow 
Haven and Hartford, Conn. 

Topics included in the course are: 


oil industry and 


servicing hot water heating by Bell 
& Gossett; rotary oilburners by Hay 
ward; White-Rodgers and Penn con 
trols; Iron Fireman Custom Mark II 
furnaces and __ boilers; 

units by H. B. Smith; 
chambers by Carborundum; oilheat 


boiler-burner heating and 


combustion 


published by 


ing’s future by Gulf Research. ing-Cooling Ci 


Complete information, including Designed as 
specific schedules and cost, is avail- tractors, wholesalers 
able from Hollis L. Farrow, education turers, the 32 
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STEAM HEAT 
you 

CAN’T BEAT 
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| "THE SURE CURE FOR COLD RADIATORS 
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the association s 


oil affairs to both the 


the general public 


BHC publishes Booklet and 
adds to Builder Sales Kit 

4 NEW CONSUMER GUIDE to hydronic 
cooling 
the form of a pocket-size booklet just 
national Better Heat L. @ 
yuncil, New York, N. Y 
a selling tool for con 


2-page, two-color booklet 


ite lawn sign for model homes; a set 


of three self-stick baseboard-boile: 
signs; and a four-piece hanging m« 


Communications ; = 
bile sign, which can be used inside o1 
outside the model home. Each segment 


, Goidstein wil F 
plays up a hydronic feature. 


be responsible for the dissemination 


New England Institute 

names Board Members 

AT THE ANNUAL meeting of the Oi 
Heat New 
following were named to the 
Ray P. Barnett, Jr.; Wil 
liam J. Breed; William J. Bursaw, Jr 
Ralph L. Dennis; William H. Flood 
Giannettino, Jr., M. D. Harris 
Jerome R. Kirby; Joseph 
Irvin A. Shiner; E 
Clarence L. Vanderwarker; Bert ] 


Watling; John N. Wolbert. 


Institute of England, the 
board 
of directors 


is available in 


Scungio 


Raymond Taylor 


| 


and manufac 





MAINTENANCE MAN’S 


and 


CONTRACTOR'S 
BEST FRIEND 


, COSPOOHSSOHOSOOSOOOSOSOSSOOSOSOOSOOHOOHOOSSESE 
CHAMPION QUALITY ENAMELS 
AND LACQUERS IN FOOLPROOF CAN 





@ Chrome Aluminum Paints (all type 
Metal-( Sold & Copper Finishe 

x pecial Aluminum Paint 

@ Fibrated Asphalt A ninum R t ¢ st 


CHAMPION BRONZE POWDER & PAINT CO. 


2101 N. Elston Ave., Chicago 14, Illinois, Dept. HEAT 











THE HIDY DEGREE-DAY RECORDER WILL 


SAVE YOU UP TO 30% 


ON TRUCKING & BOOKKEEPING COSTS 


Would you pay $95 a year rental to save 
up to 30% on your bookkeeping and 
trucking costs? That's what hundreds of 
users of the HIDY degree-day system -are 
saving every year. With this system you 
can deliver more gallons per mile—make 
fewer trucks do the same job. Can be 
bought or leased. In use in all parts of the 
country. The most accurate, easiest to in- 
stall, simplest to maintain degree-day re- 
corder on the market—and that statemen \ 

is backed by $1000 reward for anyone who 

can prove otherwise! Write for full story ~ 
of this money-saving, work-saving plan (Note: Some terri 
ask for Bulletin FO-O9. Please state tories still available 


whether you already operate on Degree for sales represen 
Day system tatives. Write for 


nformatior 
HIDY-BROWN RECORDER COMPANY 





i ) 
6988 FIVE MILE ROAD 
CINCINNATI 30, OHIO 








September 
1961 























ene of a series 





ATLANTIC GUIDANCE MEANS MORE PROFIT FOR YOU 





Practically every successful heating oil distributor 
faces a maze of everyday business problems: opera- 
tions planning, including the maintenance of degree 
day delivery systems + bookkeeping «+ financial plan- 
ning « personnel training « equipment use and service 
« credit decisions. 


Your Atlantic representative has the answers! 
He’s met and solved these problems time 
and again for distributors of quality Atlantic 
Heating Oil. 


In addition to this advice and counsel, as an 


ATLANTIC 


mies = R.1., Syracuse, N.Y., Charlotte, N.C. 





Atlantic distributor you are given thorough sales and 

operational training. It is part of Atlantic’s Distributor 

Advisory Service. Then, too, you’re backed by the 

research, refining skill and marketing know-how of a 

company that has had more than 90 years of experi- 
ence in the petroleum business. 


For more information on how Atlantic can help 
you, call or write our nearest Regional Office : 
Philadelphia, Pa., Pittsburgh, Pa., Providence, 


Look to Atlantic for quality heating oil 


THE ATLANTIC REFINING COMPANY 


REFINER AND MARKETER OF QUALITY PETROLEUM PRODUCTS 
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. . +. Industry Groups 
Pennsylvania Group plans 
two Meetings for Autumn 


THE FALL CONVENTION of the Penn- 
sylvania Petroleum Association, Inc., 
Harrisburg, Pa., will be held at Pocono 
Manor, Pa., September 17 through 19, 
1961. 

The group has also scheduled their 
Sixth Annual Management Conference 
for the fall. This will be held October 
15 through 17 at the Benjamin Frank- 
lin Hotel in Philadelphia. 


Jersey Group sponsors 
Fuels Comparison Report 
IRVING OLEBAUM, president, Oil Heat 
Council of New Jersey, Newark, N.J., 
was on the air June 9 through June 16, 
telling the public about the associa- 
tion’s engineering survey which will 
compare the major home heating fuels 
in New Jersey and which will soon 
be published by Ouc. 

The report, which the radio station 
felt was of sufficient public interest 
to justify free radio time, was an un- 
biased comparison of the four major 
home neaning fucks i in the state made 











WITHOUT 


DOWN TIME and with UNIT in SERVICE! 


Users’ Reports Tell How OYLTITE-Stik 
can help you 





. . to make instant repairs on base- 
ment storage tanks . . . a great time 
saver." 

A New York Oil Distributor 


. on seams of large oil tanks where 
weid was not perfect." 
A Wisconsin Fuel Company 


. we punched a hole in the tank 
with an ice pick, then filled the tank 
and plugged the hole with the oil 
running out; it has held for months." 
A Maryland Contractor 


ods 


OYLTITE-Stik is one of the best time-savers and trouble-stoppers you can find 
® See your suppliers for OYLTITE-Stik or write 
direct on company letterhead for free sample. 


IZ 
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. . to seal small holes of oil storage 
tanks, created through condensation 


. has done such a good job we do 
not want a service man to be with 
out one." 

A Pennsylvania Heating Compan) 


to repair leaks in domestic tanks 
inaccessible for repair by other meth 
most satisfactory." 

1 Canadian Contractor 


LAKE CHEMICAL CO. 


3086 W. Carroll Ave., Chicago 12, Ill. 


by Engineers, Inc. will be 


available 


engineers, 


The study 


made e, free, to all architects, 


and builders 


New York City ‘. 


groups publish Supplement 


Long Island 


Oil 


developed in cooperation with the Oil 


A SPECIAL Heat Supplement, 


Heat Institute of L. I. by the Better 
Heat with Oil Council, Inc., New 
York, N.Y., will appear Sunday, Oc 
tober 1, in the Long Island Sunday 
Press, which reaches 391,142 homes 


in Queens, Brooklyn and Long Island 


The special section will be packed 


with stories and pictures keyed to 


alert non-oil users to the comfort 


be obtained through oilheat 
Imprinted grocery Sacks 
available through NOFI 
SUPERMARKET grocery sacks, printed 


with an oilheat promotional message, 


are now available through National 
Oil Fuel Institute, New York, N. Y 
Salesbag Promotions, Inc., through 
arrangements made with NOFI, will 
deliver the sacks, which carry the 
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dealer's or association's as well as the 


market's name, designated stores 
For complete information, contact 
Ralph Hartell at NOFI, 60 East 42nd 
New York 17, N. Y. 


street, 
Union County Association 
schedules annual Outing 
OUTING of the Union 
(N. J.) Oil Heat Associates 
was held September 21, at the Scotch 


Club. Softball, 


shoes, and other games were featured, 


THE ANNUAI 


County 


Plains Country horse 


with golf available for those interested 
Reservations were made with Neil 
Goger, County Oil Co., Roselle, N. J 
BHC sixth annual Meeting 
scheduled for December 


THE SIXTH ANNUAL MEETING of the 
national Better Heating-Cooling 
Council, New York, N. Y., will be 


held December 18 and 19 at the Hotel 
New York City 


Reports from the Council's Resi 


Delmonico, in 


dential Division, Commercial & In 
dustrial Division and Local Council 
Says SASS AR Nn SDK DER Sat 
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Stock Up Now! = 


WORCESTER BRUSH AND 
SCRAPER CO. 


Division of 


MASON-WORCESTER 
BRUSH CO. 
MASS. 








An Illinois Contractor 








2830 Woodcliff St., 


You Can’‘t Beat 
FUELGUARD! 


The only Remote Reading 
tank gauge that will fit 
ANY size tank .. . ANY 
distance away ... WITH- 
OUT PIPES OR WIRES! 


Write for information today 


R. S. TEESDALE CO. 


S.E. Grand Rapids 6, Mich. 
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MACK B MODEL 


Pace-setter in profitable hauling 


Meet the Mack that 
est hauling jobs - 


meets the challenge of the tough- 
the B Model Mack. Truck or tractor, 
this is the unit that has firmly established itself as the 
favorite among operators all over the nation. 

What’s more, when you buy a Mack B Model you 
get Undivided Responsibility. Undivided because 
Mack practices Balanced Design, an exclusive Mack 
engineering concept assuring that every major com- 
ponent in a Mack is built by Mack to operate with 
every other as a strong, sweet-running unit. 

The net result of this painstaking manufacturing 
process is a vehicle that outlives, outperforms and out- 
economizes any other. Operators running B Models 


will tell you these Macks can’t be beat for long, 
trouble-free operating life and low upkeep costs. 

So remember, no matter what hauling job you have 
in mind, there’s a Mack B Model that will do it better 
and for less over-all cost. See your Mack branch or 
distributor for actual performance data. Mack Trucks, 
Inc., Plainfield, New Jersey. Mack Trucks of Canada, 
Ltd., Toronto, Ontario. 


MAC K 


FIRST NAME FOR 


TRUCKS 





Check these 
THERMOLOK-ADAPTO advantages: 


Reduces inventory space and costs 
Adaptable to 80% burners serviced 


THERE’S 
ONLY 
ONE 
THERMOLOK- 
ADAPTO 
IGNITION 
TRANSFORMER 

AND ONE 
DOES THE 
JOB OF 
TWELVE! 





Shielded to prevent radio or TV 
ference 

Eliminates temporary 
backs 

Takes all standard terminal fitting 
Mid-Point grounded 


inter 


hook-up and call 


Has 3 sets of terminals 

Competitively priced 

U.L. and C.S.A. approved 

Guaranteed 18 months 
These advantages speak for themselves 
Available in 115V or 220V—see your local 
jobber today! 


THERMOLOK MFC. CO., INC. 


10998 Tulip Ave., Franklin Square, 
Long Island, N. Y 














Department will cover 1961 activi- 
ties and plans for 1962. Representa- 
tives of local BHC Councils will re- 
port on local promotion programs 


Silver Shield Dealers get 
new promotional Materials 


POSTAGE STAMP size seals, highlight- 
ing the Silver Shield slogan, “Tomor- 
row'’s Comfort Today,” are now in use 
by dealer-contractors throughout the 
nation for the promotion of Silver 


systems. The Silver Shield program 
is sponsored by the National Warm 
Air Heating and Air Conditioning 
Association, Cleveland, Ohio. 

A new consumer booklet will also 
be made available for distribution by 
dealer-contractors in more than 35 
The booklet ex- 


plains the advantages of Silver Shield 


metropolitan areas 
certification, outlines in detail what 
comprises a Silver Shield system, and 
discusses the certification and guar- 


ancee provided 


New home promotional 
Signs are now available 
NEW HOME promotional signs for oil 
heat have been developed by the East 
Carolina Oil Heat Council. The black 
and orange, weather resistant sign is 
22” x 14” and stresses the economy 
of oil heat 

The sign carries no signatures so 
may be used by anyone, anywhere 
For information, contact North Caro 
lina Oil Jobbers Association, 707 
West Jones St., Raleigh, N. C. 


Shield Certified heating and cooling 


1ow 15 to 450 GPM! 


VIKING’S ENLARGED LINE OF HEAVY DUTY 
, HELICAL GEAR DRIVEN PUMPS 








PRINTED FORMS 
AND OPERATION AIDS 






For Immediate Shipment 


Check items you are interested in. 
Attach to your letterhead, mail for 
information, prices, FREE SAMPLES: 


(D Degree Day Cards 


Figs. 288 and 388 units with [] Service Order | [_) Telephone Call 
size ‘‘C’’ reducers, capable of | 

handling up to 25 H.P. at 350 Service Ticket | (_] Inter-Office 

pump R.P.M.;: 40 H.P. at 520 | 

pump R.P.M. 20 to 450 G.P.M T] Service Record Correspondence 
capacities Five gear ratios Cord ] EZE Stick Pressure 
available, using one gear case 


i 1 n th ries + 
Six pump sizes in this serie Batly Qacord of 


Sensitive Label * 
| 
Deliveries | 


C] Price Charts 











] Weather Temp 
Recording 
Thermometer 


[] Service Dept 
You now have an even larger range of Viking’s helica Record 
driven units to fit your pumping jobs. Speed and capacity 
now range from 15 to 450 G.P.M. They're idea! for handling 
both thin and thick liquids, ranging from gasoline to molasses 
Pumps equipped with packing or mechanical 
reducers independently mounted. Al! 
quickly changed. 


gear 


= Authorized 

Receipt ] Safety Sidewalk 
Gear Caution Signs 
can be 


quiet, 


seals 
[] Door Knob 


Notice Card * | () 


oO METERED ONE-TIME 
CARBON DELIVERY TICKETS 
(Truck—Bulk Plant—Gas Pump! 


components 


k 
Step up your delivery with theses Rac 


Sort-O-Matic 


positive discharge, self-priming pumps! 








Fig. 288 units with size ‘'B 





reducers, capable of handling My Name 

up to 10 H.P. at 1750 R.P.M 

motor speed 15 to 225 Company 

G.P.M. capacities. Six sets of 

gearing using one gear case Street......... 

Six pump sizes in this series 

Ripe ee pasegpicany oo eee ere State 
SEND TODAY FOR CATALOGS 


SP-534EE 


VIKING PUMP COMPANY 


Cedar Falls, lowa, U.S.A. In Canada, It’s “Roto-King’” Pumps 
Offices and Distributors In Principal C : Your assif 


FAllow 2 weeks to imprint your copy. 


Petroleum Firms ver 30 oe 





DEGREE DAY SYSTEMS 


58 ST WOODSIDE 77. N. Y 


ties « See 1 Telephone Directory 


3 -30F 
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\PERFECTI@QN REGULAIRE . 


STYLING AND PERFORMANCE YOU CAN “HANG YOUR HAT ON” 





Hang your hat on it — bet your boots on it — stake your reputation on it. Any way you 
think about it, you'll come out on top when you depend on a Perfection Regulaire 
Furnace. Here are three of the many reasons: First, it’s so easy to install — completely 
assembled, wited and fire-tested at the factory — no missing parts — no installation de- 
lays. Second, it looks so good — fits into any installation setting, whether basement, 
utility room, kitchen or living room. But, the real feature that produces comfortable, 
happy customers is Perfection’s exclusive Electro-Magic Regulaire . . . the patented 
air control that ends hot and cold blasts forever. Others are following Perfection’s lead 
in styling, but none can come close to matching Regulaire. This single, exclusive fea- 
ture, which provides more true comfort than your customers imagined possible, 
adds up to more furnace sales for you. You'll 
find yourself recommended time and again 


as a Perfectionist in comfort-engineering. 








The next time you get tired of horsing around 
with a furnace that just isn’t fit to hang your 
hat on, try Perfection Regulaire. Gas and oil 
models; a full range of types and sizes. 
PERFECTIONISTS are a select group of 
distributors and dealers. Want complete details? 
Write Perfection Division, Hupp Corporation, 
1135 Ivanhoe Rd., Cleveland 10, Ohio. 


AN 


PERFECTION 
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Massachusetts group holds York-Shipley broadens 


aN membership Meeting dealer product Lines 
SPEED-KLE FRED BURROUGHS, secretary, Nationa \ DEALER SEMINAR held by York 
Oil Fuel Institute, New York, N. 


was the guest speaker at a membet 





Nozzle tube and 


Shipley, Inc., in York, Pa., recently 


fill pipe fittings introduced to 32 newly franchised out 
ship luncheon meeting held July 19 


MADE FOR OIL MEN, BY OIL MEN by the Oil Heat Council of Weste 


lets, the company’s complete line of 











” heating equipment 
Massachusetts, Inc., Springfield, Mass spat ae 
. More than 100 models are included 
For easier, cleaner, at Among other things Burroughs re a en 
pi De eneking "chet = eae PP On Coe Penyren ot dential line. Commercial and indus 
will help your delivery man trial equipment in both hydronic and 
as much as a Speed-Kleen The group also held their annua warm air types is also available to 
nozzle tube and fill pipe fit- golf tournament at Shaker Farms diediane 
tings. Country Club, on July 27. A choice 
FREEZE PROOF of a steak or lobster dinner followed . 
SELF EJECTING the tournament play Bell & Gossett publishes 
CAPS LIFT OFF Refractories Institute Guide for sales Meetings 
EASILY —QUICKLY. designates President HOW TO MAKI the most of sales 
ROBERT W KNAUFT president ot meetings by careful preparation and 
Don't continue — Chas. Taylor Sons Co., Cincinnati thoughtful attention to details is ex 
a Ohio, a subsidiary of National Lead plained in a new ‘12-page illustrated 
Eyster at Co., was elected president of The Re brochure, “A Guide for Successful 
fractories Institute, Pittsburgh, Pa., at Sales Meetings,” just published by Bell 
LMI VAVING TRAY INC. the recent annual meeting of the & Gossett Co., Morton Grove, III 
Phone York 6208 board of directors and membershiy Exactly what to do in organizing a 
140 W. Market St., York, Pa. held at The Greenbrier, White Sul sales meeting is clearly explained in 
phur Springs, W. Va the guide, step-by-step 





Add a “HANDYMAN” 
to your furnace 
cleaning crew for 


The NEW, MODERN SPACE-SAVING 


CO AVOYMAN 


i POWERVAC FURNACE CLEANER 


Located in the 
exclusive hotel area of 


NEW YORK 


©, AIR CONDITIONING 
: 
TELEVISION 


PRIVATE BATH 
IN EACH ROOM 






Housekeeping 
Apartments, too 


Check all these Get your share of the profitable furnace cleaning business 
oe ae with a minimum investment that insures big returns 
HANDY MAN The General “HANDYMAN" Furnace Cleaner is built 


exclusive features: with more power (up to 40 H.P.) and greater capacity 
than any other cleaner available today. Now... All resi 
© SPACE-SAVING MODERN DESIGN dential, commercial, institutional and industrial heating 


system cleaning jobs can be done with ease at a maxi 

. 2th St Ave 
ONE MAN OPERATION ane 5 , 

© SELF CLEANING FILTER BAGS Investigate all the features and advantages of the Gen NEW YORK CITY 19 
© FAST ALL WEATHER OPERATION eral “HANDYMAN” Powervac Furnace Cleaner before 

you buy furnace cleaning equipment for your shop. Send In its location, service, atmosphere and 
© LOW MAINTENANCE for our Profit Portfolio with complete information and reasonable rates, it’s the ideal hotel- 
© 75 Cu. Ft. SOOT HOPPER prices on the “HANDYMAN” and other ——— Fur home for transient and permanent 

nace Cleaners. Do it now and start profits rolling guests. Single $9 to $12. Double $12 
© CONVENIENT HOSE STORAGE your way from more cleaning jobs, more repair jobs and to $16. 2-room suites from $18. Lower 
@ 2 EASY-TO-REACH TOOL BOXES » more replacement part sales for a profitable 1960. rates by the week or month 

Write for brochure and map of 


aren Phone, Wire or 
_ Write Teday 


3-5127 





New York’s most fascinating places 


Wm. W. Meyer & Sons 


8260 Elmwood Ave., Skokie, Illinois 


to see and things to do 





James A. Flood, Manager 
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“Our sales have increased from 395,000 to more than 
s of Texaco Fuel Chief Heating Oil 

year selling this product,” says 
nack, McCornack Oil Co., St. Charles, 


1 834,000 gallo 


: ; 
during our first 


Elmore McCo? 


Ill. ‘The Texaco people are very cooperative 
...helped us get some big fuel accounts. We've 
been selling other Texaco Products for 27 years, 
and will continue selling the best ... TEXACO.” 


Why there’s a promising future with Texaco 


1. Texaco is Consignee and Dis- 
Proof: 842 
Distributors 


Texaco over 20 


tributor-minded. 
Consignees and 
have been wit! 
ears, some over 45 vears. 


) 


2. Proved and profitable sales 


policies for the Consignee and 
Distributor. 

3. Immediate product acceptance. 
Fuel Chief is sold under the na- 
tionally-famous trade-mark, the 


Texaco red star with the green T. 
1. Dependable, efficient delivery 
at all times. 

5. Fuel Chief is clean-burning. 
TEAM YOUR NAME with Texaco 
for a promising future. Send 
coupon now to Manager, Fuel Oil 
Sales Division, Texaco Inc., 135 
East 42nd St., New York 17, N.Y. 
TUNE IN TO THE HUNTLEY-BRINKLEY 
REPORT, MONDAY THRU FRIDAY, NBC-TV 


FOH-9 


nformation about becoming a 


tor for Fuel Chief Heating Oi! 


—— = oe oe oe oe oe EATING OL 
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RAJAH TERMINALS 


FOR OIL BURNER SPARK PLUG 
IGNITION CONNECTIONS 
Made in Two Styles 
CRIMP TYPE and SOLDERLESS 


a 


Code No. C/T #11 Code No. S-SOS #11 


THE RAJAH CO., 35 Verona Ave., Newark, N. J. 











The Refractories Institute is the na- 
tional trade association of refractories 
manufacturers, producers of firebrick 
and other refractory products for the 
lining of industrial furnaces. 


N. J. fueloil Group 
to publish model Code 
A MODEL HEATING CODE will soon 


be published by the Fuel Oil Advi- N. Y. 
sory Board of The Fuel Merchants 


Association of N. J., Newark. ing experience 


The code, meant as a guide for 









Rea ee See ee 


install without disturbing the 
present piping. Model D for 
new installations. 


381-389 CONGRESS ST., 
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the Code 
William 


mittee, and Herman Mendell and Don 


Raymond 


WHISTLER 


Model E, the only whistle you can 


APPLIED MECHANICS COMPANY 


dealers, is the result of work done by 
Committee 
Hedden 
Bogert served as members 

named factory representative for Clif 
ford B. Hannay & Son, Inc., Westerlo buffet 


background of sales and merchandis 


will supervise sales and marketing of 


eas usainabinie ie BAS? 





¢pENERAL 
Ly, 








C-85-FBC venience in installation and test 
OIL-FIRED * EXCLUSIVE FILTER 

* RETURN AIR OPENING 
85,000 Btu * ONLY 30” HIGH . . . 1612" below joist 
Output * EASY ACCESS . . . for top service 





Get the complete story... 
CALL, WRITE OR WIRE NOW! 





THE ALL-NEW C-85FBC 
FLOOR FURNACE 


WITH VIBRATION-PROOF TWIN BLOWERS 
AND NEW PRE-WIRED PLUG-IN 

ONLY G/A HAS THESE ADVANTAGES 

SPRING-SUSPENDED TWIN BLOWERS .. . 


to eliminate hum or vibration 


PREWIRED 3-PRONG PLUG-IN . . . for con- 
















GENERAL AUTOMATIC PRODUCTS 
CORPORATION 
2300 Sinclair Lane 


Baltimore 13, Md. 
EAstern 7-7703 





who brings a broad 





of the Board key Southern states 


chaired the con 


Annual boat ride Outing 
planned by Essex County 
ESSEX COUNTY (N.J.) Fuel Oil Deal 
has been ers Association has scheduled its < 
nual boat ride for September 14 
lunch will be served. 


Reservations may be made by con 


new position, of the association, 532 Freeman 
Orange, N. J. 








BAASCH AUTOMATIC DELIVERY SYSTEM 


—a simplified Degree Day System! 
Nothing to multiply or add up. No need 
to concern yourself with the state of the 
weather or accumulated “degree days.”’ A 
one- or two-digit number assigned to each 
customer permits the newest clerk to accu- 
rately dispatch hundreds of deliveries per 
day with an efficiency not approached by 
any other system. The Charts you receive 
are precalculated for your delivery area 
YOU WILL REQUIRE THE FOLLOWING 
SUPPLIES 
|.—The FUEL DELIVERY PREDICTOR 10”x10” 
29—The BURNING FACTOR CHART (which tells you 
the customer's rate of use) Mtd. on Pressboard 


}—Complete INSTRUCTIONS how to set up System 
t—Customer RECORD CARDS; vou need one for each 


acct 
SIGNAL TABS Ass’t colors; (del. date reminders 
PRICE LIST 
Cr & | t 12,&3 < 
Narts, nstructions ‘ > +3 
with 200 cards & tabs $975 >= 
with 500 cards & tabs 17% z< 
7 
¥ 
with 1000 cards & tabs 315° '% 
Terms 10 days NET to F.0.&0.H. readers 7 


JOAIY 


CHARLES BAASCH 


P.O. Box 14 Floral Park, N. \ 
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Hannay hose and cable reels in eight 


tacting Reginald Matthews, secretary 
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HOW © 
NEPTUNE © 
METERS © 
SPEED 
LOADING 
OF 
MISSILES 
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en In the tense moments before blast-off, when the “bird” is being fueled, a Neptune 
Meter is at work. As liquid fills the missile’s tanks, the meter smoothly ticks off 
every pound. If required, it can shut off the flow at the exact preselected quantity; 
it can even turn off the pump and light a “ready” lamp. 

For fueling-up and other purposes, four missiles . . . Atlas, Snark, Titan, and 
Vanguard . . . count on Neptune meters for ground support. Simplicity, accuracy, 
and proved reliability are the reasons. 

The basic meter is exactly the same as those you use on your trucks and bulk 
plants. These same meters are widely used for metering jet fuels. Because Neptune 
engineers have been working on ideas for your future, we were able to help solve 
special metering problems, such as temperature compensation, required for missiles. 

Past, present, and future, Neptune is the meter . . . and the meter company .. . 
you can rely on. 


NEPTUNE METER COMPANY / 

47-25 34th St., Long Island City 1, N. Y. / 
measure of profit Branches and Jobbers in All Principal Cities 
in Canada: Neptune Meters, Ltd., Toronto, Ontario 


L/QUID METER DIVISION 


for a better 
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<MAMIOKS 


the fastest, safest, surest couplings known 


When the hose line must be broken often and then 
recoupled with a reliable, tight, leakproof seal, 
use OPW Kamloks. 


OPW Kamloks couple or uncouple in about 5 
seconds — without using tools. An OPW Kamlok 
coupler on one end of the hose or pipe and an OPW 
Kamlok adaptor on the mating end are all you need. 
Available in aluminum, bronze, monel, steel, stain 
less steel, semi-steel. More than 40 styles to choose 
from. Sizes: 14” to 6”. 


OPW Bulletin F-10-R and illustrated price li.t, PL-KAM 
give details. Write for copies today 


DOVER CORPORATION DIVISION 
2735 Colerain Avenue, Cincinnati 25, Ohio, KI 1-5400 
Valves, couplings, specialty products for handling hazardous liquids 


Michael F. Schaible succeeded Robert 


Commercial Filters Corp. 


of the new corporation, and Carl F 


announces Appointments L. Fielding as president and chief Holland, who has been appointed gen 
‘ executive officer. Fielding will serve eral sales manager. Also named was 
FIVE NEW appointments have been 
z i : as vice-chairman of the board. E. John Van Lier, who becomes chief 
announced by Commercial Filters 


. ; The ne ) id ‘ngineer, a ‘red C. Valentin 
Corp., Melrose, Mass., following com- [The new appointments include Al product engineer, and Fred C. Vale 


pletion of a merger with RAD, Inc., a fred F. Duemler, Jr., former vice and Charles T. Rose who assume the 


Cincinnati research and development 
firm. Simultaneously with the merger, 


president of RAD, Inc., who has been 


named vice president and treasurer 


duties of chief manufacturing engineer 


and chief industrial engineer 








floret 
AIR VELOCITY 
INDICATOR 


Takes guesswork out of 

checking the operation of 

forced air heating, cooling 

and ventilating installa 

tions. Use it to: 

¢ Check air flow at regis- 
ters, grilles, diffusers, 
convectors, 

Spot objectionable air 
movements in rooms. 

* Detect leaks around 
doors and windows. 

¢ Check air flow in display 
cases, reach-in refrigera- 
tors, walk-in coolers, etc. 

The ideal pocket-size air velocity indicator; 

direct-reading; can be used for checking air 

flow through openings as small as 4” in 

diameter. Range 0-1000 ft./min. Supplied 

with pocket case. 

BACHARACH INDUSTRIAL INSTRUMENT CO. 

200 N. BRADDOCK AVE. @ PITTSBURGH 8, PA. 


RUSH details on FLORET Air Velocity indicator to 


FACTORY NET 


NAME 

COMPANY 
STREET ADDRESS 
CITY & STATE___ 
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: RELIABLE SOURCE 


<, y= \\ . FOR ALL OIL TANK 
; = , » INSTALLATION 
S\\ 


oy Shae” ACCESSORIES 


OEM 


In today’s quick-moving business picture, 
you will save valuable time . . . cut down 
on red tape simplify your ordering, by 
relying on 0.E.M 

No source of supply offers as complete 
an inventory — as wide a range of models 
and sizes. Everything from fill boxes to 
the most modern alarm gauges 

You are assured, too, of MAXIMUM SER 
VICE, the LOWEST POSSIBLE PRICES, with 
every order—to match our MAXIMUM 
INVENTORY 


OIL EQUIPMENT 


MANUFACTURING CORP. 
169 Derby Ave. New Haven, Conn. 
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Over 


500,000 


Home Heating Accounts switched 


hands last year! 


How will you do this year? 


If you’re getting the type of support that Cities 
Service provides, then you know another big year 
lies ahead for your firm. 

We at Cities Service realize that getting new ac- 
counts, as well as holding on to old ones, works for 
the benefit of all concerned. That’s why you can be 
sure that all the resources . . . all the facilities of a 
billion-dollar corporation will be working for you! 


You’ll get expert technical, marketing and advis- 
ory help . . . individual consultation designed to 


make your particular franchise pay off, BIG! And 
you can rely on getting a top quality product .. . 
fast, dependable service, too. 


Cities Service has been a respected name in the 
fuel oil business down through the years. Work with 
a company that will really go to work for you! For 
more information about an exclusive Cities Service 
franchise, simply get in touch with your nearest 
Cities Service office or write: Cities Service Oil 
Company, 60 Wall Street, New York 5, N. Y. 


CITIES ® SERVICE 


Out front in Quality... Out front in Service, too! 


ol 
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THE ONLY 


FUEL OIL NEUTRALIZER 
THAT WORKS 2 wicche 


Jor at its source 

















FUEL OIL 


ODORS 


INSTANTLY 






HE TANKIT cc 


tralizes fur 


EUTRODA 


THE WORLD'S ORIGINAL AND LARGEST 
SELLING FUEL OIL NEUTRALIZER 


POWDER OR SPRAY Both in 16 oz. containers 


BELMONT AVE NEWARK. WN Jj 








IGNITION COMPONENTS 














SF 


W ~N\| AND PROVEN ECONOMY! 


“y IGNITION COMPONENTS CO. 


P.O. BOX 423 BLOOMFIELD, N. J. PHONE: PILGRIM 3-0960 


INSURE TRANSFORMER LIFE 
WITH IGNITORS OF 
HIGH PERFORMANCE 





REPLACE IGNITORS AT 
“CLEAN-UP TIME” 











Rempe makes available 
heat transfer Brochure 


REMPE COMPANY, Chicago, IIl., has 
announced the release of Brochure 
PC-61, which describes the company’s 
bends, and 
piping for industrial processes and 
heating applications. 


line of coils, fabricated 


The pamphlet is available to anyone 
interested in the design, engineering 
or installation of heat transfer prod- 
ucts. For copies, write the Rempe Co., 
340 North Sacramento Blvd., Chicago 


Parkin named Coordinator 
for Enjay Advertising 

THE ENJAY CHEMICAL CO., New 
York, N. Y., has announced that Rob- 
ert L. Parkin has been named adver 
tising and sales promotion coordina 
tor of the company’s newly formed 


advertising and sales promotion or- 


40 VALUE-PLUS MODELS FROM % 





ganization 
clude Vernon G. Carrier, Charles 
Robbins, Jr., Edwin L. Allen and ¢ 
H. Wingardner 

Parkin, who 


last August, will work closely with 


joined the company 


Humble’s advertising and sales pro- 
Robert M. Gray, 


to advise and coun 


motion manager, 
who will continue 


sel Enjay on advertising matters 


Renick & Mahoney, Ine. 
acquire two Facilities 
IN A MAJOR expansion move, Renick 


New York City, has 


announced the acquisition of a Long 


& Mahoney, Inc 
Island fabrication company, G. A 
Chivvis’ Sons, Lindenhurst, and of a 
Brooklyn truck tank manufacturing 


Tank Corp 


As a result of the expansion, the 


firm, Hamilton 


oil handling equipment company now 


has plans for the erection of addi 


The new group will in- 


tional buildings at the site of the 


Chivvis’ operation in Lindenhurst 
Truck tank fabrication and truck tank 
equipment installation activities will 


be moved to the new plant 


J. F. Lund 
plumbing wad heating products, The 
Dole Valve Co., 


is celebrating 


, product sales manager, 


Morton Grove, IIL, 
his 30th year of service 
with the company. Since starting his 
career with Dole in 1931, Lund has 
devoted his efforts to the manufac 
ture and marketing of plumbing and 
heating preducts 


Thomas E. Morrts has been elected 


financial vice-president and treasurer, 


Cleveland, 


Iron Fireman Mfg., Co., 
Ohio. Morris, formerly financial vice 
president and treasurer of Harvest 
Queen Mill & Elevator Co., continues 
as an Iron Fireman director, a post 


he has held since 1957. 


4 TO 2 TONS 





TH SERIES - 5 MODELS, 5 SIZES 


National Distribution 





Bodies you can depend on—best built in the industry—with 
many “plus” features at no extra cost. Compare Morysville’s 
wide selection feature by feature with avy others, You're 
sure to find “More for your Money in Morysville’’. 


HD SERIES - 5 MODELS, 5 SIZES 


IMMEDIATE DELIVERY 
WIDE RANGE OF OPTIONAL EQUIPMENT 












Inquire today for the name of your nearest distributor 


Write for FREE Literature 


HU SERIES 
5 MODELS, 
5 SIZES 


ORYS VILLE 


BOYERTOWN, PA. 
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REPLACE 
WITH 
WEBSTER 
FOR 
TROUBLE- 
FREE 
SERVICE 
CONTRACTS 





A COMPLETE LINE 








When 80% of your callbacks are caused by plugged strainers, 


doesn’t it make sense to install a pump that needs no annual cleaning? 

The Webster ServiceSaver never does — and this sectioned view 
shows you why. The exclusive rotary filter! No troublesome 
screens, strainers, felt or paper filters. No cleaning problems. This 
pump runs clog-free for a lifetime ! 

The reason is the amazing rotary cleaner blade that renews the 
“filtering” surface 7000 times a minute. Particles larger than 125 microns 
are rejected by the filter. Only clean oil flows to the nozzle! 

Multiple filter blades match filtering action to capacity ratings. 

Webster single and two-stage ServiceSavers replace any fuel-unit 
now on the market. They mount and operate in any position 
on any high pressure oil burner — without changing connections. 

Next time install a ServiceSaver — and keep the profit in 


your service contract ! 


OF WEBSTER SERVICESAVERS 


models: single and two-stage 
capacities: 7 gph to 75 gph 
pressures: up to 300 psi 
speeds: 1450 to 3450 rpm 


Complete specifications available on request. Write! 


HEATING DIVISIoOon 


WEBSTER W ELECTRIC 


ets RACINE-wWIs 











COMPETE WITH GAS 
REPLACE THOSE OIL HOGS, WITH 








Hayward Rotary Atomizing Burners 


PERFECT FLAME PLACEMENT OF HIGH 
TEMPERATURE FLAME ENABLES YOU TO 
GUARANTEE 20 TO 50% GREATER ECONOMY 


HAYWARD OIL BURNER CORPORATION 
125 WINTER STREET |= TAUNTON, MASS. 
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& oilheat 


WANT ADS 


fueloil 


Advertisements are payable in advance 75c a line; 
minimum charge of $4.50 for 6 lines or less. 


No Advertising Agency Commissions. No discounts. 


NOTICE — Those writing to Box Numbers, address: c/o 
FUELOIL & OIL HEAT, 2 West 45th St., New York 36. 


TURN YOUR SURPLUS INVENTORY of stoke: il burne 
into cash. Mail list and price to Box 885 


DECALS—Service, nameplate or truck lettering and trademark made 
order. Easy to apply, uniform, distinctive, economical for sma c 
needs. Write for catalog. Mathews Co., 827 S. Harve Oak Park 





SALES REPRESENTATIVE AVAILABLE for Southeast offers 
of experience and youth. Permanently located in Florida wi 
tacts. Technical and sales experience includes heating, air conditionir 
trical controls and precision parts to O.E.M.'s, wholesalers, dealers, as well 
airplane and missile manufacturers. University degree, age 31, married 
children. Top industry references. Write ‘‘Sales Action 5941 Bolling I 
Orlando, Fla 
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Catalytic Fuel Oil Additive 


REISER CHEMICAL CO. 
58-01 64th Street, Maspeth 78, N. Y. 
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(NO MISTEAKS » 


You can’t go wrong with Fuel Oil 
Dealer Forms from CROMWELL, 
vour best single source of top qual- 
ity 2-color meter tickets and othe 


items. Fast delivery, free catalog. 


@ Wercesashiu-t 











/ 


@ =sprintery inc. 


7 — ~ — —_ 
CHURCH AT BLEECKER, ALBANY, N. Y. 
EPAIF THAT LEAKY FUEL OIL TANK with the new miracle fibe 
I k FE j A to the outside of the tank. Put a new b« 
x r r ake it just as good as new One can is enougt 
1 275 gal. tank $4.05 per cam or $45 re! 
Order fror I k Bond, 400 F St N.E., Washington 2, D.C 


1e1 Oil Company—Long d—-Seek t 
». 2 and No. 4 oil burne Must be qualified 
pe s€ ree taff of servi 1e and dispatchers. Excellent opport t 
At tive alar Pe other benefits Write 


SERVICE MANAGEI Le 








1 confidence. Box No 47 


NTED MANUFACTURERS REPKESENTATIVES TO SELI COMPLETI 
OF BRUSHES TO OIL TRADE tate territory wanted. Write Box N« 





ion transformers ir any condition Highe 


WANTED irner ignit 
I New York—REpublic 9-5990 


ces paid. C 


FOR SALE 


T} 
s 


2 pumps Model 20 EVP-9 80 gals. per mir 4 HP 
15-230V Single P e. Price $90.00 ea. Berkshire Oil Co., Inc., Canaan, Cor 
necticut 


SPECIAL NOTICE TO HEATING AND OIL BURNER REPAIR DEALERS 
Use Nebel's Furnace Boiler-Refractory-Cement for bedding and bonding fire 
brick and topping the back fill of combustion chambers and cement heart! 





pans of wall flame oil burners Also for a boiler putty and sealing furnace 
ves, flue pipes and clean out doors and fireboxes. Write for a r 

jobbers to Nebel Mfg. C P.O. Box 3942 Shaker Sq. Station, Cleveland 2 

Ohio 

FOR SALE 4 Fruehauf Trailer 3-6000 gallon Fruehaufs 3} compartme: 

newly painted, exceptionally good tires. 1-5750 gallon Fruehauf, 3 compart 


ments, exceptio good tires. All priced right for immediate sale. Write « 
call C. C ) Jr C & G Transport, 725 Insurance Exchange Bidg 
Des Moines, la. CHerry 4-8975 





WANTED: Manufacturer 


complete line of oil- 


representative in the state of Connecticut ¢t € 
ired heating equipment to dealers. Reply Box 1553 


MANUFACTURER'S REPRESENTATIVE to sell a complete line of oil burne 
» jobbers. State territory desired and full particular Write Box No. 1554 


eveco ADJUSTODRAFT 


DRAFT CONTROL 















Fully adjusteble for precise accurate setting 
and instont response to draft variotions 
ADJUST-O-DRAFT is quality constructed. A 
cost oluminum ring with built in stops, con 
cealed solid brass bearings, and other 
features, insure lasting dependability and 
moximum efficiency when you INSTALL 
ADJUST-O-DRAFT. 





Available in sizes from 
5 thru 12 inches 







MANUFACTURING CO 
45-18—162nd Street, 
Flushing, L.1., N.Y 

















TONGUE & 
L | T E roy VEE GROOVE JOINTS 
* 
*. 

HIGH 
eT TL TUb Salo) Mer -V:94°a-9 | SIDE WALs 
K 7 
QUICK HEAT LONG LIFE DOUBLE SEAL 

BETWEEN 
MONOGRAM has... FLOOR & WALLS 
: 364 Standard Desi : 
a gns and oa 
5, « sizes of LITE-CAST Insulating | PRECAST FLOORS 
7 Pa Refractory Combustion Cham- e 
% bers for ALL Boilers and AIR SPACE 
z Furnaces BENEATH FLOOR 





c 


75 TO 23 GALLONS PER HOUR 


MONOGRAM PRODUCTS CO., INC. 


88b8L9 





731 NORTH 35th STREET, PHILADELPHIA 4, PA 
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NEWI RECTORSEAL: 


Thread and Gasket Sealing Compound 
Slow dry — soft set. 
f more nts per dollar prevents 
r ire Won't settle, hard 
t kin over in the open can 


et compound 
Rectorseal #2 


RECTORSEAL 
Dept. O 
Houston 2, Texas 


2215 Commerce St., 








Use “CRESCENT PARTS” Service 


Serving St. Louis Trade Area 
“FACTORY REBUILT" Repair Exchange con- 
trol service on all popular makes at regular 
manufacturers list prices and trade discounts. 











Crescent Parts and 
Equipment Co., Inc. 


CONTROLS OI1L—GAS—STOKER 


Minneapolis- Parts & Controls 








Honeywell MAIN OFFICE 
White-Rodgers 825-831 S. Boyle Ave. Installations 
St. Louis 10, Mo. Materials 


f 
wees Se ex BRANCH & Accessories 


540 Wimmer Place 
East St. Louis, Ill. 











Mercoid « General Heating Specialities 
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LAST LONGER 
GIVE EVEN HEAT 
WITH LESS FUEL 


STEAM 


a AVOID 
FASTER AIR LOCK 
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by Chet Cunningham 
, i OU DON’T SIT in front of an elec- 


tric fan when you're trying to get 
warm. Neither should your engine— 
but it does. 

A thermostatic fan would eliminate 
this problem. It’s an idea you may 
want to consider for your fueloil deliy 
ery trucks and your installation and 
service rigs. 

An engine fan on a truck has only 
one function—to help cool the engine 
Yet when first starting, and on cold 
winter days, the engine needs very 
little if any help in cooling from the 
fan. 

A thermostatic fan works with an 
electro-magnetic clutch situated be- 
hind the fan. It is activated by a highly 
sensitive thermostatic control in the 
coolant system. This control is pre-set 
to engage and disengage the clutch at 
the desired coolant temperatures. 

Automatic engaging of the clutch 
when the coolant temperature reaches 
its maximum, turns on the fan for 
added cooling action. When the cool- 
ant drops back below the maximum to 
a specific point, the fan automatically 
shuts off. Engineers say that such a 
thermostatic fan frees as much as 12% 
of usable horsepower for the wheels. 

The automatic fan drive is also said 
to save up to 10% of your fuel, and 
aids in quicker warm-ups, longer fan 
belt life, better cab heating and sub- 
stantial noise reduction. 

An automatic fan such as this also 
lets the engine operate consistently 
in the most efficient coolant tempera- 
ture range, thereby stabilizing operat- 
ing temperatures and producing better 
overall performance with less oil sludg- 
ing, less wear. 

Most auto 
conversion kits to convert their trucks 
to thermostatic fan operation. 


and truck firms have 


For the small or medium sized 
fueloil dealer, the problem of truck 
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maintenance can be a tough managc 
ment policy decision. Should you hire 
your own mechanics, equip a shop and 
do your own repairs, or should you 
farm-out the whole operation to an 
established repair shop? 

Here’s a farm-it-out example 

We farm « 


tenance and repair to the dealership 


yut all of our truck main 


where we bought our trucks,” the 
truck manager said. “We run 47 trucks 
here of all kinds, and I don’t have a 


tire iron or a wrench in the place 

We get better service out of our 
trucks and at less cost than doing the 
maintenance ourselves. The dealership 
keeps all our rigs running and serviced 
They answer road breakdowns, even 
work nights to keep our rigs on the 
road 

This fleet is charged regular book 
rates for labor on all work done in 
cluding road calls and emergencies 

Tt 


They get a © discount on the parts 


Each truck gets a service workover 


every 30 days or every 1,000 miles 
The system has been used for al 
most 12 years now. When it started 
the fleet had 24 trucks and two full 
rime mechanics. Now they estimat 


that it would take five full time me 
chanics as well as expensive and com 
plicated equipment, a full-sized repair 
shop and repair areas. Five mechanics 
even at $6,000 a year, would cost 
$30,000 as a starter 

What does the same work cost now? 
During the past year the cost for 
maintenance, 
about $17,000 


the 


repair, servicing was 
This does not include 


The 


this is 


cost of gas, oil and tires 


spokesman said he estimated 
about half of what a normal in-plant 
service and maintenance operation 
would cost his firm. 


Which would be 


your fueloil trucks? 


system best for 

No matter how good the tires on 
your trucks are to start with, how long 
they last is mainly up to the driver 
Here are some driving rules to help 
extend the life of your tires: 

1. Avoid speeding over rough roads, 
chuck holes or roads with loose ma- 
terial on them 

2. Do not drive over curbs by mak- 
ing sharp turns into a driveway or by 
backing over curbs. 


3. Avoid riding the edge of the 


pavement, half on, and half off. 

i. Anticipate stops, avoid sudden 
and improper use of brakes. 

5. Start slowly and do not spit 
wheels. 

6. Drive 


pecially with full loads. 


at moderate speeds, es 


Avoid improper load distribution 


8. Check for soft and flat. tir 
frequently. 
9. Report misaligned wheels o 


other abnormal conditions noted whil 
driving. 

10. With diesels shift gears at prop 
er RPM's only. 

If you use tube type tires on you: 
trucks, be sure that your men know 
how to work with them. Here 
some tips: 
e Never use a tube too small or 
large for the casing. 

e Replace worn tubes. By the time th 
casing is worn to the unsafe point 
the tube is worn out too. 

e After tire repair always replace 
valve core. 

e Have both tire and tube clean whet 
mounting. 

e Use an accurate ai pressure gaug 
e Use valve caps tw keep out dirt and 
moisture. 

e Never “balloon” a tube so that 
stretches. This weakens it 

e Always check tube pressure rey 
larly during operation. 

In tires, the better the care, 
better the wear! 

Disc brakes are coming—esjx ciall\ 
if the brake designers have anything 
to say about it, and they sure wi! 
Why dics brakes? 

Disc brakes can be designed to ab 
sorb and brake more energy in a given 
space than shoe or other types of 
brakes because the disc offers greater 
capacity, a greater frictional area « 
dissipate the heat, and a larger fric 
tional area to resist wear. 

A great deal of work is being donc 
in the liquid disc brake field, but th« 
liquid disc brake requires a number 
of complicated components such as 
pumps, liquid flow tubes, sumps and 
heat exchangers. This tends to put up 
the price. While acceptable on very 
large and heavy rigs, this type of disc 
brake is not as practical from a service 
point or from a mechanical and cost 
standpoint as a dry disc brake 


September 


1961 








ST 
CHOICE 
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PRECISION NOZZLES 


WHAT IS MONARCH PRECISION? Exclusive machines designed and manufactured by Monarch permit 

egular le production to tolerances of 1/10,000 of an inch . .. certain critical dimensions within 
even closer limits! Th is individual testing on oil is your assurance of perfect nozzle performance 
al 


WHAT DOES MONARCH PRECISION MEAN TO YOU? EXTRA PROFIT on service contracts! Preci- 


sion-made, precision-firing Monarch Nozzles eliminate excessive costs on call-backs due to faulty nozzles. 
EXTRA ECONOMY! Eliminate trial and error with 





Monarch N es. You can depend on them for uniform 
fires ...and continuing proper performance even after 
long use 
EXTRA SATISFACTION! You have the double-satis- 
faction of a more profitable service operation, and cus- 
tomers with full confidence in you! 
ALWAYS INSIST ON MONARCH PRECISION NOZZLES! 
COMBUSTION HEADS: 
G-81-C Head is as easy to install as an ordinary Air 
Cone and Stabilizer, Produces high COz with no 
“adjustments” to get out of order. For 3% or 4” 
1. D. Air Tubes. 
CONVENTIONAL: 
M A N U FAC T U R | N C3 W @) 4 KS | Bladed Cone Rings and four blade Stabilizers for 
7 n C ° ordinary Air Tube replacement from 37/2" to 8” |. D. 
Also special “‘Anti-Pulsation’’ equipment. 
2503 E. ONTARIO ST., PHILADELPHIA 34, PA. 
: Also available: Flame Mirrors, 24" and 
Canadian Agent: (Except B. C "48" Nozzle Boxes, Racks, Wrenches, etc. 
E. S. Gallagher Sales Ltd., Toronto 15, Canada 
Exclusive Agents in all of Europe, Great Britain, 7 
Ruston thew Zeocland DEALERS: Buy from your Monarch Jobber. Write for Catalog “0” 


REMEMBER: It costs more to clean a nozzle than to replace with a new, precision, guaranteed-uniform Monarch Nozzle. 
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It’s a story that cannot be repeated too often. A low water condition 
can happen in any boiler, at any time, for any of dozens of reasons 
And that includes hot water boilers too, where you don’t even have 
a gauge glass to begin with. ¥¢ There are two accepted approaches 
to the problem—a boiler feeder which adds water mechanically as 
needed to maintain a safe level, or a low water cut-off which acts 
electrically to stop the burner if water level gets too low. ¥& If each 
One is a good idea, then it stands to reason that the one best answer 


cut-off. ¥¢ No one will argue with you either if you make your 
choice from the McDonnell line of feeder cut-off combinations— 
the best-known, most widely used products of their kind 


MCDONNELL « MILLER, /nc. 


3500 N. Spaulding Ave., Chicago 18, Illinois 





Here are the facts 
that will enable you to tell your 
story with complete conviction 
Step by step they show just what 
controls are needed, and where, 
and why—in simple terms even 
your customers can understand. 
There's one for Steam Boilers 
(Bulletin L-711) and a companion 
one on Hot Water Boilers (Bulle- 
tin P-30). Write for your copies. 


M°DONNELL 


Cut-( 























